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Just turn the fingertip dial to regu 
door closing speed! That's the De 
Dialmatic — by makers of Dexter 
time Locks. 


Exclusive new fingertip dial regulator** 
assures wonderful new ease and sim- 
plicity in adjusting closing speeds of 
screen, combination and light interior 
doors. No tools of any kind required 
- +» just a twist of the wrist moves the 
dial a “click” at a time to adjust the 


proof. New by-pass valve provides 
positive latching action. Oversize steel 
tube is 134” in diameter and finished in 
attractive metallic grey. 

Write today for full information on the 
exclusive Dialmatic Door Closer by 
makers of Dexter Lifetime Locks. 


MUPEDXGISEAR 


DEXTER LOCK COMPANY Grand Rapids, Michigan 
A subsidiary of Notional Brass Company 


In Canade: Dexter Leck Canade Lid., Guelph, Ontario 
In Mexico: Dexter Lecks, Plate Elegante, $.A. de C.V., Monterrey, Nueve Leon 














Builders appreciate the sales appeal of R-O-W 
windows’ improved lift-out features, the warmth 
of wood, wide variety of styles and sizes, visible 
quality. It’s the most profitable line—more so than 
ever with exclusive new LIF-T-LOX! 





WINDOW BALANCE 








K O-W ie the rewietered trade-mark of the R-O-W Gales Co 
See your franchised R-O:W manufacturer, or write: 


R-O-W SALES COMPANY, 1372 ACADEMY AVE. «© FERNDALE 20, MICHIGAN 
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Exclusive with Dexter Dialmatic* 
Mounting Spocer** ossures cor 
rect mounting quickly — easily 





Dexter Dealers ore fecturing this 
operating display 
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Just turn the fingertip dial to regulate 
door closing speed! That's the Dexter 
Dialmatic — by makers of Dexter Life- 
time Locks. 


Exclusive new fingertip dial regulator** 
assures wonderful new ease and sim- 
plicity in adjusting closing speeds of 
screen, combination and light interior 
doors. No tools of any kind required 
.  » just a twist of the wrist moves the 
dial a “click” at a time to adjust the 


CLOSER 


No. 80 


Dialmatic closing action powered by 
torque spring. 

Dialmatic lets doors open to full 120° 
— hold-open device is simple and fool- 
proof. New by-pass valve provides 
positive latching action. Oversize steel 
tube is 134” in diameter and finished in 
attractive metallic grey. 

Write today for full information on the 
exclusive Dialmatic Door Closer by 
makers of Dexter Lifetime Locks. 
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DEXTER LOCK COMPANY Grand Rapids, Michigan 
A subsidiary of Notional Brass Company 


“Reg. U.S. Pat. Off. 
**Patent Pend. 


In Canada: Dexter Leck Canade itd., Guelph, Ontarice 
In Mexico: Dexter Lecks, Plate Elegante, $.A. de C.V., Menterrey, Neeve Leen 
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Builders appreciate the sales appeal of R-O-W 
windows’ improved lift-out features, the warmth 
of wood, wide variety of styles and sizes, visible 
quality. It’s the most profitable line—more so than 
ever with exclusive new LIF-T-LOX! 
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ONE SALE LEADS T0 ANOTH 
with GOLD 


4 GOLD Seal LAS 


GOLD SEAL TILE-O-MATIC gives you self-service tile department 
Holds up to 432 9” x 9’ Gold Seal tiles. 


in 5 aq. ft. of floor space 


Nationally advertised ... guaranteed*... 
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SEAL Tiles, Congowall’& V 


~—- Sas ra 


GOLD SEAL VINYL-MATIC stocks, displays and sells 4 rolls (about 
30 lin. yds. each) of VinylTop in 6 sq. ft. of floor space. 


Gold Seal Tiles, Congowall® and VinylTop will make 


the booming Do-It-Yourself market boom for you. Set yourself up to make the most of this 


great market with the Gold Seal Vinyl-Matic, Tile-O-Matic and a 


Complete line of tiles! 


Only Gold Seal gives you a perfect tile for 
even over radiant heat. Lino 
Ranchtile ® 
Linoleum for on-grade concrete construction 
Vinyl Tile Vinylbest 
Tile for the perfect all-purpose floor, even 
below grade. Rubber Tile and new, improved, 
more soil-resistant Cork Tile for a luxury look 
Asphalt Tile for 
Suggested retail prices 
L5¢ aq. ft. for "’ Asphalt 
Cork Tile 


every floor 
leum Tile for use above grade 


for on or above grade 


on or above grade. Low cost 


use in basements 
range from approx 


Tile to 69¢ aq. ft. for \% 
Por further information write to Congoleum-Nairn I ne 
*You and your customer 
satiafaction or your money back 


You get the finest choice of allin... 


LINOLEUM 
VINYLFLOR 


INLAID LINOLEUM RANCHTILE® 
RUBBER, CORK AND ASPHALT TILES - 
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ire aseured of satiafaction by the G 


» LINOLEUM 
VINYLTOP - CONGOLEUM® AND 
CONGOWALL @® ENAMEL -SURFACE FLOOR AND WALL COVERINGS 


VINYL 


Viny!lTop suggests sales! 


Viny!Top is so acid-and-alkali-resist 
ant as well as mar-resistant, it suggests 
dozens of remodeling improvements: 
shelves, table tops, facings. Perfect 
for beautiful, seamless countertops 

it is easy to handle, cut and cove 
Highly resilient and long-wearing. 
Now in 17 patterns including light, 
glamorous, exclusive Bermuda Hues 
and smart marbleized patterns. 30’, 
36” and 42” wide. Extra discounts 
on unit shipments, 


Kearny, N. J 


ld Seal Guarantee 


VINYLBEST 
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smart Congowall display. 


Congowall sells itself! 


the and only 
Congowall the finest, the most fa 
mous enamel-surface wall covering in 
America. Show them how it goes up 
in a jiffy . a wall at a time instead 
of a tile at a time. Show them the ex 
clusive two-level construction. Suggest 
the big improvements they can make 
at little expense ... in every room of 
the house. 24 decorator patterns in 
cluding brand new “‘Brick.’’ 54”’ wide 
Extra discounts on unit shipments 


Customers know one 


re cle) Boe) NE 


FLOORS AND WALLS 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


New union demands are beginning to dominate the news in this industry. 


Higher Wages and shorter hours are being asked by most of the unions negotiat- 
ing new contracts with lumberyards this month. Hourly increases range from 5c 


to 17c in the preliminary reports of a survey now being conducted by this maga- 
zine. 





Unions are suggesting that yards stay closed on Monday mornings, just as the 
grocery supermarts do, to balance out with a 40-hour week. Retailers point out 
that this is obviously impossible because Monday morning is one of the busiest 
days for contractor deliveries. 


Contract negotiations today require complete information on what is being 
done by other dealers in other sections of the country. As things stand, limited 
data is available, the big reason why an AL survey on this subject is now being 
made. Dealers, who have signed new contracts which are sound and progressive, 
are invited to send details to this magazine. 


Fringe benefits adding to the cost of home building. 


Lumber dealers can look at the New York-New Jersey area to see what happens 
when fringe benefits run hog wild. In that area employers are now contributing 
6% to 8% to employe welfare and pension funds. Bricklayers are paid $3.75 an 
hour but fringe benefits employer paid bring the hourly total to $4.05. 





Guaranteed annual wage and the construction industry. 


Immediate impact of the new contracts signed by Ford and GM with the UAW-CIO 
on this industry wiil be minor. The peculiarities of retail yards scattered over 
wide areas, will delay adoption of the guaranteed annual wage. 


The trend is there, however, and some variation is inevitably going to creep 
into future wage parleys in this industry. It may take years before it happens, 
but ultimately it will join pensions and paid vacations as part of our wage 
structure. 





Treasure hunt for critical materials. 


Trucks are rolling in many rural areas scouting for scarce materials that 
dealers with a fat allocation can spare. Truckers began the scramble, buying 
gypsum boards, cement and glass at the market price and then adding on an extra 
20% or 25%. Retailers now have joined the game, not so much for profit, but to 
take care of valuable customers. Some yards have about half their trucks 
scrounging about dickering for critical items. 


Hard feelings frequently develop on these swaps. A dealer on allocation 
sees a competitor's truck drive by loaded with the merchandise he has been waiting 
for these many weeks. He jumps on the jobber who can give little satisfaction on 
these off-the-cuff deals. 





Competition tougher in a booming market. 





Lumber prices and many other products have risen in price but many contrac- 
tors can laugh off these price increases. Competition in the middle west is 
often so rough that dealers are just not passing on the jumps. More consumer 
sales and a whack at fabricating Lu-Re-Co panels begins to look better to these 
dealers with each passing month. 


(continued on next page) 
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American Lumberman to Offer Dealers 
Display Materials for Fall Sales Drive 


Bright, attrac- 
tive display ma- 
terials slanted 


for aggressive \ A 
merchandising \ Fe ei 
this fall will \ = : 

| Pass 


soon be. avail- 
able from Am- 
erican 
man. 

For the first 
time dealers in this industry will 
be supplied with enough display 
tools to give the entire store a co- 
ordinated, fresh appearance tied 
to a season when the sales in most 
yards begin to fall off. 

“Fall Home Improvement Day” 
will be the theme of the promotion 
and dealers will have their choice 
of 23 low-cost pieces to give their 
stores a “new look” just like the 
retailers in other industries. Each 
dealer will select the materials and 
quantity required for his own 
store. 

The display materials will be 
available at the end of September 
and American Lumberman will be- 
gin soliciting orders with a four- 
page advertisement in its next is- 
sue. In full-color this ad will give 
sizes, prices and full details. 

Probably the most interesting 
phase of the promotion is that in 
addition to theme posters the 
dealer will be offered materials on 


Lumber- 


Housing Box Score 





just about everything he sells. The 
complete assortment wil!l include: 


Theme materials — streamers, 
banners and price cards. 


Seasonal products*— calking, 
weatherstripping, combination 
windows, roofing, insulation and 
exterior paint. 


Improvement packages — kitch- 
en remodeling, recreation rooms, 
remodeled attics, add-a-room and 
new sidings. 


Special materials — posters for 
“bargains,” Christmas layaways, 
and Title I financing. 

Much of the material has a space 
on the display piece for local let- 
tering in cash prices or monthly 
terms. Fully 70% of the material 
can be used again after the fall 
promotion is over. This is especi- 
ally true for the display material 
on home improvement packages. 

American Lumberman is pres- 
ently looking for a dealer who 
would like to “preview” these dis- 
play materials in his store early in 
August. The store selected would 
be completely equipped with all 
the materials and featured in the 
September 5, fall and winter mer- 
chandising issue. Interested re- 
tailers in the northern states 
where fall begins early are invited 
to write this magazine. 


January-May 120,500 Ahead of ‘54, 
May Starts Top Last Year by 22% 


During the first five months a 
total of 553,500 new dwelling units 
(private and public) were started 
in 1955, compared with 453,000 in 
1954, and 561,400 in the record- 
breaking year 1950. All but 6,200 
of the units begun so far this year 
were privately owned; the public 
housing total for the January-May 
period last year was 6,900, aid in 
1950 it was 8,300. 

Nonfarm housing starts ad- 
vanced seasonally in May to 132,- 
000. This was 22% above the fig- 
ure for May 1954 and 12% under 
the all-time high reached in May 
1950, 

The 123,500 private units 
started this May represent an 
annual rate of 1,306,000 units, 
after allowance for seasonal fac- 
tors—virtually the same as the 
annual rate for April, but well 
below the 1,400,000 average dur- 
ing the latter months of 1954 and 
the first quarter of 1955. 


8 


Preliminary reports of building 
permits issued indicate that the 
April-May increase in homebuild- 
ing this year was not shared by all 
sections of the country. 


U. S. Raises Estimate 
For 1955 Building 


The Government raised to a rec- 
ord $41.8 billion its estimate of 
the cost of new construction ex- 
pected this year. 

This would be 11% above record 
1954 outlays of $37.6 billion. The 
new estimate compares with a No- 
vember, 1954, forecast of $39.5 
billion for 1955 construction out- 
lays. 


1,335,000 Homes This Year 


The new estimate comes from 
the Labor and Commerce Depart- 
ments. They also figured that non- 
farm housing starts this year will 
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total 1,335,900 —a level topped 
only by the 1,390,000 starts of rec- 
ord 1950. Last year starts came 
to 1,220,400. 

The agencies said their revised 
estimates of dollar outlays for con- 
struction reflect “the unprece- 
dented volume of construction ac- 
tivity so far this year, and indica- 
tions that there will be virtually 
no abatement in the present rate 
during the remainder of 1955.” 


More Expensive Homes 


For privately owned new home 
building, 1955 outlays are esti- 
mated at $14.6 billion, or 21% 
above the record $12,070,000,000 
of 1954. This increase, the Gov- 
ernment agencies observed, “re- 
flects not only an over-the-year 
rise in starts (in the neighborhood 
of 8% to 10%) and a very large 
carry-over of work on the unusual- 
ly large number of dwellings be- 
gun in the latter part of 1954.” It 
also reflects, they said, “an in- 
crease in construction costs, to- 
gether with a trend toward larger 
and more expensive homes.” 


Costs Jump Sharply 
On Home Building 


Although consumer prices gen- 
erally are holding steady during 
the current period of rising pro- 
duction, most of the items involved 
in home building have been rising 
in cost in recent months, the Na- 
tional Association of Home Build- 
ers has pointed out. 

All of the items with which the 
home builder is concerned—labor, 
materials, overall construction 
costs, and land—are on the rise, 
N. H. Rogg, NAHB economist, re- 
ported in his monthly news letter. 


Led by lumber, cement, hard- 
ware and plumbing equipment, 
materials for new homes regis- 
tered increases ranging from ap- 
proximately 3% to 15% from 
April 1954 to April 1955. There 
has been no overall price change 
to date in gypsum products, de- 
spite the current short supply, and 
the cost of heating equipment and 
millwork decreased slightly during 
the 1954-1955 period surveyed. 

Average hourly construction la- 
bor rates, $2.63 in March, reflected 
an increase of about 1.5% during 
a 12-month period. The combined 
rise of labor and materials cost 
alone made April 1955 building 
costs 2.9% higher than during the 
same month of 1954. This would 
represent $290 on a $10,000 house. 
Rogg emphasized that those in- 
creases “do not reflect the impact 
of spring wage negotiations in 
construction.” 
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T] OWN ONE? 


Even if you've invested as little as $239 in shop 
equipment you may not be enjoying the profit-mak- 
ing benefits of a De WALT®. We invite you to com- 
pare your present equipment and shop methods with 
these AMF De Watt features and operating ad- 
vantages: 


e One low-cost machine that does ALL the work of 
a swing, saw, straight line cut-off and miter saw, 
table-type rip saw, dado machine, shaper plus 
many others. 


e Savings of up to 60% or more in capital equipment 
investment alone. AMF De Wa tT does the work 
equal to or better than the many single-purpose 
machines you would have to buy to duplicate its 
operations. 


e 75% savings in floor space alone! Because AMF 
De WALT always adjusts to the material—it can 
be placed against any shop wall — instead of in the 
center of the shop. This releases valuable floor 
space for more profitable uses. 


Find out about ALL of AMF De Wa t’s many 
advantages — send today for free new idea book for 
industry. Tells dozens of ways to cut costs on 
cutting jobs. MAIL COUPON BELOW TODAY! 


New Model GW-1 10” Saw with FULL 1'2 H.P. Motor... complete for only $395 DELIVERED 
(custom-built 1/2 H.P. motor, 10” sow blade, 4 detachable steel legs included) 


Sa 


LOOK AT THESE OTHER AMF DEWALT ADVANTAGES! 
* Top-side Cutting for Safest Cutting 


¢ 90% Savings in Layout and Marking Time - 
* Reduces Waste —Salvages More Lumber f) § VV \AI aT 
* One-minute Change-over, No Shut-down Worries : a 

* Reduced Fatigue, Greatest Operating Ease and Safety POWER TOOLS 
* Years-ahead Design — Does Not Outmode Itself 

* Modern Straight-line Materials Handling 

¢ Unusual and Special Jobs Handled Easily 





maaan nn 


<a DEWALT, Derr AL-s5-7, LANCASTER, PA. | 


SEND FOR FREE NEW IDEA BOOK ON Please sund me your new idea book for industry. 
INDUSTRY! 16 pages packed with j 
illustrations. Shows you dozens of ways | NAME 
to cut costs on cutting jobs, ‘ 
time-motion study. 





ADDRESS. 











city 





BUILDING PropuCTS MERCHANDISER (For more data on advertised products fill in cespon on page 120) 





HANDSOME 
DESIGN — 





| an’ ee 5 PIN TUMBLER 
ROUNDED SECURITY 
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LOW COST CYLINDRICAL LOCKS 
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LOOK FOR 


FOUR POPULAR FUNCTIONS 
MEET ALL HOME NEEDS! 


Guardian No. 851 


Entrance Doors: Latch bolt 
operated by key from the 
outside at all times, and 
by knob from either side 
except when outside knob 
is locked by turn-button in 
inside knob. Latch bolt is 
avtomatically deadlocked 
when door is closed. Also 
available without deadlock - 
ing auxiliary latch bolt 
feature as No. 83). 


Patio, Sundeck or Basement 
Doors: Latch bolt operated 
by knobs from either side 
except when outside knob 
is locked by turn button in 
inside knob. Turning inside 
knob releases locking but- 
ton; closing door does not 
release button. Latch bolt 
automatically deodlocked 
when door is closed. Avail- 
able without deadlocking 
auxiliary latch bolt as No. 
824. 


Bath-Bedroom Doors: Latch 
bolt operated by knobs 
from either side except 
when outside knob is 
locked by push button in 
inside knob. Turning inside 
knob or closing door avto- 
matically releases locking 
button. In case of emer- 
gency, the emergency key 
or any small pointed device 
such as a nail, inserted in 
opening in outside knob, 
will unlock door. 





Passage or Closet Doors: 
For any door that does not 
require locking. Latch bolt 
operated by knobs from 
either side at all times. 





Nt . 
P&F CORBIN Division mgenren 


The American Hardware Corporation “sount 
New Britain, Conn, oe 


This compact 
display 





IN LOCKS! 


Make extra sales of 
installation aids and accessories ! 


Boring Jigs, Aluminum 
No. 080 for Guardian 


Bit No, 103 s g 


Size 32/16 for hole for ‘Auxiliary Hondle No. 232 H 
Guardian lock case for use with 


wa 
~ . ‘as 


for Latch Fronts 
No. 061 for Guardian 


Guardian Entrance Sets 


Dummy Trim No, 23024 DT 


makes sales 
for you! 
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GREENLEE 


your highly dependable source 
of fine hand tools 


Wuen you stock the Greener 
line, you can be sure that you have 
tools of inherently outstanding value 
and excellence. You can be sure, also, 
that you have a reliable source upon 
which you can always depend. 


For nearly 50 years this firm has been 
famous for fine products, It is equipped 
with the best of modern production 
machinery and factory facilities... 
uses only the finest grades of materials 
for its tools...employs highly ex- 
perienced craftsmen to produce them, 


And each year finds more new develop- 
ments in work at Greenier. New pro- 
duct improvements, better packaging, 
consistent national advertising — all 
designed to make this a - selling line 
for you. All are reasons why it pays to 
stock and build extra volume with 
GREENLEE . . . a progressive, highly de- 
pendable source for you. 


GREENE ENLEE 


STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CO., ROCKFORD, ILLINOIS 
2267 Twelfth Street 





Nowels’ Display Panels 
To Be Exposition Feature 


Product dis- (og i 
play panels de- | 
veloped by Rus- 
sell Nowels, 
Nowels Lumber 
& Coal Co., 
Rochester, 
Mich., will be 
described dur- 
ing clinic ses- 
sions at the sec- Nowels 
ond annual NRLDA exposition at 
Cleveland, Ohio, October 11-14. 

The panels, pioneered in Nowels’ 
four Michigan yards, are de- 
scribed in the 1955 NRLDA mer- 
chandising calendar. In one of 
his small yards with an office 22 x 
30’ Nowels has 37 panels display- 
ing everything sold, with the ex- 
ception of masonry products. 


 ewsoy THE COZY 
“COMFORT OF WOOD PANELING 
ie : 





PANELS built by Nowels are mostly 
swinging with end-use photos and 
product samples. 


Nowels originated wider use of 
the panel system because of the 
limited showroom space in his 
yards and because he believes 
that “goods well displayed is 75% 
sold.” Most of his displays are on 
swinging panels and perforated 
hardboard is widely used. 

A typical panel has a_head- 
line with consumer appeal, a sub- 
headline stressing a certain prod- 
uct, samples, an end-use illustration 
and a price. The price can be 
either the unit price for the prod- 
uct or a package price for a re- 
modeling job that includes the 
product shown. Most panels also 
have literature racks. Nowels let- 
ters all his own panels and he 
stresses that displaying the prod- 
uct is more important than fancy 
signs. 
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Douglas Fir Plywood 
Group Elects Officers 


The Douglas Fir Plywood Asso- 
ciation last month at its golden 
anniversary convention in Port- 
land elected Howard B. Garrison, 
vice-president and general man- 
ager of the Evans Products Co., 
western division, Coos Bay, as its 
new president. 

Garrison who has been with 
Evans since 1941 served as vice- 
president of the association last 
year. He succeeds Eber!y Thomp- 
son, M & M Woodworking Co., 
Portland. 

Other new officers are A. W. 
Agnew, vice-president of Pacific 
Coast Co., Sonoma, Calif., vice- 
president; Monford Orloff, general 
manager of Mt. Baker Plywood, 
Bellingham, secretary, and C. 
Henry Bacon Jr., vice-president 
and general manager of Simpson 
Logging, Shelton, Wash., treas- 
urer. 

New trustees are Robert N. 
Kelly, general sales manager of 
M and M, Portland; Martin N. 
Degeller, president of Harbor Ply- 
wood, Aberdeen; Fay L. Foval, 
assistant general sales manager, 
Long-Bell Lumber, Longview, and 
Corydon Wagner Sr., vice-presi- 
dent of St. Paul & Tacoma Lumber, 
Tacoma. 


Request Funds for 
Lu-Re-Co Advertising 


tequests for voluntary contribu- 
tions to advertise the Lu-Re-Co 
system nationally to consumers 
are being made to the lumber deal- 
ers who have purchased Lu-Re-Co 
packages, Ray Harrell, research 
director, Lumber Dealers Research 
Council, Washington, D. C., has an- 
nounced. 

The requests for voluntary finan 
cial contributions for the adver 
tising program will be made on a 
semi-annual basis. For the first 
six months of 1955, dealers are 
being asked to contribute $10 for 
every individual house they sup- 
plied and $5 for each tract house 
(houses supplied in groups of 25 
or more). The council suggests 
that dealers add this amount to the 
sale price of the houses. 

Guiding the council in planning 
the advertising program are the 
following advertising executives 
who are donating their services: 
William Northlich, Farson, Huff & 
Northlich, Cincinnati, Ohio; J. D. 
Elgin, National Gypsum Co., Buf- 
fain, BH. ¥-5 8. MM. Be Donald, 
Buchen Co., Chicago, Ill.; E. M. 
tooney, Weyerhaeuser Sales Co., 
St. Paul, Minn.; Frank J. Smith, 
the Kawneer Co., Niles, Mich.: and 
L. Charles Underwood, Philip 
Carey Manufacturing Co., Cincin 
nati, Ohio. 

(continued on page 18) 


BUILDING Propucts MERCHANDISER 





OLYMPIC 


SHAK-A-MATIC 


SAVES YOUR CONTRACTORS 


a PER HOUSE 
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CUTS LABOR COSTS UP TO 32.5% 


ELIMINATES COSTLY USE OF PANELS 


Don’t miss this golden opportunity to 
triple your volume and 
profits with this sensational 
labor saving tool. Write or wire today 


for full information. 


EXCLUSIVELY FRANCHISED TO OLYMPIC MAJOR DEALERS 


OLYMPIC STAINED PRODUCTS COMPANY 


1118 LEARY WAY - SEATTLE 7, WASHINGTON 
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HERE ITIS... 


Sliding Door 


BUILT-IN PROTECTION 
AGAINST TRACK JUMPING 


At last—sliding door hardware with 
built-in, positive protection against track 
jumping! No extra work, nothing for you 
to do—becouse this exclusive M-D de- 
sign stops track jumping with a built-in 
bumper ridge that makes it impossible 
for the wheel to lift out of the track 
once the door is in place over the floor 
guide. Simple, sure, foolproof! 


ATTENTION DEALERS 


STOCK-DISPLAY CASE AND 
ACTUAL WORKING MODEL 


FREE with-this assortment! 


TRACK 40 Boxes of 
10 PIECES-4’ EACH Somplete 

10 PIECES-5’ EACH 

10 PIECES-6’ EACH 

10 PIECES-8’ EACH 

TOTAL TRACK-230’ 


%& Attractively Displayed 


HARDWARE 


%& Extra-heavy extruded aluminum track 
% Heavy-gauge cadmium steel 
hangers with adjustable slot 
¥% Noiseless, lifetime Nylon wheels 
* Silent, solid brass wheel bearings 
* Positive, no-jump track feature 
% Smoothest, quietest operating 























MACKLANBURG-DUNCAN 
Quality Building Product! 


MW ART ALUMINUM 


LEVER 


Look at these amazing prices! 








Extruded Aluminum 
for Long, Rugged Wear! 


Glossy Red Interior 
with Silvery-Satin 


Tough, Non-Breakable 
Pyrex Vials—Replaceable! 


individually Packed 
in Polyethylene Tubing 


$3.95 LIST 
$4.25 LIST 
$4.50 LIST 
$4.75 LIST 
$5.50 LIST 
$7.75 LIST 
$14.50 LIST 


to Display Product, 
Protect Finish! 


$15.50 LIST 


Long lengths for plumbing doors and windows — 
Shorter lengths for carpenters, masons, home-handymen! 


Sold by Hardware, Lumber and Building Supply Dealers! 


DEALERS ORDER TODAY! 
Your Order will receive prompt shipment! 





1 
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Leaders in the Building Specialty Field for 35 Years 


MACKLANBURG-DUNCAN CO. 


BOX 1197 OKLAHOMA CITY 1, OKLAHOMA 
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Everybody’s doing it— including this im- —more than any other magazine and over 

probable family. America’s home owners twice as much as the next leading weekly!*) 

are spending six billion dollarsa yearmaking Seven out of ten Post families are home 

their own home repairs and improvements! owners. You sell them when you fell them, 
Looking for your share of this new busi- “It’s advertised in the Post.” 


ness? Make sure the products you feature *P.1.B. figures — H 500 


are those advertised in The Saturday yay re “a -gets to 
Evening Post. (Last year, the Post carried ' pnw f the heart 


$6,421,246 of building-products advertising ot America 


f Wye St 6 tal af at raot x 2 ee ies taut wer wig 2 oe i ee Pe. ee ae 
5 ea, SAA eal main to oR Saul 3 sacl oa , . 
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Black & Decker 88 Sander sands joint seams in dry-wall construction Black & Decker 88 Sander gives cabinets and other built-ins a per- 
satin-smooth in a fraction of the time of old-fashioned hand sanding. fectly smooth surface for final painting or staining, 


fl 


New Black & Decker 7-inch Sander-Polisher makes short work of paint New Black & Decker 7-inch Sander-Polisher for extremely fine finishing 
removal; provides better surface for re-painting. of paneling that means so much in final consumer acceptance. 


Black & Decker No. 88 Sander — $74.50 , bes customers want tools that not only sand 


Orbital action can’t scratch or 


and polish faster—but do better work at the 


burn—gives satin-smooth sur- same time. Black & Decker Tools do just that! 


face every time. King-size bot- ‘ 
tom plate extends beyond the They have the speed, power and guts for fast, 


tool housing to sand right up efficient service—and they’re designed for the 
to obstructions—as on stairs, 


counter tops, etc. Uses half . 
standard size abrasive paper. better work. Demonstrate these B&D Sanders and 


f Polishers every chance you get—and watch them 
New! Black & Decker 7” : sell! THe BLACK & Decker Mra. Co., Dept. H307, 
Sander-Polisher-—$64.50 Towson 4, Maryland. 


A new Sander-Polisher for 


proper balance and smooth operation that produce 


Find your nearest B&D Distributor in the Yellow Pages 
fast material removal and high- 


speed polishing. Extremely w® 
well-balanced for fatigue-free & 
operation. Like all B&D Tools, 


it features a better-built B&D PORTABLE ELECTRIC TOOLS 


motor, specifically clesigned for 
the tool. Reversible side handle for 
left or right handed use. See it this week! 





Architects to Design 
Three Lu-Re-Co Houses 


Three nationally-known archi- 
tects have been selected by a spe- 
cial committee to design three 
modern Lu-Re-Co houses for 1956 
to increase the consumer appeal 
of the homes, Raymon H. Harrell, 
research director, Lumber Dealers 
Research Council, Washington, 
D. C. reports. 

Named to design one house each 
were architects L. Morgan Yost, 
former associate editor of Ameri- 
can Lumberman, George F. Keck 
and Bertram Weber. 

Keck was commissioned to de- 
sign a floor plan of approximately 
1,000 square feet with a possibil- 
ity of a flat roof. Yost will design 
a house with 1,200 square feet with 
a sloping roof. Weber will design 
a house with 1,200 square feet and 
a truss roof. Preliminary designs 
are scheduled for completion by 
August 1. 

Members of the Lu-Re-Co sub- 
committee working with the archi- 
tects are: Clarence A. Thompson, 
Thompson Lumber Co., Champaign, 
Ill.; Ray Schaub, Northern Indiana 
Lumber & Coal Co., Whiting, Ind.; 
Phil Creden, Edward Hines Lum- 
ber Co., Chicago; Paul DeVille, 
DeVille Lumber Co., Canton, Ohio 
and Harrell. 


Mechanix Illustrated 
Do-It-Yourself Issue 


A special 50-page section on 
home modernization and repair 
* will be a feature of the September 

Mechanix Illustrated that goes on 

THIS sale August 19. Kitchens, attics, 
basement renovation and features 

H UGE on floor tile, paneling a room and 
ORY installing insulation will be in- 


cluded. 
SHED 


is one of five at C. D. Johnson’s Toledo 


c. D. JOHNSON U. S. Plywood Sales 
mill. Here one and a half million feet LUMBER — sia 
of quality kiln-dried lumber await rail sg COMPANY anges hg ne en waged dy peer 


, Corp. in the fiscal year ended April 
shipment to every part of the country. er a eet 30, 1955, exceeded $150 million, S. 
Careful storage and loading in covered WEST COAST LUMBER W. Antoville, president, told a 


sheds assure that your shipments from Mills: TOLEDO, OREGON meeting of the New York Society 
C. D. Johnson always arrive in prim of Security Analysts. 
er ys Grrive ih prime Shipments: This was a record and up sharp- 
condition. Contact C. D. Johnson first RAIL AND WATER ly from the company’s previous 
for mixed car shipments of quality Sales Offices: fiscal year when sales totaled 
; ; EQUITABLE BUILDING about $124 million. 
kiln-dried lumber ‘ : - 
: PORTLAND 5, OREGON Antoville said he expected to 
< see a falling off in housing starts 
7) 7 Yh Bie from their current high levels. 
~ ey “The amount of plywood used per 
(‘ 4) ¢ i eatin dennis house has increased so much in the 
_- AURADEMARK OF QUALITY LUMBER past few years that there could be 
C / a 15% to 20% decline in m num- 
ber of starts and the total amount 
anenbne ws of plywood used would be as much 
as was previously used, however,” 
5t- D)H Gronaia~Pactrte +1 ¥000 COMPANY ad oititated 





18 (For more date on advertised products fill in coupon om page 120) July 11, 1955, American LUMBERMAN AND 








PROODUuUCTS OF 


BUILDING 


THE FORWARD LOOK 
..IN TRUCKS! 





Dodge has changed the picture 


on performance, price! 


Today there’s a changed picture of truck 
power, payload, price! For example, do 
you know the answers to these 3 questions? 
1— What trucks provide the highest horse- 
power of the 5 leading makes in every con- 
ventional model, Y2-ton through 3%-ton? 
2— What trucks have the highest payload 
in more models, 1%- through 4-ton, than 
any other leading make? 

3— What trucks have the lowest factory 
retail price in more popular models than 
any other leading make? 

In each case the answer is, “Dodge ‘Job- 
Rated’ trucks” ... the trucks with the 
Forward Look! Find out for yourself how 
Dodge trucks give you more visibility, 
more modern styling, more of everything 
ou want in a truck. See your dependable 
Dodge Truck dealer now. 


ALL-NEW 


DODGE 


‘Uob-Rated" 


TRUCKS 


CHRYSLER CORPORATION 
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The name on the door means a lot 


Profit-minded dealers make sure of 
furnishing ‘just what the doctor ordered”’ 
by recommending handsome Atlas Ply 
wood birch doors for all customer needs 

The country over, dealers know that 
the dignity and prestige these doors add 
plus their out- 
keep them 
among the most dependable profit 
boosters on the market. Atlas Plywood 
doors stay sold 
sold 

In fact, you always get more out of 
Atlas Plywood doors because more care 
goes into their making. Quality-con- 


to a customer's name 
standing service and beauty 


and keep your customers 


20 (Fer more data on advertised products fill in coupon on page 120) 


trolled at every step of manufacture, and 
trued, trimmed and glued to top-grade 
specifications, they're built to assure 
dealers a steady profit — and customers 
a lifetime of satisfaction. 

Atlas Plywood doors are available with 


solid or hollow cores, in all popular 
woods and in grades that meet every re- 
quirement. For complete details send 
for free color folder on Atlas Plywood 
flush doors. Write Dept. AML-7, 1432 
Statler Bldg., Boston 16, Mass 


Atlas Plywood 


CORPORATION 


FROM AMERICAN FOREST TO FINISHED PRODUCT 4 


Boston 16, Mass. Distributors in all principal cities di 
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(FORMULA HOUND) 
He can't talk, but he has 
everything to say about 
Dura-seal equipped 
window units! That's 
because extra care has 
to be taken concerning 
the health of little guys. 


can't stand drafts. When 








(AND ONE THING THEY AGREE ON) 





For obvious reasons, Susie 


Long ago, Auntie gave 
up meat, tobacco, rum 
and other cooked foods. 
She loves fresh air, 
windows she can fling wide 
easily. She's CRAZY about 
Dura-seal's sash balance. 


(NIGHT WATCHMAN) 
Here's a man who gets 
his sack-time in the 
daytime, and woe to 
the rattling window! He 
is mad about the 
quiet action of Dura-seal 
Si-Vel coated springs. 








Windows that stick just aren't 
in her scheme of things. 
She wants Dura-seal’s 
easy open, easy close! 





These days a mon has 
to be mighty cr-t-rafty 
to save a tuppence, but 
when you figure a 30% 
to 40% saving on fuel, you 
figure Dura-seal pays 
for itseif many times over, 





Get the window equipment that provides draft-tree comfort, 
fuel savings and effortiess window operation! 


Dura-seal equipped windows slide up or down with the flick of a 
finger—seal out winter and provide 414 times the weather 
protection—afford a 30% to 40%, fuel savings! Dura-seal 
Combination Metal Weatherstrip and Sash Balance always adjusts 
itself for a complete seal, and its tailored beauty makes your 
windows more attractive. Send for complete information today. 


Zegers, Incorporated, 8088 South Chicago Avenue, Chicago 1 


ZEGERS 


Combination 


Lite ~t0t0e Metal Weatherstrip 


and Sash Balance 


BurLpInG Propucts MERCHANDISER 


7, Illinoia 


Look For 
The Name 
On The 
Metal! 


(For more data on advertised procucts fill in coupon on page 120) 





“Labor costs go 


22 





Sell 2 big markets with 
Celotex Interior Finishes! 


1. Sell to “Do-It-Yourself” 
homeowners 


2. Sell to builders for new 
homes 
Celotex offers you a wide range 
of exclusive colors and textures 
plus new sales-stimulating met 
chandising helps. Contact your 
Celotex representative. Hear the 


complete story! 


(For more data on advertised products fill in coupon on page 120) 
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You Benefit ‘‘Big’’ from Celotex National Adve 


As in the past, Celotex puts a huge na- 
tional advertising campaign to work for 
you to make 1955 a year of banner 
sales! In THE SATURDAY EVENING POST, 
BETTER HOMES & GARDENS, AMERICAN 
HOMI as well as top-noted builders’ 
magazines eye-arresting ads will help 
send more and more pre-sold Celotex 
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customers Coming your way steadily! 


To make sales easier feature genu 

ine Celotex Insulating Sheathing, Insulat- 
ing Interior Finishes, and other products 
of this famous family. A third of a cen- 
tury of consistent and effective national 
advertising has created nationwide pre} 


erence for the brand name Celotex. 
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Colotex goes up eae builder 


Up to 30% savings with time-cutting 
Double-Waterproofed 


* CELOTEX INSULATING SHEATHING 

















“The very first year we switched to Celotex Double-Waterproofed In- 






sulating Sheathing, we saw astonishing results! We actually saved 30% 
in reduced time and labor costs building 55 houses in the $12,500 to 
$14,500 bracket. At last we were able to count on closely-planned 








construction schedules. Celotex Sheathing goes up smoothly and easily, 






is simple to cut and fit. Does a terrific job of sealing out moisture, too 






...$0 we can get back to work almost immediately after heavy rains.” 







Robert Parish, Parish Construction Company 
183 Neil Street, Memphis, Tennessee 















\ This is typical of reports from hundreds of builders Insulating Sheathing 2 to 1 over the next leading 
{ throughout the nation. The practical job advantages brand, according to an impartial survey. 
of Celotex Double-Waterproofed Insulating Sheath- Feature the brand preferred by both builders and 
ing convince them there's nothing like Celotex for architects. Stock and promote Celotex Insulating 







benefits that count. Architects, too, prefer Celotex Sheathing for faster, easier sales 









These are the big selling-features you get only with 
CELOTEX DOUBLE-WATERPROOFED INSULATING SHEATHING 


1. Goes Up 30% Faster. Easier to cut and fit. Results in 












Sheathing. Has approximately 30% greater strength than 







up to 15% less waste ordinary sheathing with let-in bracing. 

2. Builds, Insulates and Weatherproofs al! at one cost. 6. Excellent Base for Wood or Asbestos Shingles. Use 
No building paper needed, unless required under local special methods for direct application; or just apply over 
building regulations Celotex Impregnated Backer Board. 











3. Saves on Material Cost. The 2542” sheathing costs no 7. Double -Waterproofed. Outside, by protective asphalt 
y more — usually less—than ordinary sheathing . . . and the coating. Inside, by special processing of the fibers. Yet has 
) 9" thickness almost a/ways costs less! more than twice the vapor permeance advocated by govern- 

4. Laminated for Extra Strength and rigidity. Yer its ment agencies 

density is controlled to assure maximum insulating value. 8. It Is the Only Sheathing made of tough, strong, long 

5. No Corner Bracing Needed to meet F.H.A. require- Louisiana cane fibers — protected by the exclusive Ferox 

ments, with 4 ft. wide, *%2” thick Celotex Insulating Process against dry rot and termite attack. 













Feature the Brand Builders and Architects Prefer... 


CELOTEX 


REG. U. S. PAT. OFF. 


INSULATING SHEATHING 


The Celotex Corporation + 120 S. LaSalle Streets, Chicago 3, Illinois 






Its double 
waterproofed / 
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MATCHING CONCAVE CABINET HARDWARE 


WESLOCKS FOR SLIDING POCKET DOORS 


NO. 95 SCREEN DOOR LATCH 





NO. 500 CONCAVE SERIES IN REGULAR 


AND BLACK ROSE® FINISHES 
WATCH FOR AN 
IMPORTANT NEW 
WESLOCK ITEM 


TO BE ANNOUNCED SOON 


all eyes are on 


WESLOCK 


Beeptten LOGR WES 
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BUILDING 


Maintenance, 
power-driven and 
paint brushes for 
every home and 
industrial use. 


PRODUCTS MERCHANDISER 


You can’t afford not to sell 
PITTSBURGH BRUSHES! 


Here’s why: Your customers blame you when their paint 
brushes prove inferior. Your best insurance against comebacks is Pitts- 
burgh Red Stripe Brushes! For one thing, when Pittsburgh labels a brush 
100% hogs’ bristle,’ you know it’s not only true, but it’s also the finest 
bristle obtainable on today’s market. Secondly, the Red Stripe trademark 
is your customers’ assurance of brushes made to the top standards of the 
industry. Stock the complete Red Stripe line—100Y hogs’ bristie, 100% 
texturized synthetic (Pittsburgh’s improved Velvet-Tip synthetic), 100% 
Tynex Nylon, and hogs’ bristle-synthetic mixtures. 

For address of your nearest Pittsburgh supplier, write: Prrrssuron PLate 
Guiass Co., Brush Div., Dept. C-7, 3221 Frederick Ave., Baltimore 29, Md 


PITTSBURGH 


Rad Stripe BRUSHES 


BRUSHES © PAINTS © GLASS © CHEMICALS © PLASTICS * FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


(For more data on advertised products fill in coupon on page 126) 




















CENTER MOUNTING 
Is an exclusive feature of Ken- 
natrack sliding door hardwore. 
Combined with even distribu- 
tion of door weight over 8 
nylon wheels, center mounting 
assures effortiess operation 
and minimizes likelihood of 
worpage. 


Kennatrac 


SLIDING DOOR 
HAR DWAR E 


Secret of quick, 
trouble-free slid- 
ing door installa- 
tions is selecting the 
right type of hard- 
ware. SEND FOR 
FREE COPY of 
the KENNATRACK ‘‘Buyer's 
Guide,’’ A book that takes the 
guesswork out of — door in- 
stallations! Kennatrack Corpor- 
ation, Elkhart, Indiana. 
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Distribution Editorial Stirs Additional Comments 





“Weak selling at the manufacturers’ level . . . need closer 
cooperation between jobber and retail lumber dealer . . . un- 
earned functional discount gives jobber an unfair advantage.” 


The editorial, “There’s No Dis- 
tribution Santa Claus,” which ap- 
peared in the May 2nd issue, has 
brought a flood of mail to the editor 
from manufacturers, wholesalers 
and retailers. Previous letters on 
this controversial subject appeared 
in the May 2, 16 and 30th issues of 
American Lumberman. 


To the Editor: 1 still maintain 
that our chief evil is weak selling 
at the manufacturers’ level. My 
present position enables me to get 
a pretty good view of a sizeable 
cross section of manufacturers serv- 
ing the building materials industry 
and I have more than adequate evi- 
dence to support my claim of inade- 
quacies at the manufacturers’ level. 

I deal every day with firms such 
as A, which has no sales policy, to 
someone like the B company, which 
observes a very rigid sales policy. I 
can certainly agree with Mr. Dona- 
hue (American Lumberman, May 2, 
1955), when he states that a cor- 
rection of the evils adds up to a 
tremendous undertaking. However, 
I know that if the manufacturer 
level could be given the same high 
concept of the importance of ethical 
marketing as we had back in the 
’30s, when the going was really 
rough, and if they could be sold on 
the idea that it was their job to 
organize and operate field person- 
nel capable of performing accord- 
ing to these proven, sound prin- 
ciples, many of the evils would be 
corrected. 

I will agree that definitions of 
customer categories entitled to cer- 
tain considerations would have to 
be reviewed and perhaps redefined 
and some of the wishful thinking 
of the average dealer, who wants to 
operate behind a fence barring all 
competition, modified to a great 
degree. The true leadership for such 
a revitalizing program should prop- 
erly stem from the manufacturers. 


H. P. Robinson 
Goldberg Wholesale Supply Corp. 
Tarrytown, N. Y. 


To the Editor: I agree that if a 
dealer controls the sale to the con- 
sumer, he is in a position to pass 
the business on to the ethical dis- 
tributor. But I am looking at it 
from a retailer’s angle—the retailer 
who needs the contractor’s business, 
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too. It is often taken from him by 
the indiscriminate jobber, who will 
sell directly to the contractor. 

A closer cooperation between the 
jobber, who is ethical and the retail 
lumber dealer, would go a long way 
toward eliminating this practice. 
This is the point that I think should 
be stressed. 


R. B. Engelbeck, president 
Queal Lumber Co. 


Des Moines, lowa 


To the Editor: Since the start of 
World War II, hundreds of whole- 
sale jobbers have started to distrib- 
ute construction materials. Many 
are good ethical distributors. Others 
are there for “the fast buck.” They 
will sell you by the front door and 
your customers by the back door. 
Lately, they haven’t even bothered 
using the back door. 

Many evils have crept into our 
system of distribution throughout 
the years and, in my opinion, the 
functional discount on direct car- 
load shipments is the worst of these 
evils. I don’t think a wholesale job- 
ber earns a functional discount on 
direct carload shipments from a 
manufacturer to a dealer. In most 
instances, the manufacturer’s sales- 
man solicits the dealer and makes 
the sale; in many cases the item was 
handled by the dealer before the 
wholesale jobber came into the pic- 
ture. 

I maintain that an unearned 
functional discount gives a whole- 
sale jobber an unfair advantage. 
The functional discount, when 
paid to a wholesale jobber on di- 
rect shipments from a manufac- 
turer to a dealer, enables the job- 
ber to cut his markup on his “out- 
of-the-warehouse” items by lower- 
ing the jobber’s selling price on 
thoge items. I think a jobber is en- 
titled to a just markup over and 
above his carload costs (without 
the functional discount) for all his 
“out-of-the-warehouse” items. 

Therefore, I have always main- 
tained that if the manufacturers 
would sell in carload lots to every- 
body at the same price, it would go 
a long ways to solving the distribu- 
tion problem. 


—J, T. Holmstrom, president 
Skandia Coal and Lumber Co. 
Rockford, Ill. 
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MICHAEL ROSENTHAL, Rosenthal Lumber Co., New Brunswick, N. J., says this about Weldwood Plankweld: ‘We were amazed to dis- 
cover how high the unit sale profit was on hardwood paneling compared with a lot of low-profit items we had tied up in accounts 
receivable and inventory. We‘re cashing in on the trend to high-profit hardwood paneling with Weldwood.” 


Triple your profit—or better—on every sale of wall material! 
Upgrade your customers to high-profit hardwood paneling! 


For the same amount of selling time and effort you Think about this arithmetic. If you don't try to sell your 
can sell top quality Weldwood paneling at a higher customers Plankweld or one of the other fine Weldwood 
markup for more profit. Here’s what we mean... panels, you're actually cheating yourself! 


Say vour customer needs 300 sq. ft. of wall material. Sell Weldwood you ll find it’s easy to sell be ause among 
If you sell her a 15¢ product with 20% markup . . . often consumers it's the best known name in the plywood 
necessary in low-priced competitive materials . . . industry \dvertisements in national magazines like 
' The Saturday Evening Post, Better Homes and Gar 
it’s a $45 sale for a gross profit of $7.50 dens, House and Garden, American Home, House 


Beautiful and Sunset ac quaint your customers with the 
BUT SUPPOSE YOU SELL HER ONE OF THE FINE 


unique beauty of Weldwood real wood paneling 
WELDWOOD HARDWOODS! 


Make more sales because Weldwood paneling gives such 
Your sale comes to $189 lasting satisfaction that yvowll get more repeat business, 
~ hm, } 
and your 50% markup means a gross profit of $63! more friend-tells-a-friend business! 


SEND COUPON NOW FOR THE FULL WELDWOOD PROFIT STORY 


ll le lee er ee | 
UNITED STATES PLYWOOD CORPORATION 
WELDWOOD BUILDING, 55 W. 44th ST., N. Y. 36, N. Y. 


RUSH by return mail the complete details on my increased profits 
with Weldwood paneling! AL-7-11-5 


_S, 
Weldwood 


THE BEST KNOWN NAME IN PLYWOOD 
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| RED BRAN 


The Red Brand turns stock fast for high profits—here’s 
how: Red Brand woven wire with the red top wire tells 
farmers this is the Galvannealed fence with extra resist- 
ance to rust. New Red Brand barbed wire with bright 
red barbs tells the same quality story on sight. And 
Red Top steel posts are known everywhere for long 
life, low cost. The Red Brand is consistently advertised 
in the best magazines, on the radio and now television. 


Red Brand backs you with sensible sales helps that get 
action at your point of sale. And when you do business 
with Keystone, the makers of Red Brand, you cash in 
on new products, new markets, new sales ideas month 
after month! Take new Keyline Poultry Netting, for ex- 
ample. There’s nothing like it. What a seiler! And what 
a drawing card for new business. Sell Red Brand—sell 
any Keystone product and you will make more money! 


KEYSTONE STEEL & WIRE COMPANY °¢ PEORIA 7, ILLINOIS 


_— St ret pene 
— — _ — 
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...the only fence line that sells on sight! 
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Keyline Poultry Netting—New! Won't bag, won’t bulge! New hori- 
zontal wires take the stretch. Reverse twist weave of hex mesh adjusts to 
keep netting flot, smooth, tight, straight. Another winner by Red Brand, 
Strong demand, big profits. Backed by powerful advertising ond point 
of sale materials, All popular weights and sizes. Heavily galvanized. 
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Flower Guards, Trellis—Consist- 
ent good sellers. Boost profits—sell 
gvards.and trellis with every fence 
sole. In popular sizes and styles. 








Keystone Ornamental Fence— 
The old favorite that’s selling fast 
as ever. Bright, heavily galvanized. 
In single and double picket. 


N N N ; 7 
Vr 
} } } } 
AAA, 


( ( ( ( ( 


PAP ~~ 





) 


) ? ; 
wy YY 


, ‘ 
( ( ( ( 





WN“ 


Keymesh Lath—Golvanized plas. 
ter reinforcing lath for general use, 
especially on walls and ceilings. 
150’ rolls, 36” width, 1” mesh. 


Keystone Nails—New packaging 
adds sales appeal to this quolity- 
plus line. High-profit scaffold, 
blued and concrete nails, too. 





KEYSTONE STEEL & WIRE COMPANY - PEORIA 7, ILLINOIS 
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feature Keystone’s complete line of rapid-turnover 
wire products for farm and building use. 





Keystone Non-Climbable Fence—Always a good seller for industrial 
use—now moving in strong on the residential market. Keystone backs 
you with q new, broad promotion plan. Right for fence installers or 
do-it-yourself market. Keystone gives you complete package for quick 
profits. Priced low...but with healthy margin for youl 2 styles...6 sizes, 





Keyweld—100 uses—Galvanized 
welded fabric, in all popular styles. 
For poultry floors, laying cages, fur 
farm cages, and window guards. 


Keystone Gates—farm gates, 
residential and industrial gates. 
Sizes, designs, hardware and filler 
made for every type installation. 


Keycorn. Strip Lath—Galvan- 
ized plaster reinforcing lath pre- 
formed to fit in corners-just flex 
it, 150’ rolls, 4", 5” & 6” widths, 


Keybeed Lath—Galvonized plas- 
ter reinforcing for outside corners. 
Available with solid zine nose, 
7’ to 12’ lengths. Wings 24” wide. 





“This brand 
cuts easiest” 


says Wm. McClenaghan 
of Bryn Mawr (Pa.) Hardware 


Mr. MecClenaghan test cut four well known brands of 
single-strength window glass. Lach brand was identified 
only by a letter—A, B, C or D. He ran several cuts on 
each. Every single time, he said brand D was by far the 
easiest to cut. He also said: “There's no stop and start in 
running a cut on this glass. Just run a light line and the 
glass snaps off quick and clean . . . no splintering at all!” 


“D” was L-O-F. Furthermore, 28 out of the 30 dealers 
who took this “Blindfold Test” picked L-O-F! 


L-O-F Window Glass is easier to cut into big pieces or 
little pieces. [t's easier to cut into angled or curved pieces. 
You can even cut off narrow strips with a light, easy stroke. 


L-O-F cuts easier because it is a higher quality glass 
it is annealed more slowly, more patiently, That makes it 
less brittle and more “even” in structure—so it’s a safer 
buy for your customers, too, 


TRY THE “BLINDFOLD TEST’ YOURSELF, 


Cut L-O-F first, last, or in-between the other 
brands. Run any kind of a cut you want, 
You'll see why you have fewer bad cuts, less 
waste and more profit with L-O-F. 

Call your nearest L-O-F Distributor. 
These local businessmen are listed under 
“Glass” in the yellow pages of phone books 
in many principal cities throughout the 
country. And send for your free booklet 
“For Greater Profits in Window Glass”. 

Write Libbey-Owens-Ford Glass Com- 
pany, 608 Madison Avenue, Toledo 3, Ohio. 





LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 
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N C)\ V...fora bigger share of the 


home improvement market... this great 


Johns-Manville tlooring combination 


Johns-Manville Terraflex” 
Vinyl-Asbestos Tile 


(1/18" thickness) 


... the floor tile that offers the long-time beauty and 
easy care every homeowner wants. Made of vinyl 
plastic and asbestos, Terraflex maintains its surface 
sheen and clear, marbleized colors for years . . . yet 
it costs no more than ordinary floor covering. 
And... for the easiest installation ever... 
Terraflex can be cut to fit with scissors, 














2. New Johns-Manville 


Terraflex Adhesive 
(Brush-on Type) 


... brushes on as easily as paint . . . practically 
colorless . . . eliminates troweling . . . lets your 
customers apply Terraflex tile easier and faster than 
ever .. . on concrete above or below grade... on 
practically any type of floor or wall surface. 


Have the new Johns-Manville flooring sales customers the ideal combination of the finest 
combination that can build greater volume and in flooring . . . Terraflex Vinyl-Asbestos tile . . . 
profits—J-M Terraflex tile and the new J-M and the time- and labor-saving advantages of 
Terraflex adhesive that your customers simply the newest in adhesives... Terraflex adhesive. 
apply with a brush. For complete information about Terraflex 

These two nationally advertised Johns- adhesive (brush-on type) and Terraflex tile, 
Manville products offer a complete new avenue write Johns-Manville, Box 158, New York, 
of related sales volume. You can offer your New York. 


JONWS MANVILL 


ii Johns-Manville 
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W hat to look for in a 


sound-conditioning 


material for homes 


For extra profits, be sure Is it good looking? Builders and do-it-yourself cus- 
tomers want smart ceiling style as well as comfort 

the acoustical material you sell When you show them the new Armstrong Cushion- 
tone Full Random, its fresh new beauty and smooth 


offers these important features white finish will make a favorable impression, 


Is it efficient? Al! ceiling tiles aren’t sound-conditioning 
materials. Armstrong Cushiontone is a real acoustical tile 

its perforations absorb up to 75% of the noise that strikes 
its surface. It adds the comfort of quiet to the home. 


Is it easy to install? You can show the home mechanic and the builder 
how to save money with an easy-to-install acoustical material, Cush- 
iontone now comes with a new tongue-and-groove joint which can be 
stapled as well as nailed. Cushiontone T&G > Aims installation, helps 


level each tile, and hides all staples or nailheads. 


Is it nationally advertised? Well-known brand items im 
press your customers. Each month full-page Cushiontone 
ads appear in The American Home and Better Homes & 
Gardens to tell 7,000,000 home-minded families about th« 
new comfort of quiet with Armstrong ceilings. 


is it expensive? Acoustical ceilings vary in en Mepeors 


ical Armstrong Cushiontone adds little to building costs. Arm st rong 


Cushiontone is a complete ceiling in itself: it replaces plaster 


or drywall and comes factory painted, ready to install. For CEILING Ss 


full information and free promotional material, see your YS 

: : : ® ' 
Armstrong wholesaler or write Armstrong Cork Company, Cushiontone Temlok™ Tile 
4207 Ricker Avenue, Lancaster, Pennsylvania, . . » to quiet and beautify homes 
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PROBLEM: 
To fit your associates 





widow |into your| business 




















ERE’S something to think about carefully if yours 
H is a closely held corporation or a partnership. If 
one of your associates should die, would his widow have 
experience enough to join in running the business? 
Would your own wife be able to take your place in the 
business if anything happened to you? 

Business life insurance with Connecticut Mutual 
protects you and your associates from having suddenly 
to face problems like these unprepared... provides 
the financing needed so that you and your associates can 
make a workable “buy-and-sell” agreement NOW! 

Remaining owners will then have money on hand to 
buy the share of an associate who dies, money to insure 
the continuity of the business. Your best customers and 
suppliers won't have to wonder whether or not you can 
hold the business together. 

When the problem arises of buying such a share in 








the business, or finding a man to replace the one who 
died, it will be too late to buy life insurance and draw 
up a buy-and-sell agreement. By then lawyers, executors, 
a court and tax authorities will be on the scene. 

If you and your associates live until retirement, your 
business life insurance can be used to provide pensions 
for the owners. The increasing cash value also provides 
an emergency fund to use if necessary. Your banker will 
tell you that those who grant credit look with greater 
favor on companies with substantial investments in brsi- 
ness life insurance! 

Connecticut Mutual — now over a hundred years old 
— has established a special department and has trained 
hundreds of its representatives in business life insurance. 
Connecticut Mutual will work with you to set up a busi- 
ness life insurance program that’s the right one for your 
individual firm. 


The Connecticut Mintual 


LIFE INSURANCE COMPANY : HARTFORD 
THE COMPANY OF BUSINESS LIFE INSURANCE SPECIALISTS 


vatuasie FREE sooxters 


One set of problems is faced by partner- 
ships, another by closely held corporations. 
You may have, without the slightest cost or 
obligation, a booklet that fits your situation. 
These booklets deal not only with the use 
of life insurance to fund buy-and-sell agree 
ments but also discuss various business, 
legal, accounting and tax problems 
involved in such situations as yours, and 
give examples of how these have been 
solved. Write for one of them today — or 
simply complete the coupon. 
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CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
Department AL-3, Hartford, Connecticut 


Please send me, without cost or obligation, your booklet for the purpose 
checked below. 


[] Partnerships £) Close Corporations 


Name 
(please print) 
Firm — 


Street 


re ee 
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Elridge Johnson Ii Farm in Chester County, Pa. Barn, garage and 
several outbuildings are roofed with Certain-teed Saf-T-Lok 
Asphalt Shingles. Applicator: A. H. Davis & Son, Philadelphia. 


“Hazel” ripped this 
Pennsylvania farm— 
but not one Saf-T-Lok 
Shingle was damaged! 











Ninety-mile-an-hour winds did not either side. This way they form a roof pattern enhanced by the grain 
rip this roof apart. Hurricane Hazel, strongly interwoven roof that is vir- texture of the shingles. 
roaring through Pennsylvania in tually all one piece. High winds won't Says Mr. Johnson. 


- , ! i When my home 
October 1954, felled giant trees and damage it—rain can’t drive up under 


and the tenant houses need reroofing, 
Pll certainly use Saf-T-Lok Shingles 


tore off the garage doors on this farm —air pockets can’t form. 
Chester Co > ot a single 

Saf. beter un “ vi bol as Saf-T-Lok Shingles are thick, neavy. “ge a8 
damaged in any way. With a surface layer of fire-resistant Like to have your customers 
mineral granules, they are made to coming back for more? Recommend 
Certain-teed Saf-T-Lok Asphalt withstand the roughest weather for Certain-teed Saf-T-Lok Shingles 
Shingles are specially designed to long years of service. And the T-shaped wherever you need extra protection 
tuck under and lock into each other on Saf-T-Lok design creates an attractive against wind and weather. 


CERTAIN-TEED PRODUCTS CORPORATION 


ARDMORE, PENNSYLVANIA 
fad EXPORT DEPARTMENT; 100 EAST 42ND ST., NEW YORK 17, N_Y 


ASPHALT ROOFING © SHINGLES ¢ SIDING « ASBESTOS CEMENT SHINGLES 
AEG. U.S. PAT. OFF GYPSUM PLASTER © LATH © WALLBOARD © SHEATHING « ROOF DECKS 
FIBERGLAS BUILDING INSULATION ¢ ROOF INSULATION e SIDING CUSHION 
Quality made Certain . . . Satisfaction Guaranteed PAINT PRODUCTS -ALKYD # LATEX © CASEIN © TEXTURE © PRIMER-SEALER 
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Bank on a Vask-Forece Truek to Cut 


the Cost of Moving Goods! 


You'll save money on the job and be 
way ahead at trade-in time with a 
work-styled Chevrolet Pickup. 


You save with modern high-compression power—In Chev- 
rolet’s new pickup truck, a new Thriftmaster 
engine is supplying the power punch—a big 
valve-in-head wallop, which means you get the 
most out of a gallon of gas. Fast acceleration 
shaves stop-and-go time and helps keep you 
on top of crowded schedules. And even in cold 
weather, you start more quickly with Chevrolet’s 
double-punch 12-volt electrical system. That’s 
a big advantage in itself—a husky reserve of 
electrical power when you need it! 


You save with the most modern truck features your field has ever 
seen—New Work-Styling—so distinctively dif- 
ferent that your Task-Force Truck is a profit- 
able advertisement-on-wheels. New Overdrive 
or Truck Hydra-Matic, each an extra-big time 
and money saver, available at extra cost. New 
front and rear suspension systems, High-Level 
ventilation, outstanding cab comfort—there’s 
everything to make driving less a chore. And 
you’re bound to save money when drivers 
maintain peak efficiency! 


Why buy an old-fashioned truck and stand to 
take a licking at trade-in time? See your 
Chevrolet dealer for the most modern trucks 
money can buy. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


NEW CHEVROLET 
' lask-Force trucks 
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Here’s why 


Carlon Plastic Pipe 
makes more money for you 





CARLON .. . the original plastic pipe... has so 
many more plus features, it just about sells itself. More 
customers ask for Carlon® by name than any other 
plastic pipe. You make more profit with Carlon because 
you sell more, 


CARLON customers stay sold. Carlon makes plastic 
pipe so much better than anyone else knows how to 
make it. Customers see the difference the first time 
they try it. And that written guarantee attached to 
every coil of pipe, is a mighty comforting persuader. 
You make more profit with Carlon because it satisfies 
customers and they always come back for more. 


CARLON gives you a complete line. There's a Carlon 
« Plastic Pipe for virtually every service for which pipe 


pPRLO 


BUY THE PIPE WITH THE STRIPE 





is required ... gas lines, drinking water, low pressure 
irrigation and sprinkler systems, chemicals and many 
other materials. You make more profit with Carlon 
because you can meet more of the needs of more of your 
customers more of the time. 


These are the basic reasons for the profits in Carlon. 
Other benefits include price protection, fair profit 
margin, generous allowances on shipping and other 
important profit-making points. 

For complcte details on the advantages of selling 
Carlon, write The Carlon Products Corporation, 
10225 Meech Avenue, Cleveland 5, Ohio. 

*® 
Write today 
for catalog. 


CAR LON PRODUCTS CORPORATION 


10225 MEECH AVE.. CLEVELAND 5, OHIO 
WORLD'S LARGEST MANUFACTURER OF PLASTIC PIPE 
Plants at Corsicana, Texas; Cleveland, Auburn Corners, and Upper Sandusky, Ohio; Asheville, N. C.; 
Denver, Colo,; Klamath Falls, Oregon, and Acton, Ontario, Canada. Research Center in Mantua, Ohio. 
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An outstanding value in Bruce Floors 


There’s more beauty, more durability 

more value . . . in ever-popular 
sruce Strip Oak Flooring with the fa 
mous “Scratch Test” Finish. It saves 
two ways: (1) There's no time-con 
suming sanding and finishing. (2) In 


stalled cost is less than unfinished floor 


ing plus on-the job finishing. The Bruce 
factory applied finish brings out all the 
beauty of the wood outwears sur 
face finishes 3 to 1. Bruce Strip Floors 
are also available unfinished. Write for 
booklet. See our catalog in Sweet's 


E. L. BRUCE CO MEMPHIS 1 TENN 


Bruce PREFINICHED CIRIP Hardwood Floors 


Naturally Beautiful ! 











the dealer’s salesman said: 
“TRINITY WHITE 
would look good on 


that job...” 








TRINITY WHITE 


TRINITY WHITE" 7 bo mn ny way | 


TRINITY WHITE 7 





TRINITY Wit e 7 a like white ... just for the same 


reason your wife likes white household 


i: linens ... or you like a white shirt. 
TR INITY WHITE / And it’s the same way with Trinity White 


the whitest white cement. And by far 


the best cement for color jobs. * So put 


TRINITY WHITE Pao age ha 


it to householders, builders, contractors 
it won't stay in stock very long! 


Trinity White is a true portland 


cement. It meets all Federal and ASTM 
NITY WwW HITE specifications. * Let Trinity White 
TRI , build sales and profits for you. Widely 


advertised to architects, contractors 


and the building trades for many years! 


hin White. 


Meets all Federal and 
A.S.T.M. specifications 


A Product of GENERAL PORTLAND CEMENT CO. © Chicago © Dallas © Chattanooga © Tampa @ Les Angeles 
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for your protection 
every roll of genuine < 


VISQUEEN y. is 








Use only vVISQUEEN under the concrete slab. This 
permanent moisture barrier actually costs less in 
place than inferior, non-permanent types. Widths 
to 20 feet for economical handling. Get better pro- 
tection and save on every house you build! For de- 
tails, clip coupon, attach to your letterhead and mail. 





important! V/SQUEEN [film is all polyethylene, but not all 
polyethylene is VISQUEEN. Only VISQUEEN, produced by 
process of U.S. Patents No. 2461975 and 2632206, has the 
benefit of research and resources of The V1SK1NG Corporation. 


ViQuaw film...a@ product of 


THE VISKING CORPORATION, Box AM-7-1410 
Plastics Division, Terre Haute, Indiana 
World's largest producers of polyethylene sheeting and tubing 


In Canada: VISKING Limited + Lindsay, Ontario 
In England: British VISQUEEN Limited + Stevenage 
Name 

Title 


Products 
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Report from 


WASHINGTON 


Building Records Still Falling . .. Worry Over 
Consumer Debt .. . “Operation Home Improvement’”’ 


Contracts for heavy construction 
work are reported, at this writing, 
to be some 40% higher than last 
year. Home construction is more 
than 20% above 1954 at the corre- 
sponding date. Lumber prices in the 
Pacific northwest are advancing, 
after a brief decline. Part of the 
upward shift is due to car short- 
ages; part to labor trouble in the 
trucking field. 

x«* * * 


The Department of Agriculture 
has extended, for a period through 
June 30,1956, the program of loans 
to farmers for the building of grain 
storage on farms. Any farm owner- 
operator, tenant, landlord or pro- 
ducer partnership is eligible. Loans 
may be obtained on storage for 
wheat, corn, rye, barley, soybeans, 
grain sorghums, dry edible beans, 
rice, peanuts, cottonseed, flaxseed, 
and winter cover crop seeds. 


x* * * 


The building must meet price- 
support storage requirements. The 
loan may be made directly through 
the county office or through a local 
bank ; to be paid off over a four-year 
period, with interest at 4%. Loans 
covering structures with a storage 
capacity of about 258 million bush- 
els have been made since the pro- 
gram was started. 

~*~ *«* &« 

There continues to be difference 
of opinion about the meaning and 
future effects of consumer debts. 
Private debt has increased by some- 
thing like 140% since the end of the 
war, Corporations and individuals 
now owe about $342 billion, as com- 
pared with $140 billion in 1945. The 
debt of the Federal government, be- 
lieve it or not, has been reduced 
since the end of the war; but state 
and local governments have increas- 
ed their debts for roads, schools, 
hospitals and the like. 


7 & ¢ 


Officials of the National Associa- 
tion of Purchasing Agents think it’s 
going to be necessary to put some 
sort of bind on the boom, so that 
people can shuck off their debts; not 
so much from a desire to be re- 
spectable as from a desire to eat 
regular, in the future. These spe- 
cialists think if the brake doesn’t 
work there'll have to be, eventually, 


40 


a moratorium on debt payment, or 
else the big balloon of inflation will 
bust its moorings. 


2 & @ 


However, not all observers shud- 
der over these figures. The strength 
of these sales — and debts do mean 
sales—is in the underlying strength 
of the economy. Railroads, that have 
been taking it on the chin for quite 
awhile, have gotten up off the floor 
and made it a fight. Class I railroads 
are expected to increase their net 
earnings this year, as compared 
with 1954, by 22%. It’s probable 
that automobile sales in ’55 will hit 
the highest figure in the records of 
that industry. 


a 


Here’s a statement by J. A. Liv- 
ingston, economist of the Washing- 
ton Post and Times Herald: “When 
a man borrows to build a new home, 
he creates jobs as positively as the 
government when it constructs a 
dam or a postoffice. The instalment 
purchaser of a new car or a washing 
machine borrows to buy man-hours 
of labor. The result has been an in- 
crease in employment and spendable 
income this year. The gross national 
product—the total output of goods 
and services—is at a peak annual 
rate of $370 billion. And so long as 
income rises, so long as corporations 
are able to maintain volume sales, 
so long as people have jobs, the in- 
crease of debt isn’t a burden. It’s 
an expansionary force.” 


of # 


Here are some guesses that blow 
along the avenue in Foggy Bot- 
tom: congress is expected to vote 
the FHA a further $4 billion au- 
thorization to insure house mort- 
gages. There'll probably be no added 
restrictions on GI loans by the Vet- 
erans Administration. Congress 
seems set to keep the building boom 
whanging away. True, there may 
be some congressional questions 
about easy money and possible over- 
building; but no special tightening 
of Federal policy in that field is ex- 
pected. 

. =e 


A special industry co-ordinating 
committee, headed by F. Stuart 
Fitzpatrick, construction director 
U S Chamber of Commerce, is pre- 


July 11, 


paring to promote a nation-wide 
home improvement campaign to per- 
suade home owners to keep their 
property in repair. It’s generally 
known as “Operation Home Im- 
provement.” 

. oe a 


Fitzpatrick says it fits into the 
administration’s project to elimi- 
nate slum living; by curing the slum 
infection in its early stages. The Na- 
tional Retail Lumber Dealers Asso- 
ciation, the National Association of 
Home Builders, and the National 
Electrical Contractors Association 
have lined up, and a good many 
others are at the point of joining 
in. An official of the HHFA has 
said, “It sounds like a good idea, 
and we are glad to support it as a 
broad industry operation.” 


= 


Metropolitan Insurance Company 
is now refusing to make mortgage 
loans on homes where bedrooms 
have nothing but high ribbon or 
privacy windows. They insist that 
every bedroom have at least one 
conventional window, giving the 
danger in case of fire as the chief 
reason for the action. 


ie ae, 


The recent roundtable sponsored 
by the American Standards Com- 
mittee reported that at least $100 
a house could be saved by stand- 
ardizing on the right six window 
widths, the right three window 
heights, and the right two door 
sizes. At present, both metal and 
wood window catalogs offer a 
choice of more than 600 sizes. 


x * * 


Title I loans are big business. 
Over one and a half million borrow- 
ers used the plan last year with the 
typical loan averaging $430. Home 
insulation was the most popular 
project with an average job running 
to $362. Additions and alterations 
amounted to 14% of the loans and 
average $917 per project. 


~*~ * + 


Labor has apparently lost its at- 
tempt to apply the prevailing wage 
policy to FHA and VA home com- 
mitments. Even advocates of the 
bill concede there is little chance for 
action at this session of congress. 
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OYS TIMBER; 


‘CAUSES COLD, FUEL LOSS, DISCOMFORT IN WINTER. 


Each pound of water vapor which escapes from 
a building in winter robs it of 1,060 Btu’s of heat! 


It took 1,060 Btu’s of latent heat to change that 
pound of water to a pound of vapor; heat lost to the 
outside which otherwise would have been profit- 
ably employed in heating the building; heat which 
cost fuel and money to produce. 


When that vapor condenses in outer building 
spaces, it instigates fungus growth and timber rot; 
peeling paint, crumbling plaster and masonry. 


Defend the building by strategically placing 
barriers of non-corrosive sheets of metal on the 
WARM side of exterior walls and roof spaces. 


“BORING FROM WITHIN” 


Bar this invisible enemy — VAPOR —with im- 
penetrable metal which is almost completely imper- 
vious to its flow. Each sheet of metal must be of 
full width, reaching from joist to joist; and of full 
length, continuous, without breaks every few feet. 


These metallic barriers will help expel fortui- 
tous vapor from building spaces (for instance from 
rain), because where walls or roofs have at least 5 
times the permeability of a “barrier”, vapor will 
flow to the outdoors, obedient to Nature’s law that 
vapor flows from areas of greater density to those 
of less. Since the vapor cannot back up into the 
building through the wide, long, almost completely 
impervious, and continuous metal, it will flow out 
harmlessly as a gas, through walls and roofs. (At 
32° F. vapor has 1/205,000 the density of water; at 
0° F., almost one-millionth its density.) 


If building spaces are defended scientifically 
by MULTIPLE sheets of such insulating metals, 


NO 
a 
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FOR MAXIMUM PROTECTION 


Each sheet stretches from joist to joist and throughous the flanges 
for further vapor protection and permanent attachment, 
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properly air-spaced apart, condensation formation 
on or within them is reduced to a minimum. 


The temperature of two rooms, 13’ x 14’, and 
8 feet high, could be raised as much as 20° F. by 
the equivalent of the latent heat of vaporization of 
one pound of water vapor. 


A pint bottle will hold approximately one pound 
of water. An average family and its activities pro- 
duce 5 lbs. to 12 lbs. of water vapor daily, consum- 
ing 5,300 to 12,720 Btu’s. Indoor clothes washing 
and drying produce an additional 30 lbs. of vapor 
involving 31,800 Btu’s. 


MISSION ACCOMPLISHED 


250 MILLION sq. ft. of multiple accordion 
aluminum have been used in the last 9 years by 
many of the leading architects, engineers and 
builders of America, a large part of it repeat orders 
resulting from satisfactory anti-Vapor and anti- 
Condensation PERFORMANCE, as well as drastic 
heat loss reduction. 


A new uniform-depth “full-coverage”, multiple 
accordion aluminum insulation (patent applied 
for) is now on the market. 


USE COUPON FOR VALUABLE BOOKLET 


The National Housing Agency warns against 
water vapor. It tells how to cope with some of the 
problems in an interesting pamphlet, “Technical 
Bulletin No. 38,” based on tests made by the Na- 
tional Bureau of Standards. To obtain a FREE 
copy at our expense, send coupon. 


INFRA INSULATIONS CAN BE PURCHASED 
from 3¢ to 10¢ per sq. ft. depending on the type 


eccccsesensssononossesee— 


Infra Insulation, Inc., 525 B way., N.Y. C.. Dept. U-7 


(0 Samples of New Infra. 
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September '55 POPULAR SCIENCE—in conjunction with NRLDA and scores of 
national manufacturers will launch a tremendous HOME IMPROVEMENT PRO- 
GRAM...all pointed toward sending ready-to-buy customers into your store. 


Here's what POPULAR SCIENCE Monthly — “America’s original DO-IT-YOUR- 


SELF magazine” — will do... 


POPULAR SCIENCE will publish a 
special September HOME IMPROVE- 
MENT issue beamed to its 4% million 
DO-IT-YOURSELF enthusiasts. 


82 solid pages of editorial matter built 
around the slogan — “12 Ways to Give 
Your Home the New Look.” Special 
‘“‘HOW TO”’ articles on HOME 
IMPROVEMENT, REMODELING, 
REPAIRING, BUILDING and 
MAINTENANCE. 


POPULAR SCIENCE will provide 
18,000 NRLDA retailers with big, 
colorful window streamers identifying 
lumber-building material dealers as 
DO-IT-YOURSELF Headquarters. 


~~ 
a 


POPULAR SCIENCE will provide 
18,000 NRLDA dealers (and 5,800 
wholesalers) with copies of a special 
64 page reprint containing all special 
editorial matter on HOME IMPROVE- 
MENT and full-page ads of the lead- 
ing building-materials and tool manu- 
facturers. 

Note: Extra copies of this reprint for con- 


sumer distribution are available to dealers 
at cost for their own promotional use. 


POPULAR SCIENCE will provide 
18,000 NRLDA dealers (and 5,800 
wholesalers) with copies of a brochure 
showing the products of manufacturers 
participating in the September HOME 
IMPROVEMENT PROGRAM. 


POPULAR SCIENCE will provide at 
cost, repro proofs of a symbol of this 
great NRLDA—POPULAR SCIENCE 
promotion for use in local advertising— 
tying 18,000 NRLDA dealers into this 
huge national program, 


. Senate 
mere tem — 


- = 


— 


POPULAR 
SCIENCE MONTHLY 


National Retail Lumber Dealers Association 


NEW SEPTEMBER HOME: 


~ 


NEW YORK + CHICAGO + CLEVELAND + DETROIT +« LOS ANGELES + SAN FRANCISCO + PORTLAND, OREGON 
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and POPULAR SCIENCE Monthly team up fora 


IMPROVEMENT PROGRAM 


{7 


Here is a really BIG promotion with every angle covered. It will make customers. It will 
feature YOU as the source of supply. It will provide you with the means of identifying 
yourself as the ‘‘place-to-buy."’ 


Simple as ABC —here’s what you should do to 
reap the harvest: 


Plan now to use this NRLDA-POPULAR SCIENCE promotion as 
your big kick-off for the Fall season. 


Set aside a display window or a section of the store for the merchan- 
dise of participating manufacturers and hold a dominant place on 


the window for the big program streamer POPULAR SCIENCE 
will provide. 


Plan your September advertising around the NRLDA-POPULAR 

SCIENCE theme “12 Ways to Give Your Home The New Look” — 

and select for your ads the products advertised in the big POPULAR “You may rest assured 
SCIENCE September DO-IT-YOURSELF issue — and in that way that the Association 


make the national advertising work most effectively for you. will cooperate in every 
way possible to make 
: the NRLDA-POPULAR 
As part of the “kick-off’’ the NRLDA will run a full page ad in the September SCIENCE promotion a 
; : . Pr huge success.” 
issue Of POPULAR SCIENCE Monthly saying in effect, ‘See your local NRLDA i. Misthun 
dealer for materials and information". Executive Vice Pres. 


Look for more news on this hard-hitting promotion plan. Use the FREE sales 
aids as outlined above — and put it to work for the biggest September ever. 


Notify POPULAR SCIENC! 
DO-IT-YOURSELF reprint for 

vi CIENCE Monthly — Dept. 1106 
| 353 Fourth Ave., New York 10 
Reprints available in units of 100. 
Please send ______ D-I-Y reprints at the cost of $5.50 per 100 copies. 
Remittance enclosed (1) Bill me later 1) 


NAME_. 


EEN SR 


CITY. 











| Sa ee 
5 


¢ SARASOTA, FLORIDA 
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; ACK RIVER SALES CO. 


SPOKANE, WASH. ?.0.BOX64 © TELETYPESP.105 © TEL. MAdison 0121 
Managing Sales For 
NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Thompson Fol! nt. 
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epco... America’s Finest Aluminum Window 
offers you a truly great profit opportunity ! 


APCO dealers are backed by one of America’s strongest window merchan 
dising plans. It includes the attractive sample APCO Window that helps you 
demonstrate and sell. The APCO Dealer Sales Kit is chock-full of tested window 
selling ideas that spell P R O F I T for you, Mr. Dealer. Write for complete 
details. Use Coupon below 


Completely assembled @peo@ unit, 
Quickly installed... Reduces building costs 


APCO Window arrives 


PULLMAN SPRING 
TAPE BALANCES of 
Stainless steel are 
concealed within 
jambs. Offer silent, 
trouble - free service 

assure easy, 
finger tip operation 


SUCCESSFUL BUILDERS HAVE USED 
OVER 1,000,000 esgae@ WINDOWS 
TO SELL HOMES FASTER! 


Cash in on America’s greatest window 
profit opportunity! Sell nationally adver- 
tised APCO Aluminum Single-hung 
Windows. 

APCO Windows are precision manu- 
factured of heavy extrusions. Because 
APCO’s fixed meeting rail is tenoned 
through the jamb, APCO Windows are 
stronger, more rigid, easier to operate, 
Designed for new homes, remodeling and 
light commercial building, APCO windows 
harmonize with modern, colonial or con- 
ventional architecture. Available in all 
popular sizes and styles, including picture 
windows. 

Architects prefer APCO style and 
versatility. Builders reduce building costs 
with completely assembled, packaged 
APCO units. Home-buyers love APCO 
beauty and maintenance-free construction. 

Enjoy greater window profits. Answer 
the demand in your community for APCO 
Windows. Get lined up with APCO, Fill 


in coupon below. 


TWIN LOCKS assures 
maximum protection. 
Made of sturdy alum 
inum alloy, they are 
placed at extreme 


BUILT-IN WEATHER- 
STRIPPING of alum 
inum - backed woven 
wool pile makes APCO 
Windows weathertight 


sides of meeting rail 
Do not obstruct 
vision. 


dust-free 
draft-free. Eliminates 
binding and sticking 


completely glazed, 
screened, weather- 
stripped, with installation 
hardware attached. 


e@pco national advertising backs you 
100%...pre-sells your window customers 


Over 1,000,000 national sales messages in House & 
Home, American Burvoer and Practica Buripoer, plus 
direct mail, will help you sell. Now’s the time to increase 
window profits. The first step is to send for the full APCO 
story. Mail coupon today. 


Easily installed in a mat- 
ter of minutes, APCO 
Window gives lifetime, 
trouble-free operation. Write for epee Sales Kit information 
ALUMINUM PRODUCTS CO. 

1901 Franklin Ave., Houston 2, Texas (AL-2) 
Rush APCO Price List and information on Dealer Sales Kit. 


Builder 


APCO Window can be 
handled easily by one 


| 
| 
| 
| __Dealer 
carpenter. Needs no ad- | | 
: | 
| 
| 


| am a Distributor 


COMPANY 





justing, no fitting. ADDRESS 








|, STATE 
BY 
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A truck engine needs 
a“backbone’ like this— 


From fiery forges and precision machines come extra-strong 
INTERNATIONAL crankshafts. Those used in light-duty models are 17% 


t the BIG heavier than the average of comparable forged or cast alloy 6-cylinder 
0 Save you money designs —for maximum strength and rigidity, long life. 
— 


Crankshafts are just one example of INTERNATIONAL 

all-truck engineering that saves you the big money. 

Of the five leading makes, only INTERNATIONAL builds a 

complete line of models that are all-truck . . . 

with no automobile engines or components asked to 

do a truck job. 

You save the most with an INTERNATIONAL that’s 

all-truck built to last longer. It earns its keep in lower 

over-the-years operating and maintenance cost. It pays 

for itself in use. It saves you— earns you— the big money. 

Keeping costs down has made INTERNATIONAL the 

heavy-duty leader for 23 straight years. Let your 

INTERNATIONAL Dealer or Branch show you the right There’s an INTERNATIONAL exactly right for every building supply 
INTERNATIONAL for your job— built to save you hauling job—all-truck built to save you the BIG money. 11 pickup models 


he BIG " and 15 stake models from 4,200-16,000 Ibs. GVW. Every other truck type. 
the 7 money World's widest choice of power and power transmission options, 


INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO i 


All-Truck Built 


INTERNATIONAL hg ot pag 
the BIG money! 
—_—_—_—__——_— 
T RU xS Top TV Comedy! Ronald Colman and Benita Hume in 
"The Halls of ivy,‘ CBS-TV, Tuesdays, 8:30 p.m., EDT 
International Harvester Bullds McCORMICK® Farm Equipment and FARMALL ® Tractors...Motor Trucks... industrial Power...Refrigerators and Freezers 
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Turn ““Less”’ sales into “Profit”? business 
with this 


new display merchandiser 





that sells 


GARY 


BRIGHT 
zinc-plated 
bolts 





Measures 41" wide x 15" 
deep x 64" high (with sign) 


Complete Size Range from 4%" x %” How many times have you hunted up a single bolt for 
to 1%" x 6"! a customer and realized that you were losing money 
32 sizes Machine Bolts. 22 sizes Car- on the sale? : 
riage Bolts. 7 sizes Lag Bolts! Now Gary solves this problem with a convenient 
display merchandiser that helps the customer to help 
Bright zinc-plated finish — no messy himself. 
oil film Every size and price is plainly marked and nuts are 
Display comes completely assembled. attached to every bolt. Mr. Customer leisurely picks 

out all the sizes he needs, and presto!—you ring up 
os Dower $198.00, Cost $184.50—West a quick profitable sale! 

a Get your Gary Bolt Display merchandiser now and 

Resale Value of Bolts $258.01. turn your “loss” sales into “‘profits.”’ 





OOOOD Oo 


WRITE FOR NAME OF YOUR NEAREST DISTRIBUTOR 


GARY SCREW and BOLT division PITTSBURGH SCREW and BOLT corp 


122 S$. MICHIGAN AVE., CHICAGO 3, ILLINOIS *« ROOM 823A P. O. BOX 1708, PITTSBURGH 30, PENNSYLVANIA 
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Why Are Lumber Markups So Low? 





A survey of pricing practices in recent manage- 
ment workshops in our industry, indicates that the 
average gross margin on lumber is near the bottom 
of the list of commodities handled by the lumber 
and building products merchant. 


This is one of the reasons that dealer profits have 
been declining in the best home building years in 
the history of our country. 

Like drugs in a drug store, lumber in a modern 
lumberyard is the one inventory item that is always 
stocked. Locally lumber is always bought in, and 
identified with, a lumberyard, in the consumer’s 
mind. 

Many of the other items handled in the diversified 
lumberyard today, are to be found in the inven- 
tories of some competitive types of building material] 
retailers—but not lumber! 

Unlike the druggist who gets his highest markup 
on drugs, lumber is one of the very lowest margined 
items in most competitive lumberyards. 


With lumber dealers generally controlling the ex- 
clusive local distribution of lumber, why should so 
much of this grand product be sold on a none or 
little profit basis? 


Lose Money on Contractors 


As a matter of fact, as this is being written, even 
though lumber markets are rising, many lumber 
dealers in every highly competitive area in the 
country are liquidating their inventories in sales to 
contractors at less than replacement prices. Why? 

Why does such an inconsistent situation exist? 


And why do otherwise smart merchants permit 
such an illogical condition to exist? 

In the answer to these questions may be found the 
lead to a cure for the condition. 

Three times as much lumber is sold to the new 
home market and the heavy construction market as 
is sold to the home improvement market. 

This means that lumber is bought in most yards 
generally in comparatively large quantities. Con- 
tractors customarily make more than one copy of a 
material list for a house, a barn or a heavy construc- 
tion job, and “shop” with more than one dealer for 
price. Competition tends to be on a price rather than 
a service basis. 

The gross margin on a quantity lumber specifica- 
tion looks good as a lump sum in a single sale and 
dealers tend to forget the protracted and detailed 
work that may be involved in servicing the job when 
they get ready to quote. 

There is an ever present temptation to concede 
enough from the list price to clinch the sale at the 
time of quoting. 


Downward Cycle 


And once this practice starts, it usually develops 
into a vicious cycle of downward markups on such 
competitive lists. 

The bottom price is usually reached at somewhere 
near or below the cost of doing business. 

It follows that if the dealer is to make a retail 
profit on lumber he must find it on that 25% of his 
lumber sales which goes to the home improvement 
market and from the other non-lumber items in his 
inventory. 

What are the answers to these problems? 


First, dealers should cease to treat lumber as they 
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do cement and plaster as a raw material. Psychologi- 
cally lumber should be rated in a retailer’s mind as a 
partially fabricated product, at least a grade above 
unworked materials. 


Secondly, dealers should accept and face the truth 
that no one but lumber dealers are to blame for the 
low markup on lumber. A dozen types of competi- 
tors cut in on the dealer’s business in his other in- 
ventory items, but no one sells lumber but lumber- 
men. 


Pride in product and profession should cause 
lumber retailers universally to tighten their belts 
and get a profitable price for this most basic of all 
building products. Thus a blot on the escutcheon of 
this fine old industry would be removed. 


Piece Price Schedule 


A very practical method of markup in pricing on 
lumber and other items bought on a footage basis 
would be to have piece prices in three categories for 
each item of lumber. 


Category No. | Category No. 2 
Price per Piece Price per Piece 
| to 12 pieces 12 to 50 pieces 5! or more pieces 


oo | en Dasiccisndeagiahiivnien 


Few customers can visualize 1,000 feet. Every con- 
sumer can understand pieces. 


Assuming 25% of lumber sales are in categories 
No. 1 and No. 2, and 75% in category No. 3, the 
prices in the first two should be sufficiently marked 
up to compensate for lower markups in competitively 
priced category No. 3 and achieve an idealistic mark- 
up on lumber of 45%. This is considerably higher 
than the national average. 

Where a dealer’s margin on his lumber sales is 
unsatisfactory, this means that small quantities 
(categories No. 1 and 2) should be sold at an average 
markup of at least 30% higher than the quantity 
sales (category No. 3). 

Because small quantity lumber sales are much less 
competitive and because the extra price is justified 
by the service rendered, this should prove a very 
practical way to correct this deplorable situation. 


Category No. 3 
Price per Piece 


Requires Customer Education 


Switching from prices per M to piece prices will 
require some education of employes and contractors 
—but consumers will prefer this method right from 
the start. 

But the very best way to solve this problem is the 
way the druggist solves the pricing on drugs—he 
buries the drug price in the price of the prescription. 

Likewise the lumber dealer can get a most pro- 
fitable price on lumber by selling the complete end- 
use package including all the services the consumer 
needs with the lumber. 

Lumber prices have no more significance in the 
package sale than the price of drugs in the sale of 
a prescription. 


Reader comment is invited. 
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‘‘VMiakes her work easier 
... mine, too!” 











Mr. D. D, Pflug, Manager of the 
Building Supply Division of The 
Marietta Concrete Corp., Malta dealer 
in Marietta, O., shows a customer the 
time-saving, removable sash feature 
on this MALT-A-MATIC wood window 
unit. . . makes cleaning or painting 
easier, lets you wash the outside, 
inside. 


RMeatier Penderees Here’s a Malta dealer who knows it’s easier to sell the Malta 
Pine Woodwork line with its easy-to-sell features. Right now, he’s displaying 
N.W.M.A, the double hung MALT-A-MATIC, but he can quickly show 
the profitable advantages in other modern, versatile Malta 
wood units, too, Like the MALT-A-GLIDE .. . a horizontal 
sliding unit that’s ideal for ribbon windows or large picture 
areas ...or the MALT-A-VENT, a multi-purpose wood 
window unit for use in stacks or groups to create unusual 


window arrangements. 


Mr. Pflug knows that Malta has 
the features builders and home 
buyers demand. He turns that 
demand into dollars. You can 
follow his example if you stock, 
display and sell Malta wood 
window units. Write, today, 

for complete details and the name 
of your nearest Malta jobber. 
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you can depend on 


CROSSETT. Stade 


Standards that supply you with 
lumber at its best; dry, well 
manufactured, properly graded, 
certified by official grade-mark and 


delivered to you in prime condition. 


Standards that equip you to 


serve your customers continually, 





with lumber of uniform excellence, 
that wins and holds their 


confidence and good will. 


Maintaining these standards 

is basic at Crossett. But, beyond 
them, is our guiding principle 
that today’s best may 

yet be improved... and to 

that purpose, all our 
comprehensive facilities 


are devoted. 


RESEARCH 


e* 
© Wited sae WI 1* = 


CROSSETT RESEARCH 





7 6 tele 
————— 





\CROSSETT LUMBER COMPANY 


A Division of The Crossett Company 
CROSSETT, ARKANSAS 
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in an exclusive American Lumberman series 


Evaluating store location, planning parking facilities, design- 
ing the showroom, and the importance of a good store front are 


presented in this article. 


store exteriors 


Sitting across from lumber dealers planning a 
new or remodeled store, one of the most frequent 
questions we have been asked is this: 


“Should I stay in my present location or should 
I move to some other new spot?” 


When a yard has been in one location for 40 or 
50 years this is a vital question that reflects both 
sentiment and a practical viewpoint for the 
future. 


The location of a new or remodeled yard is 
fundamental to our entire series on store design. 
The best of stores, backed by qualified sales people 
and consistent advertising just won’t cut the mus- 
tard if its location and land isn’t right. 


Americans Are on Wheels. Today your customers 
shop in growing numbers with the family auto. 
If your present location doesn’t offer an oppor- 
tunity for parking space in proportion to dollar 
volume, it is generally agreed that the dealer 
should begin hunting some new land. We assume, 
of course, that more consumer business is desired 
and that nothing can be done to provide parking 
space by reducing shed area. 


Put at the top of the list the desirability of 
adequate parking space, not only for today’s busi- 
ness but in anticipation of additional volume in 
the years ahead as population grows and more 
two-car families develop. 


Take a stroll over to your nearest grocery 
supermarket and note the huge space allocated 
for free parking. And, as you take a look, consider 
that your added consumer volume is going to be 
boosted by manufacturer improved packaging that 
will bring probably 40 to 50% of the items you 
sell into the self-service category. 


It’s significant that the most intelligent retailers 
in other fields are increasing the parking space 
allocated as they build each new supermarket. 


Parking Space Formula. The formula goes like 
this: The parking ratio is the relationship be- 


tween parking space and the building area. The 
gross area method is preferred on a new building. 
The ratio of car space per 1,000 square feet of 
gross building area is an adequate way of arriving 
at the parking area required. A ratio of 2 sq. ft. 
of parking to 1 sq. ft. of gross building area (a 
2 to 1 ratio) produces 6.7 cars (say 6) for each 
1,000 sq. ft. of building. Preferably for this in- 
dustry, where the parking turnover is fairly low, 
would be a 3 to 1 ratio, producing 10 car spaces 
per 1000 sq. ft. of building. 


In determining area, at least 300 sq. ft. must 
be allowed for each car. This figure includes area 
for moving lanes. If access drives, walks and 
landscaped area are planned, 400 sq. ft. per car 
should be used for estimating. New shopping 
centers rely on a ratio of 15 cars per 1,000 sq. ft. 
of store area, a ratio of 4.5 to 1. 


With more lumber dealers staying open eve- 
nings, adequate lighting should be considered in 
planning the parking area. 


Need Highway Location? Probably the other 
question asked most frequently is: 


“Should our new location be on a highway or 
street with lots of traffic?” 


In general, it’s always been an axiom in retail- 
ing that stores follow the crowds. Well-traveled 
highways in a growing, populated area of new, or 
fairly new homes, will always be ideal for success- 
ful yards. 


Sometimes a highway location will not have 
rail facilities and this disadvantage must be bal- 
anced by a rather large volume of consumer sales 
made at significantly high markups. It’s firmly 
recognized today that it’s better to be accessible to 
well-traveled highways rather than to be squarely 
on them. The store, however, should be fully vis- 
ible from the highway and situated for easy entry 
with right turns. Supermarkets usually are a 
good 500 feet back from the highway to encourage 
easy drive-in by customers and to reduce acci- 
dents. 
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Preferred perpendicular and angular parking patterns 
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Highway locations should be near an area that’s 
both populated and growing. It’s well to remember 
this rule of thumb—customer will drive a maxi- 
mum of 25 minutes to visit a typical store and six 
miles or 20 minutes by bus or other public trans- 
portation. 


Selecting a Site. Two new trends should be con- 
sidered in selecting a site. One is a growing im- 
pression that in the years to come, yards may 
move their location more frequently as neighbor- 
hoods change. Relatively new neighborhoods 
offer a good potential, say for 10 years, become 
less attractive volume-wise as they become more 
established. This development also suggests that 
showrooms be built at minimum cost to simplify 
eventual moving. 


Still another trend is a growing appreciation by 
dealers of the advantages of a split-level or two- 
story showroom. Buildings of this type can util- 
ize the contours of the land or if level, provide 
maximum space for parking. 


Aside from efficient use of the land a multi-level 
building permits segregation of selling by depart- 
ments or “zones.” A new yard going up at Madi- 








son, Wisconsin, for example, uses the upper level 
for offices and package selling with cross-sections 
and related materials. The lower floor will be 
devoted entirely to consumer selling with modified 
self-service. 


Some dealers use a second level as a hedge for 
future expansion, frequently renting the top floor 
for apartments or offices. 


Profile of the Building. In this series we are 
primarily discussing the interior of the showroom. 
We are doing this deliberately because a careful 
study reveals that lumber and building materials 
dealers are doing a rather good job on their build- 
ing proper. The weakness—and it seems to be a 
serious one—is what dealers do with the interior 
of their new or remodeled showroom. It’s probably 
explained by the fact that erecting and helping 
plan a structure is a day-in, day-out experience 
for a lumber dealer. Increased store traffic, how- 
ever, is a relatively new experience and modern 
display techniques come a bit harder. Yet, as the 
series progresses, we hope to show that the oppor- 
tunities in this industry of interesting, profit- 
making store interiors is practically unlimited. 


Use Materials You Sell. The new retail stores 
being erected by this industry are clean and ef- 
ficient. In a sense, they frequently resemble a 
new hardware store, a drug store or an automo- 
bile showroom. There’s nothing basically wrong 
with such a resemblance but perhaps it can be 
carried to an extreme. A dealer who achieves this 
conformity by using building materials he does 
not sell is taking a lot for granted. He can’t, for 
example, encourage consumer or builder sales of 
redwood if he uses brick that he never inventories. 


Store Front Important. Because the store front 
is a silent salesman that works 24 hours a day, 
it has become one of the key factors in designing 
a successful new or remodeled showroom. 


Window shopping is a universal pastime of 
Americans and the millions spent by smart re- 
tailers in other fields on modern store fronts show 
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EFFECTIVE STORE FRONTS are made up of three parts (1) identification sign 
with its background, (2) the display area and (3) the entrance. The sign should be an 
integral part of the store front with the name prominent and the type of merchandise 
sold secondary. 
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identification Signs 





APPLIED LETTERS are installed on 
the facing material or the store win- 
dow. Letters may be wood, metal, 
glass or plastic. Excellent for eye- 
level identification. 

















DOUBLE CHANNEL—Here channels 
at the top and bottom hold the letters. 
Good where the secondary message is 
frequently changed. 











SILHOUETTE LETTERING stands 
out well from the identification back- 
ground. The area behind the letters 
may be trough lighted or illuminated 
from behind. 








LIGHTED PLASTIC SIGNS are 
available in colors and may be flush 
mounted to the face of the building 
or installed perpendicular to the store 
front. 


DOWN HANG LETTERS in metal, 
wood, glass or plastic may be from a 
channel. Fine for both eye-level and 
auto traffic recognition. 


NEON is still one of the best signs 
and is used to good effect with re- 
cessed letters, by itself, or as a back- 
drop for silhouette letters. 





they produce sales. In a sense a good store front 
is a catalyst that turns shoppers into customers. 


The open front store with plenty of window 
area is now generally accepted by most retailers. 
It can make the entire contents of the store a 
show case for profitable merchandising. 


A good store front should be considered as 
having three basic parts—identification, display 
area and the entrance. 


The first part—identification must catch the 
buyer’s eye—identify the dealer and indicate the 
line of products he sells. This suggests another 
weak spot in many new and remodeled yards. The 
dealer’s name frequently looks like it was installed 
as an after thought and not part of the store front 
itself. Wording must be held to a minimum with 
the dealer’s or store name prominent and the type 


of merchandise held to a secondary position. This 
suggests that many dealer firm names should be 
simplified for maximum customer impact. Fre- 
quently long and involved names aren’t used by 
the public anyway. 


The second part—display or window area must 
draw people into the store and create the urge to 
buy. Large glass areas do create problems of sun 
glare and reflection that must be conquered by 
orientation, tilting of glass or shading devices. 


The open front also dictates interior planning 
to be covered in a future article in this series. It 
requires relatively low fixtures and window dis- 
plays, for example, to take full advantage of an 
open front. 


The third part of a store front—the entrance— 
is the customers’ final invitation to come in and 
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buy. Door lines should be slim to avoid blocking 
vision and look easy to operate. Glass doors should 
be framed to avoid customers bumping into them. 
The door handle frequently can be initialed to 
identify the store. 


A final word on store fronts in regard to large 
areas of glass. Your new or remodeled store, like 
a home, requires sufficient wall space. If two of 
three sides of the building are glass, you will find 
it increasingly difficult to adequately display the 
growing lines of building products. 


Air Conditioning. Installation, or at least pro- 
vision for installation, in the future, is wisely 
being considered by many dealers remodeling or 
building new stores. As you know, in other retail 
stores today about four out of five new show- 
rooms are being air conditioned. Equipment prices 
are being reduced and the industry now has the 
technical experience required for a satisfactory 
installation. Both employes and customers ap- 
prove of an air-conditioned store. The advantages 
are apparent but each dealer must make his own 
decision from a careful consideration of all perti- 
nent factors. 


Sound conditioning, using acoustical tile for the 
ceiling, is still another feature of a new or re- 
modeled store stimulated by increased noisy store 
traffic. And it’s a practical example of a product 
the dealer sells being actually used efficiently. 


Remodeled Stores. In general! all the principles 
that are suggested for a new store hold good for 
the remodeled showroom. A remodeled store front 
is the best way to get started because of its im- 
mediate effect on the customer. 


It has been estimated that a new store front 
costs about $2,500 for the identification back- 
ground, display area, entrance and glazing. Pro- 


rating this cost over 10 years, the cost is only 
$250 per year, $4.81 per week or 69c per day. 


Conservative estimates are that the moderniza- 
tion of a store front can be expected to increase 
sales 20% to 30%. A new store front thus pays 
its way and makes bankers receptive to store 
modernization programs. 


Facing Materials. The store front should put 
your best foot forward; use the most impressive 
materials that you sell. Facing materials for the 
rest of the building can be less glamorous—the 
products low in cost and long on life and main- 
tenance. One line yard, for example, after years 
of rising maintenance costs, switched entirely to 
asbestos cement facings. Every dealer knows the 
more durable materials that he sells. 


Illustrating this article is a modern yard that 
incorporates most of the principles suggested in 
this article. It has a front that incorporates the 
three basic principles of a good store front. It 
uses glass essentially on the store front to retain 
valuable walls within the interior of the store. 


Laminated wood trusses are specified for the 
roof because they create a beautiful open store 
interior and in the case of dealers selling trusses 
on the farm, they provide a convenient demonstra- 
tion of the product. Plastic, or the new prefabri- 
cated toplite panels are specified for the roof to 
bring more daylight into the showroom. One end 
of the roof has translucent fiber glass panels to 
light a balcony area provided for product storage 
on fast moving items. The entire exterior calls for 
materials sold by most dealers. Floor layout for 
this showroom will appear in the August 8 issue. 


NEXT ISSUE. Lighting, floor coverings, the use 
of color and many more key factors that make 
a successful store will be covered in the July 25 
issue. 


CONTEMPORARY YARD sketched for American Lumberman embodies design features 
discussed in this article. Roof uses laminated truss which is left exposed in the show- 
room. Trusses were specified because many dealers sell the item and it gives the 
showroom an open, columniess design. Yard is merely a suggestion and blueprints are 


not available, 
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BIRD ARCHITECT 2 


» Shingles 


reek | ow-Slope Roofs! 


TRIPLE-COVERAGE —- 5S” HEADLAP —-300 LBS. PER SQUARE 


These are just a few of the 


outstanding characteristic: 
BIRD Architect Shingl 


that make the Ask your distributor 


‘ the finest asphalt ‘ made . the tail 


today for further de 
shingle that has //1.4-4cceptance for roof 


or write to BIRD SON 
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PREFABRICATED HOUSES in the area around Lafayette, Ind. have 


definitely cut 


into dealers’ net profits. 


Nevertheless, a survey of 28 


dealers in the area proves that prefab competition can be successfully 


met. 


Can Lumber Dealers Beat Prefab Competition? 


} 


t 


= _~ ? + 
== 
LU-RE-CO HOUSES are providing part 


providing dealers promote them properly 
is still the No. 1 problem 


ADDITIONS TO PREFABS provide 
lucrative business for many Indiana 
dealer Many prefabs need new sid 
ing jobs a few years after purchase 
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What happens to a lum- 
ber dealer’s business when 
the world’s largest prefab 
plant grows up in his back- 
yard? What is the prefabers’ 
Sunday punch? Indiana deal- 
ers answer these and other 
vital questions affecting their 
business and the prefabs. 


The Indiana Lumber and Build- 
ers’ Supply Association this spring 
sent questionnaires to 28 lumber 
dealers who are in business in the 
shadow of the world’s biggest pre- 
fabricated house factory at La- 
fayette, Ind. 

Here are the main results of the 
Survey: 


1. Prefab houses definitely chew 
into dealers’ income—both gross 
and net. 

2. The prefabricated house 
salesman’s Sunday punch is easy 
financing. Lumber dealers need 
some system of financing on a na- 
tional basis that will allow them 
to compete equally. 

3. Even with the financing ad- 
vantage on the prefabers’ side, 
aggressive dealers CAN beat pre- 
fab house competition. Eight of 
the 28 dealers say their volume 
actually increased more than 20% 
during the rise of the prefabs. 

4. An average lumber dealer 
can capitalize on an influx of pre- 
fab houses by selling major re- 
pairs and remodeling projects to 
prefab homeowners. Whether this 

(continued on page 58) 
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. Newspaper mat on better-looking fence. ; 
Agricultural Extension Section 


United States Steel Corporation 

. Newspaper mat explaining the extra-long life of pressure- 525 William Penn Place, Room 4794 
creosoted posts. Pittsburgh 30, Pa 

. Newspaper mat on fence post replacements. ; 


. Newspaper mat stressing more economical fence. 


] Please send me complete details on the United States 
. Newspaper mat on good fence construction with pressure- Steel free merchandising program. 


crocseted pests ] | am interested in pressure-creosoted post, pole and 


. A Boring Tale—folder telling the adventure of Terrence the lumber dealership. 
Terrible Termite and unprotected wood. 

. Fences That Pay tells the farmer why he'll save money with Name 
pressure-creosoted fence posts. 


Address 
. Fence Planning Saves explains good fence layout. 


City 
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STANLEY 
No. 241 Hinge 


against any made 
anywhere in the 
world. 


Made of smooth 
steel, toughened by 


cold rolling. ) 


Patented, self-seat- 
ing, non-rising, lu- 
bricated pin. Flat 
button tips. 


Precision manufac- 
turing makes every 
hinge identical — 
uniform. 


Clean, accurate 
machine-cut coun- 
tersinking. 


Exclusive hole in 
lower tip for easy 
pin removal, 


it's worth more 
But you pay no more 
It’s the standard 
of the world! 


Smooth square corners, or RD241 with 
rounded corners for machine mortising. 
Also available in bonderized finish for 
painting. Ask your wholesaler, or write 
The Stanley Works, New Britain, Conn. 


REMEMBER a ETI ET) ase HINGES TO A DOOR 





[STAN LEY ] 
Hordware 


* HECTRIC TOOLS + STEEL STRAPPING + STEtE 
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PREFAB COMPETITION 
(begins on page 56) 





will be the case as prefab houses 
improve in quality is not known. 


The Stiffest Competition 

Easy financing with low or no 
down payments is by far the stif- 
fest competition that lumber deal- 
ers face from prefabricated house 
factories. Here’s what the dealers 
themselves say about it: 

“Unquestionably, the _ stiffest 
competition from prefabs is their 
long-time payment plan with prac- 
tically nothing down. Dealers 
don’t begin to have a payment 
plan that can compete with them. 

“We would have no competition 
from the prefabs if we could ob- 
tain adequate financing. 

“We have a lot of arguments to 
use against prefabs, but their 
small down payment still sells 
their houses. 

“In the low price field, the pre- 
fabs are very tough competition 
because of easy financing, low 
down payments and terms and 
quick erection of the house.” 


How to Beat Prefab Competition 


One question asked by the In- 
diana association was: 

“Have you developed any special 
merchandising ideas for the sales 
of building materials in order to 
meet competition from prefabri- 
cated house factories?” Here are 
the dealers’ replies: 

“We are starting to push Lu-Re- 
Co with good results. 

“The past two years, we have 
built panel homes at our yard from 
owners’ plans and specifications. 
We have been able to offer more 
house plans for less money than 
the prefabs. And, the owner saves 
by doing whatever work he can to 
cut costs. 

“We have our own panel home 
which will sell itself. Owners that 
have built one of our homes are 
our best source of advertising. We 
also have a good contractor, who 
is interested in helping buyers 
save as much money as possible. 

“If they want a prefab house, 
we sell them one —the kind our 
company makes. 

“We stress the idea of home 
mechanics doing the work, with 
the same or a cheaper price for 
much better construction. 

“We compete by carrying the 
labor and materials bill until the 
loan is made. We also show the 
customer how much more he gets 
for his money than the prefab 
offers him. 

“Our big factor we think is to 
try to give the best of service 
and carry a complete line of build- 
ing materials. We have plan books 
available for prospective custom- 
ers. Above all, we check on all 
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leads even though many turn out 
to be just rumors.” 


Arguments to Use 

Here are the maior arguments 
dealers use when selling a house 
in competition with prefab dealers: 

“We think the best argument is 
the fact that all people have dif- 
ferent ideas on room sizes, ar- 
rangements, etc. and should hesi- 
tate to buy something that is not 
really their idea of what they 
should have. We sell customers on 
the idea that they should build a 
home instead of a house. 

“We tell the buyers that a house 
that is built by a good contractor 
will last much longer; that the 
customer can build the way he 
wants to; that a house built by a 
contractor can be built for the 
same amount of money; that if 
they sell the house, it will be 
worth more if it is conventionally 
built. 

“We compete by showing the 
customer how much more house 
he can have for the same money. 
Also, if he can, he has the oppor- 
tunity to work some and save 
ery, which normally interests 

im. 


Selling Repairs for Prefabs 


Many dealers in prefab territory 
find they can develop a lucrative 
trade by selling materials for ma- 
jor repairs to owners of prefab 
houses. 

“We sell prefab owners new sid- 
ing, breezeways, garages, patios, 
new interior finishes, porches and 
paint. 

“We sell prefab owners garages, 
breezeways and also additions 
when they outgrow their prefabs. 

“We sell storm sash and screens, 
garages, new siding, paint and 
fences. 

“We secure business from most 
homeowners in our area after 
they move into a new home be- 
cause of the service we give them 
and because of our personal in- 
terest in their own problems. 








Worst Argument 
Against Prefabs 

The Indiana survey to deter- 
mine the effect of prefab com- 
petition on lumber dealers 
turned up the following ineffec- 
tive argument that one dealer 
actually uses on customers think- 
ing of buying prefab houses: 

“Forget this no money down 
business! Wait a couple of 
years more and save the money 
for a down payment on a 
decent home!" 

Just how effective would this 
argument be on a young man 
with a wife and two or three 
children? 
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Third in Series 
On Selling Kitchens 


Training new salesmen to sell 
remodeled kitchens requires super- 
vision by management and selec- 
tive use of modern educational 
techniques. Here are a few sug- 
gestions: 


Films, Leading manufacturers 
have sales training films that you 
can put to good use. Arrange 
through your wholesaler or fac- 
tory salesman to show these films 
to your new recruit. 


Factory Visits. Many kitchen 
cabinet manufacturers have train- 
ing schools at their plants for new 
men. One prominent concern has 
a school on kitchen planning and 
selling that lasts three days with 
courses held every month. 


Sales Manuals. Much of the suc- 
cess of lumber dealers in regain- 
ing the kitchen remodeling market 
can be traced to the useful man- 
uals now available from manufac- 
turers. If your present supplier 
doesn’t give you this sales help 
scout around for a manufacturer 
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for Kitchen Jobs 


willing to provide this essential 
service. 


Keep on Coaching. Giving your 
new man basic information is just 
the beginning. He really needs 
help when he starts selling and 
starts bumping into problems. The 
important thing is to help him 
solve them so he doesn’t get dis- 
couraged. Keep on coaching him 
and feeding him techniques that 
improve his selling average. 

Keep him enthusiastic about 
selling. Keep reminding him that 
the best salesmen try new ideas 
and the more new ideas he tries 
the fewer selling failures he’ll 
have. 


Straight salary does give the 
employe security and tight man- 
agement control. But there is no 
incentive for a man to work hard- 
er or make bigger sales. It’s a 
fixed cost for management and the 
plan seems to attract weak men. 


Straight commission brings com- 
pensation based entirely on results 
but salesmen are inclined to go 
after volume, without giving much 
thought to profit. Management 
control is bad and these people 
frequently assume they are in 
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FILMS and visits by factory represen- 
tatives are suggested for training new 
salesmen selling kitchen remodeling. 


Training and Paying Salesmen 


business for themselves and the 
store’s interest becomes secondary. 


Straight commission on profit in- 
stead of sales. This plan has the 
advantage that pay is measured 
by the profits produced. Sales costs 
are always in proportion to profit. 
Adversely clerical costs are high 
because a profit study must be run 
on every job. Salesmen also fre- 
quently question management’s re- 
port on the profits on jobs. 


Combination Plan 


The individual features of these 
three basic plans are often com- 
bined to provide stability and in- 
centive at the same time. It works 
this way: A minimum subsistence 
salary is paid to give the salesman 
some security and to give manage- 
ment a degree of control over the 
salesman. 


On top of this salary a straight 
commission is paid to give the 
salesman a day-to-day incentive to 
make more and bigger sales. Then 
at the end of the year (or quar- 
ter), a bonus is paid for the sales- 
man’s work that management re- 
gards as “beyond the call of duty,” 
big profits, ete. A typical break- 

(continued on page 97) 
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NEW AL-WAY PROGRAM GIVES 
YOU RECORD PROFITS ON ALL 





WELDWOOD WIZARDS! 
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New! Weldwood © Presto-Set* New! Weldwood Contact Cement! Weldwood Plastic Resin Glue Firzite® .. . White —for Satiniac® ... Brings 
Glue!... First white glue Bonds without nails, clamps America’s fastest selling woodsy blond or pickled out and preserves the 
worthy of the Weldwood or presses, instantly on contact! wood glue. Highly water- finishes. Excellent as an natural beauty of any 
name. Ready-to-use . . . sets For applying plywood paneling resistant. Makes joints undercoater. Clear — to wood, 
fast... bonds like magic. without nails. For applying stronger than wood, tame wild grain on fir 
laminates like Micarta. plywood. Helps prevent 
face checking. * Trade Mark 


UNITED STATES PLYWOOD CORPORATION 
Dept. 32, 55 West 44th Street, New York 36, N. Y. 


Branches in principal cities—distributing units in 


Chief Trading Areas 
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By IRVING M. FOOTLIK 
The four previous articles in this 
series have covered these subjects: 
how to determine whether you have 
a materials handling problem; how 


No.5 
in a series 
of articles 
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SMALL FORK LIFT is handy for un 
loading box cars. Note dock plate for 
covering span between car and dock 
board 
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How to Select the 


various fundamentals can be up- 
plied to solve this problem; hw 
and why to sell your employes wn 
materials handling equipment; yard 
layout. 

The final article in this series will 
tell how to use your materials han- 
dling equipment for the greatest 
efficiency. 


Now that you have a preliminary 
layout of your yard and have deter- 
mined to mechanize, the next step 
is selection of equipment for use in 
this yard. 

Selection of equipment is an ex- 
tremely important but most neg- 
lected function in the mechaniza- 
tion program. It has been customary 
for the proprietor to call in a sales- 
man to advise what equipment is 
needed. Having insufficient time to 
analyze the operations, the salesman 
may make a hit-and-miss guess, 
sometimes overselling the dealer. 

Purchasing mechanical equip- 


COVER 


STRADDLE AND LIFT should be used 
together, but remember that carrier 
operation requires larger aisles (3-6 
feet depending on the size of the load). 
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Right Equipment 


This article will help you determine what types of 
equipment to buy; it will help you check one piece of 


equipment against another. 


BELT AND ROLLER SKATE convey- 
ors can be used to move materials to 
second floor level. Speeds storing, cuts 
manpower time. 


ment is somewhat like buying an 
automobile; everybody has his own 
preference. Manufacturers of mate- 
rials handling equipment have done 
an exceptionally fine job and are 
known for their excellent relation- 
ships with the customer and the fact 
that they, too, are interested in sell- 
ing the right equipment. It is a 
highly competitive market today 
and manufacturers would be unable 
to remain in business very long if 
they manufactured an unsound 
product without warranty as to 
parts and service. 

Therefore, no attempt will be 
made here to tell you what manu- 
facturer’s equipment to buy. In- 
formation given here is primarily 
to help check one manufacturer's 
equipment against another to deter- 

(continued on page 66) 
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a 
COAL’ ‘UNLOADER 
(portable belt convey- 
or) is double-purpose 
piece of equipment. At 
Foley Lumber Co., 
Jacksonville, Fla., it is 
used for unloading 
boards. 


ORDER PICKING is done handily 
with this rubber-tired three-wheel 
truck. Large wheels make it easy to 
move. 

















Pointers on Picking the Best Equipment 


Check manufacturers’ equipment against the following points. You 
will note that certain equipment will excel others. Underline the best 
equipment in terms of your own operation. Finally, total up the list of 
the manufacturers’ underlined and see which one rates the highest. 


Check List for Lift Trucks 
Rated capacity 15. Overall width 


Load center (distance from 16. Tires—size and type, front 
the heel of the fork to the wheels 


center of gravity of the load). 17 Tires size and type, rear 


Distance between center of wheels 


front wheel and heel of fork. 18. Turning rediue—outeide 


Maximum lifting height. 19. Turning radius—inside 
Fork thickness 20. 
Width of forks 

Range of adjustability of forks 


Type of fork 


Horsepower 
21. Torque 
22. Driver control position 


Minimum mast overall height 23. Driver's vision 


Maximum overall height 24. Type of driver coupling 
Degree forward tilt 25. Hand and/or foot controls 


Degree backward tilt 26. Degree of grade it will climb 
Service weight with full load 


Overall length 27. Complete truck price 
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AND SUNSHINE INTO THE FAMILY ROOM 


Windowalls 


TRADEMARK OF ANDERSEN CORPORATION 
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Andersen Casement Picture Window Unit 
specified by Architect Norman Johnson 


Pleasant living in this contemporary 
room is doubly assured through the beauty 
of Andersen WINDOWALLS. While blending 
attractively with interior decor, WINDOWALLS 
frame the outdoor view. At the same time 
they let in sunshine and fresh air, yet will 
always close tight to form a weatherproof 
barrier on windy, wet or wintry days. 

It’s easy to get complete information on 
Andersen WINDOWALLS for homes and pro- 
jects you furnish. Just ask your WINDOWALLS 
distributor or write direct to Andersen Cor- 
poration. WINDOWALLS are available from 
distributors throughout the United States, 
including the Pacific Coast. 


ANDERSEN CORPORATION « BAYPORT, MINN. 








SCISSOR TRUCK used to raise loads to balvony height. Also good for delivering 


materials to roof at construction site. 


mine which is best for your partic- 
ular application. 

Before selecting certain types of 
materials handling equipment, let 
us consider how the equipment will 
be used, We will need the following 
information: 


VOLUME: for example, if the 
volume is small, you would be bet- 
ter off using a small fork truck of 
6,000-pound capacity rather than a 
large fork truck of 12,000-pound 
capacity. Thus your initial invest- 
ment would be less and the extra 
trips would not be too great a fac- 
tor. If your volume is large and you 
must handle two bundles at one 
time to speed up handling, then you 
must go to a 12,000-pound capacity 
fork truck 


MATERIALS: weight, length 
and shape. If the items are bag 
goods to be taken up into a loft and 
if this area cannot be reached from 
the outside, then consider using a 
conveyor, either portable or fixed. 


TRAVEL: if the distance is great 
and it is necessary to bring lumber 
to your yard from a siding that may 
be two blocks away; or, if your 
yard is extremely long and you wish 
to quickly move the material around 
the yard without devoting too much 
space to large aisles, you should 
plan to use a straddle carrier. This 
would work as a team with a fork 
lift truck, 


TIME: if you must get the lum- 
ber to your customer quickly and 
the order must be picked up within 
a short period of time, you might 
consider the possibility of more 
than one piece of equipment. Ob- 
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viously, that is what is required at 
your peak load time, even though 
idle at other times If this becomes 
a necessity, you might consider the 
use of a large fork truck of 12,000- 
pound capacity or a small truck of 


Check List 
for Straddle Trucks 


Rated capacity 
Maximum height of load 
Maximum width of load 
Maximum length of load 
Inside height 

Inside width 

Overall height 

Overall width 

Overall length 

Engine horsepower 
Type of engine 

Gear ratio of drive 
Service weight 

Driver's position 
Visibility 

Turning radius 
Maximum speed forward 
Maximum speed reverse 
Number of speeds 
Lifting speed loaded 
Maximum lifting height 
Type of steering 
Maximum width of load 
Highway underclearance 
Type of brakes 

Type of cab 
Approximate cost 


CDONONPRwWwn> 








6,000-pound capacity. The small 
truck could take care of small orders 
while the larger is loading and un- 
loading vehicles. 


Equipment Classified 


Materials handling equipment 
used in the yard is divided into 
three separate and distinct appli- 
cations: floor-operated equipment 
group such as four-wheel trucks, 
semi-live skid platforms, manual 
hand lift trucks, manual pallet han- 
dling trucks, auxiliary container 
types of equipment, dollies and pal- 
lets. Also under this type of appli- 
cation would come motorized hand 
trucks (non-rider type), the indus- 
trial ride-type trucks, the straddle 
truck, the side loader, and the lum- 
ber roll-off truck. Non-powered 
gravity roller conveyor or gravity 
wheel conveyor and belt conveyors, 
used for moving material across the 
yard, would also come under this 
classification. 

In the second classification would 
be floor-to-floor and vertical han- 
dling group, where material is 
brought from one floor to another 
and up and down inclines in sheds. 
Equipment for these jobs might in- 
clude a fork truck, a stationary hy- 
draulic lift platform, a portable ele- 
vator, a four-post lifter, a freight 
elevator, a portable inclined belt 
conveyor, a stationary inclined belt 
conveyor, a skip hoist, a chute and 
other hoists of various types. 

Under group 3, the overhead han- 
dling group, are cranes of various 
types such as overhead bridge, a 
powerized industrial truck crane, a 
locomotive mounted crane, jib, or 


(continued on page 68) 
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Plywood, 
Dealer’ 


BUILD BIGGER SALES 


WITH THE 


HENDRICK PANEL SAW 


a creasing sales by cutting plywood to their 

’ customers’ exact specifications. The 

Hendrick Panel Saw provides the means 

to perform this valued service at a low 

“We have installed initial cost. The equipment may be 

this equipment in our mounted horizontolly or vertically (as 
Medford warehouse : . 

and are very much shown) where space is at a premium. 

satisfied with it. We 
believe that plywood 


dealers will find it a 
practical method of 


Mounted vertically, the saw occupies a 
minimum of space and greatly reduces 
all handling and cutting costs. 

sizing plywood to 
customers specifica- 
tions 


Mr. M. K. Peterson 
Branch Manager 

U. S$. Plyweed Corp. 
Medford, Mass 


The machine is designed to cut all 
structural panels: Plywood, plastic, mas- 
onite, wallboard, etc. Models available 
with capacities of 4Y%, to 12% feet. 


Se ae fa Ee: 


\ 


WRITE... ~™ HENDRICK MFG. CORP. 
for illustrated 


brochure to A MARBLEHEAD, MASS. 














CHAIN DOOR GUARD 


Neat, modern design. Narrow 
(3/4’)/ chain holder fits 
modern trim. Case hardened 
steel chain — no open links. 
Extruded Brass and extruded 
Aluminum in standard 
finishes. 


MERCHANDISER 


Colorful counter merchan- 
diser promotes impulse 
sales. Contains six self- 
selling cards with Ives new 
‘“‘Under Glass’’ look. 
Merchandisers available 
with extruded Brass 
(D483B) or extruded Alu- 
minum (D483A) Chain 
Door Guards. Stock and 

sell ‘em both... 


BUILDING PropuCcTS MERCHANDISER (For more data on advertised products fill in coupon on page 120) 














Practical case-history examples of how several 
dozen lumber dealers are successfully merchan- 
dising 15 important building products. Over 
40 pages of ideas you can put to use to 


16 NEW 
SHOWROOMS 
FOR 
MERCHANDISING 
BUILDING 
MATERIALS 
— 


NOW AVAILABLE: this 44-page booklet of 
practical new plans and ideas being used by 
lumber and building products dealers to build, 
remodel and improve showrooms. Place your 


SAVE TIME 
AND MONEY 
WITH 
MATERIALS 
HANDLING 
EQUIPMENT 


Every lumber dealer should read these case his 
tory articles on what other dealers are doing 
to solve thelr materials handling problems 
Here are ideas you can adopt in your yard 








AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

138 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 

Enelosed is 


please send me coples 
of 


. ° by 
return mail 


WAME 
COMPANY 
ADDRESS 


CITY 
STATE 
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TWO-WHEEL HAND TRUCK is ver- 
satile piece of equipment for handling 
palletized bagged goods. 





RIGHT EQUIPMENT 


(begins on page 62) 





continuous overhead conveyors of a 
continuous trolley type or cableway 
system. Under this same classifica- 
tion would appear the various mono- 
rail systems, which would cover the 
overhead monorail of all different 
types. 
Choosing Conveyors 

There are three important fac- 
tors that determine the selection of 
gravity wheel or roller conveyors 
for a given job: 

1. The size and dimension of the 
article to be handled. 

2. The weight of the heaviest 
article. 

3. Nature of the contacting sur- 
face. 

There must be at least six wheels 
under each article at all times. The 


smallest item to be conveyed is the 
determining factor. 

Weight is important not only 
from the standpoint of wheel ca- 
pacity, but alse because the frame 
must be able to support a fully 
loaded section. The contracting sur- 
faces of the conveyed objects must 
be smooth and firm. 

The wheel conveyor can be used 
on paper bags provided they are 
multi-wall bags. Paper bag surfaces 
have a tendency to droop over the 
rollers and all flow is stopped. To 
offset this, place a panel under the 
object to be moved. 

Conveyors are usually sold in 
standard lengths of 5’ and 10’ and 
curved sections of 4’ radius. Always 
try to use these standard sections, 
which are sold in widths of 12”, 
15”, 18”, and 24”, the more popular 
being 12” and 18”. Stands of vary- 
ing heights are also available as 
standard equipment. 


Hand Trucks 

Two-wheel and four-wheel hand 
trucks are still very important fac- 
tors in lumberyards. If you are 
about to make a choice of some of 
these for your yard, you might re- 
view the “Handbook of Manual 
Materials Handling Equipment” 
section of the Lumber Schoolyard 
Workbook issued at the National 
Retail Lumber Dealers Materials 
Handling Clinic in New York City, 
Oct. 4-7, 1954. 

This section alone is also avail- 
able through the Caster and Floor 
Truck Manufacturers’ Association, 
27 East Monroe Street, Chicago 3, 
Ill. 

Once you have made a complete 
analysis of the materials handling 
job, you can establish which of 
the three classification equipment 
groups meets your materials han- 
dling needs. Then you can select 
your equipment for the job at hand. 
Aways consider more than one type 
and make cost comparisons. 


Materials Handling Questions 


After you have read the article, ‘How to Select the Right Equipment,” 
see how many of these questions you can answer. Answers on page 74. 


What four factors should you consider in deciding on your equip- 


ment? 


Name three broad classifications of equipment. 
How much additional aisle space should you provide for use of a 


straddle and lift together? 
What good is a scissor truck? 


When can roller conveyors be used to carry bagged goods? 

When should you consider more than one piece of equipment? 

What is the advantage of a straddle carrier? 

Should you insist on a demonstration of equipment? 

What are the standard lengths of roller conveyor sections? 

What is the * wee connection between a box car and a warehouse 


platform called 
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BUILDING PropucTs MERCHANDISER 


| source! 


FOR ALL 
W.P.A. SPECIES 


Why waste time 
and money shop- 
ping around... 
when Western 
Woods, Inc. 
offers you qual- 
ity lumber in 

ALL WPA species! 
Scientific kiln 
drying, depend- 
able grades, fair 
prices. Straight 
or mixed cars to 
your specifica- 
tions. Call on us 
today! 


WOODS, INC. 


715 Spokane & Eastern Bldg —Spokane, Wash 
Riverside 7149 TWX: SP-104 











Owens-Illinois Glass Block No. 37 


INSULATED 
Light with sight 


..- with Owens-lllinois 
Glass Block No. 370 


Here’s a glass block application that will appeal to every 
woman. It’s a panel of Owens-Illinois super-clear Glass Block 
No. 370 


Point out to your remodeling or new-construction custom 
ers that glass block panels are as practical as they are beau- 
tiful. Glass block won't frost or sweat in winter— provide 
better insulation than a window with storm sash. 


Remind your customers that glass block are easy to handle 
and install, They can be made to fit any size opening. They 
never need to be painted or puttied. They come packed in 
sturdy cartons of convenient size. 


For facts about the ways you can profit from the increasing 
use of Owens-Illinois Glass Block in home, school, factory, 
farm or commercial building, write: Kimble Glass Company, 
subsidiary of Owens-Illinois, Dept. AL-7, Toledo 1, Ohio, 


Owens-ILuino!1s 


GENERAL OFFICES @ TOLEDO 1, OHIO 


(For more data on advertised products fill in coupon on page 120) 





Dealer Pointers 








Display Sells $4,000 
Worth of Floor Tile 


A wall display rack that con- 
tains only eight samples of 12x12 
floor tile and some literature sold 
$4,000 worth of floor tile in a year 
at the Elkton (Md.) Supply Co., 
says Henry A. Metz, vice-presi- 
dent. 

The display unit, which is abeut 
6'-6" high and 2’ wide, is mounted 
on a wall in the showroom right 
next to the door for the billing 
office. There are no obstructions 
in front of the unit. The eight 
pieces of tile are displayed at a 
convenient level so customers can 
easily select them from the rack. 

The firm displays tile of bright, 
contrasting colors which further 
helps attract attention to the dis- 
play: In the photo, Metz is shown 
looking over one of the tile 
samples. 


Visit the NRLDA Exposition 
Cleveland, Oct. 11-14 


wend TREY per SPR -s 
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OFFICE 
PLEASE STOP HERE © 


SOUND 2 LONG SIGNALS 
FOR SERVICE > 


Buzzer System Eliminates Customer Irritation 


To provide more efficient serv- 
ice for its customers, Ginter- 
Wardein Co. has installed a buzzer 
system in its Alton, Ill., yard. 

Since the firm’s yard is several 
hundred yards from its showroom, 
customers often became irritated 
when they drove to the yard office 
and found there was no one there 


to serve them. 

Now, if the customer doesn’t 
find anyone in the office he merely 
sounds a buzzer system operated 
from a push button on the side of 
the yard shanty. Buzzers are 
located in various parts of the 
yard to let employes know some- 
one wants service. 


Garage Door Has Dual Function 


A garage door installed on the 
bargain shed of the Everitt Lum- 
ber Co., Fort Collins, Colo., serves 
both a useful and a display func- 
tion. Assistant manager Harold 
“Red” Sanford, center, demon- 
strates the door to customers Bob 
Steely, left, and Otto Block, right. 


July 11, 


In southern states garage doors 
for store fronts are still another 
use that combines utility and sales 
appeal. At night the doors come 
down and button-up the store. Dur- 
ing the day they go overhead and 
open up the entire store to custo- 
mer traffic. 
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~— RED JACKET 4 


3UILDING PRODUCTS MERCHANDISER 





in the Popular Nationally Advertised 


RED JACKET 


Model "X" Pacemaker 
JET PUMPS AND WATER SYSTEMS 


LOW PRICED —A complete top-quality 
compact-design water system that satisfies 
the needs of over 70%, of your market. 
FOR EITHER DEEP OR SHALLOW 
WELLS — Capacities up to 850 gallons per 
hour. Pumping depths down to 80 feet. Easy 
convertibility. 

FEATURES — Newly improved, with Ni- 
Resist rotary-type seal and all-bronze wear 
ring, the Model "X" Pacemaker is designed 
for dependable, long-lasting service, 
SIZES — Shallow-well pumps are available 
in '/3 and '/2 H.P. sizes. Deep-well units !/. 
H.P. sizes only. Tank sizes 8, 21, 42 gal. fis 
larger capacity. 


for complete descriptive 
While circular and prices on Red 
Jacket Model "X" Pace- 
maker Water Systems. Ad- 


dress Dept. ALB-75. 





&. 


“woter 
service 
products 


RED JACKET MANUFACTURING CO. 


DAVENPORT, IOWA 


"The Choice That's Made Friends—SINCE 1878" 





show “do-it-yourself” 


prospects and customers 


Western Pine s 


new film 


Ihe story of how a young couple 
find more space for living by trans- 
forming their unfinished attic into 
a useful upstairs. 


Show how the retailer assists his 
customers in selecting the right ma- 
terials for building. 


Show how to prepare materials 
for paneling and installation. 


Show carpentry tips, and meth- 
ods of finishing. 


All included in “Operation Artic,” 
a full-color, 16-mm., 20-minute 
sound film. (Black-and-white prints 
available for showing on television. ) 
Available on loan basis. 

To arrange a booking, just fill out 
the coupon below. Because of de- 
mand, we ask that you give us 30 
days’ notice. 


Western Pine Association 
510 Yeon Building, Portland 4, Oregon 


Please send a print of “OPERATION 
Artic” to 


Dealer's Name 
Address 


City State 
(please print) 


| plan to show this film on the following dates: 


(For more data on advertised products {ill in coupon on page 120) 





7) 


Your State Employment Service 


COVER: 


EMPLOYMENT SERVICE 


interviewers 


carefully screen all applicants to compare their quali- 





fications with the specifications set by the employers 


Can Help Solve Your Labor Problems 


Take advantage of the 
state and federal services to 
get workers for your yard 
and office. 


Since a retail building materials 
yard has become more complex 
through the years there has risen 
a need for a greater variety of 
competent people to handle the 
various specialized phases of the 
business, 

To help dealers solve their per- 
sonnel management problems, a 
wide variety of services are now 
available through state employ- 
ment services affiliated with the 
United States Employment Serv- 
ice of the U. 8S. Department of 
Labor. 

These services are provided by 
local public employment offices 
operated by state employment 
services. Currently there are 
about 1,700 offices throughout the 
country. 

Besides supplying information 
regarding the kinds of workers 
available in your community, the 
employment service can supply 
test-selected applicants for your 
job openings. These services, gen- 
erally, are available at all local 
offices. 


Recruiting and Screening 
To meet employers’ particular 
job specifications for current and 
future manpower requirements, 
the employment service recruits, 
screens and refers workers in all 
occupations. These include pro- 
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fessional, technical, clerical, sales 
and production personnel, also 
skilled, semiskilled and unskilled 
workers. 

Specific Manpower Requirements 

Employment service staff mem- 
bers are trained to screen appli- 
cants in accordance with an em- 
ployer’s specific hiring require- 
ments. For example, if you were 
in need for a yardman, salesman 
or fork lift operator, you would 
explain to the employment service 
interviewer the specific qualifica- 
tions and abilities you require for 
these jobs. The interviewer enters 
these qualifications on your “em- 
ployer order” card. 

You may want to stipulate that 
the salesman must know some- 
thing about estimating or have 
some engineering or technical ex- 
perience. The local office will 
make an effort to find someone to 
fit these specifications. After the 
local office refers applicants with 
such qualifications or experience, 
the employer makes the final selec- 
tion. 


Nationwide Clearance Service 


If workers with specialized 
skills are not available in your 
community, they can be recruited 
by the employment service 
through its nationwide clearance 
system. Thus, an employer, who 
has an opening for a particular 
type worker and an applicant 
qualified for that particular job, 
each in a different lod¢ation, are 
brought together. The employment 
service can arrange for your com- 
pany recruiter to visit potential 


sources of supply to interview pre- 
screened applicants. 


Tests Select Qualified Applicants 

Working with several universi- 
ties and recognized industrial 
psychologists, the USES has de- 
veloped a comprehensive testing 
program which is available at 
about 900 local employment serv- 
ice offices. 

Job Information Materials 

The USES has developed a 
wide variety of tools and methods 
for interviewing, selection and re- 
ferral of workers by local employ- 
ment service offices. These same 
tools can be useful to employers in 
manpower planning and solving 
a variety of employment-manage- 
ment problems. Local employment 
service offices can assist employers 
and show them how to use these 
tools and methods effectively. 

A USES book, “Suggestions 
for Control of Turnover and Ab- 
senteeism,” is a source of practical 
assistance in solving labor prob- 
lems in your area. 


Publications Available 


A free bulletin is available at 
local employment service offices 
which lists, describes and explains 
how to order all USES publica- 
tions which are available to em- 
ployers. Regardless what type of 
service may be required, an em 
ployer should contact the local 
state employment office in his com- 
munity. If a listing is not found 
in the local telephone directory, 
write or telephone the state em- 
ployment service office, usually 
located in the state capitol. 


July 11, 1955, American LUMBERMAN AND 





S: ™, 
> % 
waRgowoon , 
Frooainec 


¢ © 
x 


Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


Cadillac-Soo Lumber Co. . . « . Sault Ste, Marie, Mich. 


Northern Hardwoods, Hard Ma ~ a a Special » Heaton. White Pine. 
Modern Dry Kilns. Facilities for Burla Resawing, etc. 


“Copeland LumberCo. . . «. «» « « » » Ghieago, Ill, 


Mills — Marquette and Cusino, Michigan 
Sales Office — CHICAGO — 135 S. La Salle St. 
Hardwoods, White Pine and Hemlock. 


“Holl Hardwood Co. . . « «© + + + 6+ 6(OCOnto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, bled Block, Herring- 
bone, Parquetry types: all types = Duty Flooring. 





*+), W. Wells Lumber Co, . . . . « Menominee, Mich, 
Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 


Custom kiln drying. Upper Cates ss Maple and Birch lumber, 
rough. 


“Edward Hines Lumber Go. . . « « « + «©Chleago, Ill, 
Mill at Bergland, Michigan 
Sales Office—77 W. Washington St.—Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


+tMember Maple Flooring Mfrs. Assn. 


BUILDING PropucTS MERCHANDISER 


“Michigan Pole & Tie Go, . . . « « Newberry, Mich. 


Northern Hardwood Lumber, os, Paithiul Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


*Roddis Plywood Corporation . Marshfield & Park Falls, we 


Roddis Lumber & Veneer Co. of Mich 


Roddis Lbr. & Veneer Co., Lid.. Sault Ste. 
Complete stock N. Hdw: . Hemlock, W. Pine, Cedar Pred., M 
Birch, Fig. Hdwd. Ven’ rd ‘Doors. Plywd. Modern Dry Kiln facili 


*tAhonen Lumber Go, . . «© + © «© « (ronwood, ™. 


Northern Hardwoods, Hemlock, —? Pine, 
—Modern Dry Kilns. “AAA” dad MFMA 


dwood Pleorteg. 
Hardwood vad bal Softwood Pallets. 


*Kimberly-Clark of Michigan, Inc, . . 


Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


Saies Neenah, Wis, 


*Goodman Lumber Company . . . . . Goodman, Wis, 


Northern Hardwoods, Hemlock, White Pins, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


*Member Northern Hemleck & Hardwood Mfrs. Asan, 


(For more dais on sdvertised products fill in coupon on page 120) 








Wholesaler Seals New 
Lumber With Green Enamel 


Mauk Warehouse, Inc., Toledo, 
Ohio, big lumber wholesaler, is 


ih n+l ats protecting and sealing new lumber 
EQUIPMENT for Siem — by spray painting the ends of all 
; and lumber stacked out of doors. Clinton 
: ihn yj) A. Mauk, vice-president, estimates 
removable horizontal a this operation saves the firm hun- 
. , || dreds of dollars and assures custo- 
sliding windows ‘a mers of a better grade of lumber by 
eye ey ee end checking of the 
¥ Sash glide easily on round-top tracks The company uses a bright green 
@ enamel which dresses up the lum- 
Flexible bronze pressure strip at head has two fold purpose ber’s appearance and provides the 
1. It is good weatherstrip 2. It permits easy sash removal firm’s 300 retail yards with an 
identified, protected product. The 
* Extruded sill with adequate weep holes and drip pan, pro- enamel is applied with a DeVilbiss 
vides quick drainage with no danger of sill rot gun, powered by compressed air 
* This equipment permits the use of stock windows which brought to the YOIHEs ste with 
: . a DeVilbiss portable gas-engine 

eliminates the necessity of having special mill work driven compressor. 


Ideal for shoulder high windows . . . in bathrooms, kitchens, bedrooms. 
Horizontal sliding windows equipped with No. 890 ALL-Glide are 
E-X-P-A-N-S-I-B-L-E. Use them singly or in multiples. Answers 


ALLWEATHER Balance Strip ; itien, steed ya dis- 
with FLOCKED COIL SPRINGS tance and time. 


Floor — floor-to-floor; 


ALLWEATHER Balance Strips No. 490, 90, 810Z, 812Z and 814Z are furnished overhead handling. 
with FLOCKED COIL SPRINGS. . Three to six feet. 

Adjustability is built in No. 490 and 90. Balance tube with semi-cantilever , ; f 
action insures weatherstrip contact in all kinds of weather. The base section is het a ~ balcony Ce 
always in close contact with jamb insuring stability. FLOCKED COIL SPRINGS gus. A 

are concealed by a functional part of the strip itself. . When bags are multi-walled or 
810Z, 812Z and 814Z are a combination of weatherstrip, when a panel is placed beneath 

flocked springs and spring covers making effective, economical ; 

sash balance and weatherstrip combinations. a 9 “4 a Bik 

Laboratory tests show that ALLWEATHER Balance Strip ae — Coe Sree % 
efficiency in reducing air infiltration is far in excess of American important and material must be 
Wood Institute Specification Standards. AB icked up quickly. 

Tests made by the University of Minnesota Be cee i to "ie deliveries 
Institute of Technology Testing laboratory in a) : ee terial di 
cooperation with Weatherstrip Research Insti- WEATHERSTRIP aah gr wes Peer’ i regal 
tute, show that double-hung wood windows, [Py tance from your yard; also move 
when metal weatherstripped show an infiltra- ~eee materials faster in long yard. 
we deer ratio 6 be ce LESS than non-weather- . Always advisable, so you can 


compare equipment in use. 


. Five and 10 feet with curved sec- 
ALLMETAL Weatherstrip Company tion four he . radius. . 





Dock plate. 
Mame “ALLMETAL” Reg. U. $. Patent Office 
2243 North Knox Avenue Chicago 39, Iilinols 
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WOR-DOLL 


Syna Gulbrandsen 
(Miss Norway ) 


Sturdy, Colorful, Self-service Display > 





Conveniently Packaged Merchandise (Tubes) in Ass’t’d lengths 





Top Quality Product us 





Convenient Reorder Plan x 





Consumer Advertising 


ic v / Priced for Profit 





SeNoRdD nH | 


"DO IT YOURSELF” WARDROBE HARDWARE 
Display Kit 


F information write 


NORDAHL MANUFACTURING CO. 


180 W. Alameda Ave, Burbank, Califorma 


BUILDING Propucts MERCHANDISER 





Turn floor space 
into 


PAY Space? ced p 
De 


You bet! 
Use the New 


SHAKERTOWN 
SALES 


MERCHANDISER! 


First Name jo Cadup Seles 


‘nL 


3 ti el ee 


| 


mr | b 


\ 
- 
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A REAL SELF-SELLER! This is just about the slick- 
est floor display yet devised for faster, easier 
selling. It's all inclusive — shows actual sample 
cedar shakes, complete with color folders. It’s 
compact — with everything you need in one space- 
saving unit. It’s an eye-catcher with striking colors 
and real self-selling built in! 


CALL YOUR DISTRIBUTOR for full details, or write 
The Perma Products Co., 20310 Kinsman Road, 
Cleveland 22, Ohio. 


first name S 
in 
cedar shakes hakertown 
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MATERIALS LISTS can be phoned in to the Slater Yard by builders. Ernie Slater 
handles a contractor's request for a price quotation 
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INCREASED BUSINESS made it necessary for the firm to build a new store and 
warehouse last year. 
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Dealer’s Price 


A timely, 18-page price list 
mailed to builders bidding on jobs 
in the area is helping the Sam 
Slater Lumber Yard pull contrac- 
tor business from as far as 200 
miles from the Culver City, Calif., 
yard. 

Functioning as a uniform price 
list for builders and contractors 
since 1952, the mimeographed book 
keeps them informed of current 
building materials prices at a time 
when they are bidding on specific 
jobs. 


Ernie Slater, in charge of the 
firm’s price catalog, keeps his eye 
on the Daily Construction Report 
issued for Southern California. By 
checking on new building permits 
listed on the green sheet, he com- 
piles a mailing list of likely pros- 
pects. Slater estimates he spends 
two hours daily checking building 
permits and mailing price lists. 


Catalogs with the latest price in- 
formation are mailed daily to about 
250 prospects. When a new batch 
of catalogs are mimeographed, all 
current price changes are listed. 
So if a contractor bids on several 
jobs a month he may receive sev- 
eral catalogs, but the latest one 
will have the current building ma- 
terials prices at the Slater Yard. 


Price List Asks for Business 


“Since most contractors apply 
for building permits a month or 
two before starting construction,” 
Ernie Slater says, “sending him 
our catalog is like applying for a 
subcontract on building materials. 
We figure the catalog brings us 
about one half of one per cent on 
our mailings, or 25 new customers 
a month. The big buyers use the 
catalog to buy materials for a sin- 
gle house, or a large construction 
job like the one we sold on Cata- 
lina Island. This big job brought 
us $10,000 worth of business in one 
year. This is outside of the $3,000 
a month we take in on small cash 
sales.” 


“We believe,” Slater adds, “that 
we are the only lumber dealer in 
the Los Angeles area that keeps 
the construction market well in- 
formed with a monthly price list. 
The wholesale prices we quote are 
attractive enough to interest out- 
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List Pulls in Contractor Business 


California yard steps up contractor sales 50% by mailing 
current price list to builders bidding for construction jobs 
in the area. 


of-town builders. 

“One of our largest orders has 
been for $20,000 worth of rough 
and finished lumber and millwork 
for a job in Las Vegas. We also 
ship regularly to Santa Barbara, 
Fresno, San Diego and other 
Southern California cities. The 
contractors mail in their lists and 
we ship by regular truck freight. 

Comprehensive Material List 

The catalog consists of a list of 
various materials from all depart- 
ments of the yard and current 
prices. Besides prices on lumber, 
millwork, plywood and plastic lam- 
inates, the catalog lists contrac- 
tor’s prices for builders hardware. 

The catalog emphasizes a free 
estimating service for builders and 
asks them to phone or mail in their 
materials lists. 

Cash prices are quoted for all 
building materials. An extra 5% 
service charge is added for credit. 
Vouchers and loan orders re- 
ceived at the time the materials 
are delivered are considered as 
cash. 

Buys Own Mimeograph Machine 

“In 1952,” Slater says, “it cost 
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us about 16¢ each to have the 
books mimeographed. To this we 
had to add the mailing costs. There 
was also the disadvantage of not 
getting timely information in the 
book because of the time lag while 
the outside firm mimeographed the 
job. 

“We ended up by buying our 
own equipment. The initial invest- 
ment was about $1,500 and we 
brought the printing cost down to 
10¢ a catalog, this includes mail- 
ing costs. 

‘Using a collating machine to 
gather the mimeographed pages 
time-consuming hand operations 
are shaved and it’s a simple mat- 
ter to staple them together.” 

Promotion Costs 

“On the catalog promotion,” 
Slater says, “we are spending 
about $500 a month for mimeo- 
graphing. But this is one of the 
most progressive ideas we’ve had 


COLLATING MACHINE saves 
time and speeds gathering of 
mimeographed pages for Slater's 
contractor price list 


in the 25 years of this firm’s ex- 
istence. 

“Our contractor trade has been 
spiralling upward from about 15% 
to 50% of our gross business in 
the past two years. Our total yard 
revenue is up about 30%.” 

Increased business led Slater to 
invest $50,000 in a new display 
store and warehouse last year. For 
both the builders and handyman’s 
convenience, the Slater Yard is 
open on Saturdays and Sundays. 


Free Information 

If you are interested in securing 
a collating machine like the one il- 
lustrated with this article, just 
write American Lumberman, 1389 
North Clark Street, Chicago 2, Ill, 
for the name of the manufacturer 
of this equipment. 





ANNOUNCING 
WILSON AIR-COR 
ROOF DECKING 


—makes condensation 
problems a thing 
of the past 


—custom-made to 
your specifications 


No matter what the interior or 
exterior conditions—of climate, 
temperature or humidity—you 
need no longer have a conden 
sation problem. The solution 

as presented in Wilson Air-cor 
Roof Decking — is 
unique, 


scientific, 
yet amazingly simple 


Two air channels, running the 
length of each 2’ x 8 panel, imsure 
continuous air circulation across 
the entive roof—automatically and 
in sufficient volume (1945 cubic 
inches per panel) to absorb all 
normal ( mt cence For extreme 
conditions, forced air could be 
Hse d 


Use this scientifically engineered 
roof decking on flat or pitched 
roofs—and on any type of struc 
ture. Then apply built-up roofing, 
shingles, slate or metal, as your 
design requires. The panel is de 
signed for rafter spacing up to 
18” o.c.; nail holes are pre-drilled 
to your order 


The strength is there; the insu 
lation value is there. ( With built- 
up roofing and '%%” Homasote, 
the U factor is 0.15.) Here is new 
insurance on air-conditioning in- 
vestments 


Each panel is made up 
of three 2” x 2” wood 
members, 12” 0.c., hori- 
zontally. On one edge 
is a wood tongue; on 
the other a groove. 
Within the groove a 
sponge rubber gasket 
insures a tight seal. 
The top and bottom 
sheets are weatherproof 
Homasote. According 
to your specifications, 
the top sheet may be 
either 42” or *Y42" in 


thickness; the bottom sheet (which 
can serve as finished ceiling) may 
have a linen, a striated, a wood-tex- 
tured or a cement-asbestos surface. 
The top piece overlaps 4” on the 
groove side, 
moisture 


thus shutting out 
(and also the asphalt of 
built-up roofing). The bottom 
piece has a 45° bevel on each side. 
This overlaps the wood members 
by 42” to insure a tight joint be 
tween sections. Between the wood 
members—under the top piece— 
a barrier of %” Balsam Wool, 
completely encased in vapor- 
barrier paper, is glued. At each 
end of each — two wood blocks 

2” x 2” x 8”—provide for sat 
nailing to rafters or 
joists. Panels are easily cut to any 
dimension (or supplied in special 
lengths, to order) 


istactory 


Sound-deadening partitions and 
sub-flooring — For interior, sound- 
deadening partitions, Wilson Air- 
cor Panels are supplied in 2’, 3’ 
and 4’ widths and in heights up 
to 11’ 2”. The combination of 
Homasote and Balsam Wool cre- 
ates an unusually efficient sound- 
deadening barrier.... For use in 
partition walis, the Homasote 
surfaces are applied as panels bev- 
eled on both sides—and without 
overlap For sound-deadening 
between floors, use the panels as 
sub-flooring; nail the finished 
flooring direct to the wood mem- 
bers of the panels 


Wiring—An additional advantage of 

the air cores is that electric wiring— 

whether conduit or cable type—may 
be passed across the roof, 
thus wiring the building 
from above. This is not 
only the most economical 
method, but permits the 
placing of light fixtures 
wherever desired 


Our Engineering Service 
is available to work with 
you on any specific prob- 
lems of roof decking, 
partitions or sub floor- 
ing. Let us give you 
complete details and 
specifications. Kindly 
address your inquiry to 
Department G-11 


| HOMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
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Dealer 


Free Soap with Paint 


A free, 75c package of wall-cleaning soap was 
offered with each $10 purchase of paint at the Peter 
Lumber Co., Philadelphia, Penna., in a recent pro- 
motion. 

The offer helped call attention to our paint depart- 
ment and, most people bought the soap along with 
the paint, says manager Al Stephen 


COVER 


‘Bargain’ Sign Moves Imperfect Boards 


By grouping odds and ends of imperfect lumber 
in one corner, the Fisher Lumber Co., Santa Monica, 
Calif., moves these poorer grades rapidly. “The 
bargain corner also helps keep the yard from getting 
cluttered with remnants,” says president Thomas 
J. Fox. 
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Plastic Phone Dial 
Promotes Lumber 


Burton Lumber Co., Norfolk, 
Va., uses a plastic telephone dial 
as a promotional give-away to con- 
tractors and industrial users of 
lumber. 

Slipped 
dial, the plastic 
letters and numerals which are 
easier to read than the regular 
dial characters and also reminds 
the telephone user of Burton’s 
phone number. 


under the telephone 


ring has large 


Here's a Handy Bolt Bar 


Display, selection and storage 
for bolts is made easy with this 
bolt bar at the Home Supply & 
Building Materials Co., Waukesha, 
Wis. Notice the perforated hard- 
board upright in the center of the 
island where bolts are displayed 
and priced. 

The top of the bar is divided 
into glass bins to allow easy selec- 
tion of items. The bottom contains 
ample space for storage of bolt 
boxes. 


“For Men Only" 


Bolinger Lumber & Supply Co., 
Sossier City, La., has been ex- 
tremely successful with a new 
radio show titled, “For Men Only” 
that features information specific- 
ally of interest to the man of the 
house, 

Announcements for lodges, civic 
groups and the like are stressed on 
the show. Bolinger’s schedule the 
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program at 7:25 to 7:30 each eve- 
ning on Monday, Wednesday and 
Saturday. 

Advertising on the five-minute 
program consists of three spots, 
each running about 30 seconds. 
Promotion has been strong on red- 
wood fencing with a commercial 
running something like this: 

“How about a redwood fence 
for your property. It’s handsome, 
gives more privacy, it’s ideal for 
patios and gardens. Come over 
to Bolinger’s and choose from eight 
full-size fence sections on display. 
They are smoothly styled and easy 
to build. Bolinger will cut all the 
parts for these fences and the cost 


“he rm 


> -for 
HIGHER 


PROFITS IS THE.@ 


To anyone who can read a 
blueprint, Calder’s exclusive 
design indicates the way to 
faster, easier sales and higher 
profits. That's because Calder 
overhead sectional garage 
doors feature the famous 
“Wedge Tight” action for built- 
in sales appeal to open and 
shut easier, fit tighter, last 
longer. 


in addition... 
p FULL L 


...and commercial doors in varied 
styles to meet all door prob- 
lems. And Calder's engineering 
department is always available 
to help you with special door 
applications. 

SOLD DIRECT TO DEALERS 


WAREHOUSES IN: Lancaster, Pa.; 
Chicago, Ill.; St. Paul, Minn. 


LEVELINE 


KEYSTONE 
Address inquiries to Dept. 7 


MANUFACTURING CO. 
calder 


LANCASTER 4, PA. 


ira OF BO! 


is only 90c to $1.20 per lineal for 
the material .. . and they’re cut to 
size and delivered to you.” 





Plan Now to Attend 
the Big NRLDA Show 
At Cleveland 
Oct. 11-14 


to 


= Woe) Pe Os 


| 


yey 


calder 


TRACK 


Widely acciaimed as the 
easiest, fastest installing 
sectional the 
market, Backed by exten- 
sive national advertising 
in consumer magazines 


door on 


H RESIDENTIAL 


i 


PARALINE 
FLUSH 
TRILINE 


j rR DOORS 
BE ELECTRICALLY 
OPERATED BY REMOTE 


ONTROL 
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CLIFF MAY HOME DESIGNERS place great emphasis on plot planning to give the 
houses greater consumer appeal. The area between the two wings of the house will be 


set aside for outdoor living. 


New Home-Selling Technique 
Dealer Sells Packaged Homes to Contractors 


of builders 
and buyers have expressed keen 


to merchandise Cliff May’s panelized home system. Here’s __ interest in the homes. 


“If a lumberyard is to survive 
and prosper in this age, it must 
go into package selling and not 
just try to merchandise unrelated 

In an effort to control complete, dealer in the nation to take on the loads of 2 x 4’s,” says A. E. “Ted” 
package sales of homes, the Ander- Cliff May system of panelizing Anderson, Jr., vice-president. “We 
son Lumber Co., Salt Lake City, contemporary homes. Though the are kicking over the traces of our 
Utah, has become the first lumber firm’s first model homes are as yet old-time style of merchandising by 


Salt Lake City firm becomes nation’s first lumber dealer 9°t complete, scores 


how this unique setup works. 





eer 
POST AND BEAM PRINCIPLE of construction is apparent EXTERIOR WALL PANELS, 64” wide, come to the job 


in this interior photo, The 4 x 14 center beam is supported site with board and batten siding applied. Ted shows where 
by 4x 4 support posts, Notice the windows in the gable end. the batten strip is applied to close the gap between panels. 


80 July 11, 1955, AMERICAN LUMBERMAN AND 








going into the fabrication and sale 
of panelized homes.” 


(NOTE: Cliff May is a well-known 
California builder who has special- 
ized in both low-cost tract homes 
and luxury homes. May and his ar- 
chitect, Chris Choate, are consid- 
ered among the largest, most pro- 
gressive builders in California. The 
Los Angeles firm sells franchises for 
the Cliff May Homes system. Deal- 
ers cover most of the western 
United states and parts of the east, 
but the Anderson Co. is the only 
franchised lumber dealer). 


According to Ted, here are the 
reasons why the firm went into the 
business: 


1. FRESH MERCHANDISING 
APPROACH. We fabricate the 
house components in our mill at 
Logan, Utah, thereby performing 
much of the work formerly done 
on the site with substantial sav- 
ings in cost. 


2. PREDETERMINED PROFIT. 
It’s a profit thet WE set on the 
sale of each house unit. In this 
construction system, the profit to 
the dealer is considerably more 
than he would get in furnishing 
materials for a conventionally built 
house. 


3. WE SELL MORE MATERI- 
ALS. We are able to put more of 
our own products into each house 
—floor materials, insulation, light 
fixtures, exhaust fans and many 
other items we may not be able to 
include in every conventional 
house sale. We “recapture” this 
high-profit business which for- 
merly went to specialists and ap- 
plicators. 


4. CONTRACTORS LIKE IT. 
They know what their profit will 


be on each unit sale. In our area, 
the profit for contractors on a con- 
ventional house sale runs from 
3%-5% ; with the panelized home, 
the contractor gets 7°.-9%. 


5. DEALER HAS CONTROL. 
The dealer controls the contractor 
rather than vice-versa. Price chis- 
eling on the part of contractors is 
eliminated. 


6. CONSUMER APPEAL. Be- 
cause of the time, thought and 
money that went into their design 
under laboratory-controlled condi- 
tions, the homes invite easy, in- 
formal living in the modern man- 
ner. 


Old Firm: New Ideas 


The Anderson Lumber Co., 
founded in 1890, now includes 21 
yards, 170 employes and grosses 
about $3,500,000 annually. A new 
division, called Ranch House En- 
gineers, was established within 
the firm to handle fabrication and 
sales of the homes. 


The Anderson Lumber Co. paid 
the Cliff May Homes Co. for the 
franchise privilege in its inter- 
mountain territory. The fee, in a 
sense, is good faith money which is 
held in trust for the dealer and is 
partially returned over a period of 
years. The Cliff May Co. receives a 
royalty payment for each house 
erected by its dealers. 


The lumber firm will fabricate 
parts for the panelized homes at 
their mill at Logan. The houses 
will be trucked to various points 
in the firm’s franchised territory, 
which includes Utah, northeastern 
Nevada, southern Idaho and west- 
ern Wyoming. The firm does not 
erect the houses, but will sell them 


at a package price to contractors. 

“We found that it was just about 
impossible to get people to buy a 
home before they see a model,” 
says Ted. The company is now 
erecting model homes to aid sales 
to consumers. Three are under 
construction in Salt Lake City; 
others are being built at Logan, 
Provo and Ogden, Utah, and Poca- 
tello, Idaho. The houses range in 
size from 900 to 1,675 square feet 
and the retail prices range from 
$13,000-$18,000. 


Here’s how the firm’s package- 
house merchandising program 
works: 


FABRICATION PLANT: “You 
can’t control your quality of con- 
struction and your delivery sched- 
ules unless you handle fabrication 
of the house parts yourself,” says 
Ted. 


The firm’s plant at Logan is 
staffed by 25 men who can produce 
parts for three homes per day. The 
plant is equipped with standard 
mill machinery including radial 
saws, a moulder, jointer and plan- 
er. The only new item of equip- 
ment purchased for the plant was 
a $7,000 fork lift truck. 


The Cliff May homes are built 
on the post and beam principle. 
Panels are used for both exterior 
and interior walls and precut, 2 x 6 
rafters are used in the roof. 


Both interior and exterior wall 
panels are assembled on jigs built 
by the Anderson Co. The panels 
are built on a 64-inch module to 
allow even dimensions of 8”, 16”, 
32” etc. which speeds erection (see 
wall panel photos). 


Board and batten siding and 
(continued on next page) 


INSULATION BOARD SHEATHING, 25/32” size, is also 
applied to exterior wall panels in the jigs. Side members 
for the wall panels are 2 x 4’s grooved to provide a seat for 
the 1 x 3 and 1 x 8 horizontal members. Cross bracing fits 
inside the horizontal members. 


INSIDE WALL PANELS are also 64” wide. Interiors are 
finished with dry wall materials. ertical members on the 
ends of the panels are 2 x 4's. 
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25/32” insulating board sheathing 
is applied on the exterior wall pan- 
els in the jig. Windows and doors 
are also installed on the jig. Finish 
material (dry wall and in some 
cases wood paneling) for the in- 
terior panels is not installed on the 
jig because of danger of shipping 
damage. Panels and other heavy 
parts are taken from the jigs to 
storage by the fork lift truck. The 
fork lift also loads the house com- 
ponents on trucks for delivery to 
the various yards. A complete 
house package makes one semi- 
truck load. 


ERECTION PROCEDURE: Ev- 
ery part of each house—from wall 
panels to closet rods—is stamped 
with numbers at the mill. The 
numbers on the parts correspond 
to numbers on the erection sheet 
which speeds erection. 

Lines and panel numbers are 
chalked on the subfloor to show 
where various panels go. This 
also enables the shipping crew to 
spot parts where they are needed. 

The method of construction is 
post and beam rather than conven- 
tional stud wall. The wall panels, 
of course, add_ rigidity and 
strength to the house, but the roof 
is supported by the posts and 
beams. 


The center beam in the roof peak 
is a 4x 14. Headers on the side 
walls are 4 x 8's; 4 x 4 tie-beam 
headers are used over the panels 
in the end walls. All vertical sup- 
port posts are 4 x 4’s. Metal ties 
are used to connect roof rafters, 
16” o.c., to the center beam and to 
tie the center beam to the 4 x 4 
support posts. 

The open-rafter construction 
system allows use of windows in 
the gable ends and lends a spaci- 
ous atmosphere to the interior. 


The houses are designed to pro- 
vide great strength and generally 
rank high above FHA and local 
building requirements. Because of 
the accurate factory fabrication, 
there is virtually no cutting at the 
job site. 

“There’s not enough scrap wood 
left over to fill a bucket when the 
house is complete,” says Ted. 


From the platform up, two car- 
penters and two laborers can close 
in a house.in one day. From start 
to rough grading, construction 
time per house is 30 days. 


SALES TO CONTRACTORS: 
“Scores of contractors—and even 
carpenters and mechanics—have 
expressed a great deal of enthus- 
iasm for the houses,” says Ted. 
“Six contractors have asked our 
permission to put up one of the 
houses fer the Parade of Homes 
in Salt Lake City this fall.” 

Contractors will be allowed to 
buy as many of the house packages 
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GLASS WALLS, floor to ceiling, connect 
areas. Garden walls (fences) are erected 


as they want for erection on their 
own lots. The Anderson Co. does 
not plan to establish exclusive 
sales territories for contractors. 
However, the firm is exploring the 
idea of allowing other lumber deal- 
ers to distribute the homes in their 
own areas. 


Contractors will buy the homes 
at a package price set by the lum- 
ber company, which will also su- 
pervise erection to some extent. 
Contractors will set the retail sell- 
ing prices based on their costs, 
markup, the Anderson Company’s 
suggested selling price and ap- 
praisal figures. 

Sales will be the contractor’s re- 
sponsibility. However, the lumber 
company will furnish literature 
and brochures and aid by discuss- 
ing the homes with consumers at 
the yard. The firm will also assist 
in arranging financing—FHA,.VA 
or bank terms. 

Anderson plans to prepare news- 
paper ads to which the contractor 
can attach his signature. Tenta- 
tively, the firm plans to contrib- 
ute 1% of their price on each house 
for advertising and the contrac- 
tors are expected to contribute a 
like amount. Because the house 
rice charged by the contractor is 
Cichen his contribution for adver- 
tising will naturally be higher. 

“Cliff May contends that the 
best salesman for these homes is 
the automobile-type salesman,” 
says Ted, “because he is used to 
‘selling’ customers not only on the 
overall product, but also on each 
of the individual features and 
benefits.” 


APPEALS TO BUYERS: The 
Cliff May, California ranch-type 
homes have been widely publicized 
because of their appeal to home- 
owners. Anderson is building six 
models offering about 100 exterior 
variations. 


the indoor living rooms with the patio 
around patios for privacy. 


Particular attention is paid to 
plot planning to provide the best 
scenic views from windows and 
still provide privacy. Each house 
includes an outdoor living area ad- 
jacent to the indoor living room. 
Glass walls and doors connect the 
two areas. 


The amount of lawn area is kept 
small on the theory that the home- 
owner can spend more time relaxing 
and less time maintaining a yard. 

“The entire aspect of the homes 
encourages the easy, friendly, in- 
formal living pattern that has been 
popularized in consumer maga- 
zines,” says Ted. “People who have 
lived in the houses say they offer 
a lot of easy-living features.” 

In addition to vice-president Ted 
Anderson, other firm officers are: 
W. W. Anderson, president and 
general manager; Ross Anderson, 
vice-president; Darrell Crawford, 
secretary-treasurer; anid Russell 
Kearll, who manages the Ranch 
House Engineers Division. 


Cover 
This is one of the first Cliff 
May houses built by Anderson 
Lumber Co., Salt Lake City. The 


parts are fabricated by Ander- 


son, but the complete house is 
sold directly to contractors. 
Floor areas of these homes 
range from 900 to 1,675 square 
feet; retail prices from $13,000 





News Makers...Sales Makers! 


REYNOLDS ALUMINUM 
WINDOWS 


Building fast in widespread 
acceptance, making news 
across the country—that’s the 
Reynolds Aluminum Traverse 
(Sliding) Window. It’s de- 
signed right to meet today’s 
tastes—and budgets. Horizon- 
tal sliding vents open easily, 
close tight for cleaning. Easy 
to install because there are no 
sash balance weights, hinges 
or putty! And it bears the 
name that means quality 
throughout—Reynolds, Make 
it your guide to confident sell- 
ing and customer satisfaction. 
Write for complete catalog. 
Reynolds Metals Company, 
Window Division, 2002 South 
9th Street, Louisville 1, Ky. 
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Reynolds Alumi c t Window 

flash-welded corners, double contact 
frame, wide-opening extension hinges, 
built-in transom drip 





Reynolds Aluminum Awning Win- 
dow... best for controlled ventilation, 
rain deflection. 





Basement and Utility Windows... with 
serrated edges that lock tight to masonry 
Removable vent 
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Get your share of the profits in REYNOLDS Do-It-Yourself” ALUMINUM Reynolds Aluminum Double-Hung 
See Reynolds “Do-It-Yourself” TV show, 7:30 P.M. Sundays, NBC Network Window... new perfected details, me 


chanical joints. Fingertip operation 


REYNOLDS 3% ALUMINUM 


“tap. U.S Pat. On BUILDING PRODUCTS 
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It takes “Big Mill” facilities 
to produce “Big Mill” lumber 


“Big Mill” quality makes 
SOUTHWEST Ponderosa Pine easier to sell 


Take 25 years experience, modern machines and 
the desire to give better service. Add choice logs from virgin hi 
a - or . We ship 
high altitude forests, rigid grading standards, scientific kiln 
drying, plus “BIG MILL” manufacture. And you get — 6,000 cars 
SouTHwest Ponderosa Pine — definitely a better product. 
Always quick delivery on either straight or mixed cars. Write 
today for the name of your nearest SOUTHWEST representative. 


‘Southwest «. LUMBER MILLS, INC. 


BOX 9? ° @R O22 ta, ARES OMA 


a year 








SIDING ° SHEATHING + SUB-FLOORING ° ROOF DECKING PANELING * INTERIOR FINISH 
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The complete line 
of profit-building 
aluminum products 








oO SLIDE-TITE HORIZONTAL (2) SEPARATE SCREENS © COMBINATION © COMBINATION WINDOWS 
PRIME WINDOWS AND STORM PANELS DOORS 2 OR 3 TRACK 


New aluminum and glass jalousies make Winter Seal 
the complete line —put you in business across the board! 5 WINTER SEAL IALOUSIES 


j west profit-maker 
Jalousie porch and breezeway enclosures, windows, and The newest pro 


doors, have nationwide appeal—have long been style in this profit-packed line. 
favorites in the West and South. Now WINTER SEAL 
has made them completely practical for any climate. Here’s 
a new profit opportunity that’s sure to grow ... and 
another big advantage when you GO WINTER SEAL S 
Winter Seal’s unusually full line is produced in a huge 
plant in Detroit (equipped with TWO giant extrusion 
presses), where maximum quality control is constantly Ww & ee T E aE 
exercised. A large fleet of trucks assures fast delivery; and ' 
our central Midwestern location is convenient to the entire exTRUDERS—MANUPACTURERS— r.% 
market area for most satisfactory factory-dealer relations Aluminum combination storms and 
Yes, Winter Seal puts you in business across the mee 1 ee Loe a ma 
board! All WINTER SEAL products can be shipped Doors—Separate Screen end Storm i 


: . F Panels Prime Slide- Tite Gliding Win- 
either assembled or KD, saving you time and money! dows Jalousies Windows and Doors. 


write for information on available distributor franchises 


WINTER SEAL CORPORATION . 14575 Meyers Road - Detroit 27, Michigan + Winter Seal of Canada, Toronto 15 
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Recommend Marlite 
... for the beauty of marble at far less cost! 





The decorative trend is to marble! 
And you can cash in on this trend 
by recommending distinctive Marble 
Panel in five beautiful patterns. 
Each one authentically reproduces 
the beauty of true marble... 
designed to add that touch of 
luxury to any interior at a 

fraction of the cost! 


And Marble Panel features the 
same soilproof baked plastic 
finish for which all Marlite panels 
are famous. It wipes clean with 

a damp cloth. Unaffected by 
moistures, smudges and stains, 

it stays like new for years. 

So offer your customers the finest 
prefinished paneling—and save 
them money, too, Recommend the 
large Marlite panels, in Hi-Gloss, 
Woodpanel or Marble Panel, and the 
popular new Marlite Plank 

and Block—for building, 
remodeling or do-it-yourself. 


MARSH WALL PRODUCTS, INC. 
Dept. 741, Dover, Ohio 


Make the most of 
Marlite — the 
profitable paneling 
for every interior 


> y] 


we 
e ® 
ari ate plastic-finished wall and ceiling paneling 


Martite Plank and Block Patent Applied For 
Made With Geavine Masonite® Tempered Ovolux® 


86 (For more dats on advertised products fill in coupon om page 126) July 11, 1955, AmericAN LUMBERMAN AND 





...among the dealers .:. 


Partridge Lumber Co. Founder Dies 


Thomas M. Partridge, 89, nationally-known lumber- 
man of Minneapolis, died March 31 at his home after 
a long illness. 

Retired president of the T. M. Partridge Lumber 
Co. and president of the Denniston-Partridge Co., New- 
ton, Ia., he was also one of the charter members of the 
Order of Hoo-Hoo and held membership No. 250, the 
oldest in existence at the time of his death. 

Partridge was born in Rochester, N. Y., but had lived 
in the middle west since the 80’s. In 1902 he organized 
the T. M. Partridge Lumber Co., now headed by his 
brother, Harry. 

Survivors are his widow, Francis B; a daughter, 
Mrs. Elizabeth Sedgwick of Minneapolis; one son, 
George B. of Minneapolis, four brothers and one sister. 
There are also 11 grandchildren and 16 greatgrand- 
children. 


Tree Farm Pays Off for Retailer 


George E. Carter, Port Arthur, Tex., retail lum- 
ber dealer, finds tree farming profitable. His farm, 
two miles northeast of Hillister, consists of 1,947 
acres of pine. 

Carter, 73, practices forestry and conservation, 
plants cover crops, has good livestock, and has con- 
structed stock ponds to conserve water. 

To help his pine timber produce more wood, Car- 
ter has girdled and deadened approximately 400 
acres, where he now has a well-stocked stand of 
pine and plans to continue hardwood control on the 
remaining acreage. 

Carter has his own post treating plant where he 
treats everything from fence posts to 2x4 lumber 
for his own use, and a considerable amount for sale 
at his lumber yard. The treating plant serves as 
outlet for some of the small trees removed when 
thinning the forest. 

Since taking possession of the land in 1941, Carter 
has made several cuts, has sold approximately 500,- 
000 board feet pine sawtimber and 100,000 board feet 
hardwood timber plus poles and pulpwood at an 
estimated value of $30,000. He tries to find a sale for 
all products removed from his forest—poles, piling, 
sawtimber, pulpwood, posts and even firewood. 





; ‘ ie 
WHISKERS WERE IN STYLE at the Palatine (Ill.) yard 
of the Edward Hines Lumber Co. until last week—that’s 
when the town celebrated its 100th anniversary. Norman 
Whipperfurth, left, yard manager and chairman of the pub- 
licity committee for the celebration, is pulling the beard 
grown by Harold Reese, tally man, while Jim Hosie, yard 
foreman and good beard grower himself, looks on. 


(continued on page 122) 
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ADJUSTABLE YALE 
ONE-PIECE ZIPLOCK 


——— 
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YALE HAS THE PRODUCTS 
AND THE DISPLAYS 
THAT SELL THEM FAST! 


VALE NO. 515 


YALE 222 COMBINATION PADLOCKS HC-19 


FEATURES 4 ZIPLOCKS 


FREE! SEND NOW! 


Write for valuable booklet, 

“The Key to Selecting Padiocks” 

THE YALE & TOWNE MFG. CO.. 

Lock & Hardware Div., White Plains, N.Y. 


YALE REG. U.S. PAT. OFF. 


YALE & TOWNE 
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How to 


pet 


the cream of 
plywood sales 


8 names, 4 produ, quality a 


There’s no confusion of grades 
and types in the royal family of 
plywoods, The quality that built 
the name SUPER - Harbord, 
exists in all these: 


@BOAT PLYWOOD 


@ SELECT 
CABINET PANELS 


@ KNOTTY 
@KNOTTY PLANKED 
@ CLEAR 


All solid core, 100% 
waterproof, spe- 
cially selected ve- 
neers, precision 
manufactured, 


Extremely tough, 
smooth, resin-im- 
pregnated overlays 
on BUPER-Har- 
bord cores. Perfect 
paint surface. 


Exciting new dec- 
orative paneling for 
indoor or outdoor 
use. Natural wood 
beauty at low cost, 


D Coll your. weanest:-Horbor max: 


ABERDEEN, WASH 221 
Harbord Mercantile 

Pow Office Box 940 
CHICAGO CA 6-0134 
Harbor Plywood Corp 
1444 West Cermak Rood 
HOUSTON CA 7-824) 
Harbor Plywood Corp 

303 St. Emanve! Street 
JACKSONVILLE & 4.8229 
Harbor Plywood Corp. 
2355 Dennis Street 

SAN FRANCISCO VA 6-241) 
Harbor Plywood Corp 

of Cal., 3095 Third Street 
TAMPA 68-1868 
Harbor Plywood Corp. 

802 North Rome Ave. 
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ATLANTA LA 0215 
Harbor Plywood Corp. 
1161 Ridge Avenue, $.W, 
CINCINNATI MA 1.2797 
Harbor Plywood Corp. 
51) Boymiller Street 
INDIANAPOLIS ME 7-3434 
Harbor Plywood Corp. 

of Indiano 
100) East New York Street 
LOS ANGELES Mi 1854 
Harbor Plywood Corp. 

of Southern California 
235 South Alameda Street 
SEATTLE ev 2228 
Herbor Plywood Corp. 
North 34th and Fremont 
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American Pulley Buys 
Safeway Lift Truck Line 


The American Pulley Co., Phila- 
delphia, has purchased the assets 
of Safeway Industrial Equip. 
Corp., Chicago, manufacturer of 
manually and electrically operated 
hydraulic lift trucks. 

The company plans to merchan- 
dise the lift trucks under the trade 
name of American Safeway 
through its nation-wide American 
Pulley distribution network. Harry 
T. Carroll, former president of 
Safeway, has joined the American 
Pulley Co. and will have his head- 
quarters in the Chicago office 
where stocks will continue to be 
maintained. In the near future, 
manufacturing and engineering 
will be transferred to the Ameri- 
can Puiley facilities in Phila- 
delphia. 


Boost Profits with 
Tool Rental Program 


Lumber and building materials 
dealers can get a larger share of 
do-it-yourself profits and custom- 
ers with a_ well-organized tool 
rental program, claims Black and 
Decker Mfg. Co. To meet the sky- 
rocketing demand for rental tools 
brought about by the increasing 
trend of do-it-yourself home mod- 
ernization and maintenance, the 
firm is offering dealers a_ tool 
rental assortment. 

The assortment contains 
essentials to start a successful 
program. It includes only those 
tools most frequently rented by 
dealers, an initial stock of acces- 
sories and metal carrying cases 
for protection and convenience in 
carrying the tools and accessories. 
Helpful merchandising material is 
also included in the assortment. 


the 
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Plywood Firm Adds Two 


Richard Palmer, manager of the 
Midwest Plywood Co., Cleveland, 
has announced two additions to 
his sales staff, Robert J. Jackman 
and W. R. Brown. 

The Midwest Plywood office and 
warehouse in Cleveland is the 
third Ohio expansion of the De- 
troit distributing and importing 
firm. Other branches are in Tole- 
do and Dayton. 


Two Firms Sponsor 
Unique Design Contest 


An unusual architectural design 
competition was sponsored jointly 
by the Washington Brick and Lime 
Co. and the Pack River Lumber Co. 

The objective of the contest, 
according to the Pack River Sales 
Co., Spokane, was to design a home 
for an Inland Empire family, using 
clay products and specified wood 
products, consistent with good 
architectural practices. 

The home was to be planned for 
a specific site and for a particular 
family of four: man, wife, and two 
teen-age boys. The family’s two 
broad avenues of interests, family 
amusement and formal! entertain- 
ment, were expected to be reflected 
in the general design of the home. 

Prizes will be awarded as soon 
as final decision is reached. Mem- 
bers of the jury are: Robert Cal- 
kins, Sunset Magazine; Harry 
Weller, State College of Washing- 
ton architect; Anton Eberle, presi- 
dent, Spokane Home _ Builders 
Association, Robert Moller, Inter- 
mountain Mortgage Co., and Neal 
R. Fosseen, president Washington 
Brick & Lime Co. 


HOW “NOT” TO DO IT yourself pic- 
ture is only a gag to plug Willock and 
Arquette’s Sunday night show. First 
hobby program to be televised nation- 
ally, it’s an authoritative Do-It-Your- 
self production sponsored by Reynolds 
Metals as a replacement for Mr. Peep- 
ers show. 
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THE 
Lumber's Atomic Age Will Bring 1955 FORECAST IS FOR BETTER 


New Methods, Materials, Lower Costs Rarnor garage door business 


Lumber’s own atomic age seems to be just around 
the corner. 

The Southern Pine Association has begun a re- 
search program that may reach hundreds of years Billions a 
into the future and even harness the atom to lumber rm) ms 
manufacture. 





Of immediate interest to consumers, however, is 
the prospect of developing new, lower-cost home 
building techniques, and creation of new and better 
materials for the home building field. 

The newly organized research and development 
committee of the SPA, is headed by Earl M. McGowin, 
W. T. Smith Lumber Co., Chapman, Ala. The commit- DOLLAR VOLUME 
tee will first coordinate results of earlier research, 
then initiate specific research toward improving lum- 
ber products, developing new uses, and lowering 
costs to consumers. Priority of projects will be based y 4 
on ideas received from lumber manufacturers. 











Some unusual suggestions were made at a plan- 
ning meeting of the committee. Among them were, 
possible future application of atomic energy to lum- 
ber manufacture, such as use of radio-active isotopes 
to control thickness and determine moisture content 
of wood; use of current electronics studies of vibra- 
tion qualities of wood, aimed at developing an ac- 
curate yardstick to determine strength properties of '53 
lumber for segregation purposes; development of new Pl» Lh gg 
and cheaper house framing techniques; improved ee 
drying methods, possibly through use of infra-red 
cooking and induction heating. Another suggestion 
was on finding new cutting methods. Studies are 
already underway by some southern pine manufac- 
turers of ultra-sonic vibrators and high speed thread 
bands, in this connection. 


In addition to MeGowin, the research committee "As ANTICIPATED 


members include; Ronald A. Coco, Baton Rouge, 
































La.; E. E. Dargan, Conway, S. C.; F. M. Dierks, ' 
Mountain Pine, Ark.; Philip E. Frankfort, Franklin, 1955 BUILDING 
Va.; Robert H. Rush, McRae, Ga.; T. L. L. Temple 


III, Diboll, Tex. and Peter F. Watzek, Crossett, Ark. EXPENDITURE is 





$39 BILLION DOLLARS 


Be prepared to cash in on your share of the 
Bird & Son, inc., East Walpole, wood sectional overhead door volume this 

Mass., has appointed Leonard C. Niese tremendous building expenditure will create 

as advertising and sales promotion 

manager, building materials. Niese in your market. 

woo dngge ayy = ed me oo yee nia 4 Raynor offers a residential, commercial and 

carpet manufacturers. ‘ industrial door to fit every opening—built 
Conde Hamlin has been elected complete in Raynor factories—equipped with 

president of DeWalt, Inc., Lancaster, Raynor Graduated Seal and plated hardware 


\o ‘ ‘ : idi ric = n . 
Penna., a subsidiary of American Ma —and backed by an aggressive and reliable 
chine & Fdry Co. Hamlin, former P 


executive vice-president of the com- door company. Raynor is the line of wood 


pany, has been director and vice- sectional overhead doors that offers you the 
president and prior to that, general ; 


ales manager greatest profit and most satisfaction. 


COMPANIES ANNOUNCE 


Yankee Tools, Inc. is the new name , ; 
of the North Bros. Mfg. Co., division Write direct for full details 
of Stanley Tools, New Britain, Conn. on the complete Raynor Door 
Winston W. Peterson, plant superin- Te , 

‘ 3 Line. 
tendent, has been elected a vice-presi- 
dent of the firm, and Larned 8S. Whit- 
ney, Jr. has been elected to the board 


of directors. | pYNOR 


Baldwin-Hill Co., Trenton, N. J., 
: 7 ‘— . , ME, 

has appointed Raymond F. Goeke Hamlin RAYNOR MANUFACTURING COMPANY, DIXON 
general sales manager of the build- : 
ing material division. uilder 1 Complete Line of Wood Sections Overhead Door 
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MONEY MAKERS 


Only R ; 

hi ‘ch 

ine of buj ld z 
Pa 





THE RICHKRAPT CO. 
510 N. Dearborn Screet 
Chicago 10, Illinois 


Gentlemen: 
Please send me the full story on the Richkraft Line 


NAME... 


ADDRESS 


TOWN... — _~ZONE._. STATE. 











90 
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Unique Lift Truck Has 
Panoramic Visibility 


An entirely new concept in lift 
truck engineering, the Hyster 
Monomast, was introduced this 
month by the Hyster Co., Portland, 
Ore. 

Disclosed as one of the industry’s 
greatest basic advancements, the 
revolutionary design of one mast 
gives a visibility never before pos- 
sible. The unique Monomast engi- 
neering consists of two box-type 
sections, one telescoping within the 
other. 

The new unit, allowing the oper- 
ator an unobstructed view of both 
forks and load, permits faster oper- 
ating speed, reducing driver fa- 
tigue. It also provides faster maneu- 
verability, faster approach, more 
accurate load placing and safer load 
handling. 

The Monomast design allows a 
15% increase in hoist speed. Load 
raising speed is now 58 feet per 
minute with a corresponding in- 
crease in load lowering speed. Slight 
horizontal carriage flotation permits 
the lift truck to angle back out of 
tight positions after load depositing. 

All standard hydraulic attach- 
ments can be mounted on the Mono- 
mast attachment carriage; non-hy- 
draulic attachments are also avail- 
able. The mounting is conventional 
and can be field-installed on current 
Hyster models UC-30 and YC-40 
without alteration. 


Big Log Rolls Eastward 


A Georgia-Pacific Plywood Co. 
plywood peeler log traveled 
through 22 states recently by spe- 
cial truck on a 4,500 mile good will 
tour. Launched with ceremonies 
in Portland, the huge 1,000 year 
old Douglas fir tree section, 24 
feet long and 7 feet around, made 
official visits to 28 major cities 
before arriving in Atlanta where 
it was the official Oregon State 
float in the Parade of the States 
during the Junior Chamber of 
Commerce national convention. 


July 11, 


Window Groups Unite 


A stepped-up seal of approval 
program for double-hung wood 
window units has been initiated 
by Ponderosa Pine Woodwork, 
Chicago, as an immediate result 
of the absorption into PPW of the 
American Wood Window Institute, 
Inc. 

Certification of quality is the 
core of the program. Proof that 
the window meets quality specifi- 
cations of Commercial Standard 
190-53 is provided by labeling the 
windows with a permanent metal 
seal. Manufacturers and assem- 
blers of window units are being 
licensed to use the AWWI seal. 
Membership in PPW is not a re- 
quirement for membership in 
AWWI. 


Adelphi Adds Three 
In Expansion Program 


Adelphi Paint & Color Works, 
Inc., Ozone Park, N. Y., has ap- 
pointed Bernard N. Walker, George 
E. Driscoll and William F. Naugh- 
ton as additional sales representa- 
tives in the New England area, 
according to an announcement by 
Bernard N. Cullen, sales and ad- 
vertising manager. 

Cullen emphasized that these 
appointments were aimed at ex- 
tending still greater coverage and 
service to the company’s outlets 
in New England. The three ap- 
pointments make a total of eight 
new sales representatives, but are 
just a part of a heavy expansion 
program designed to strengthen 
Adelphi’s position in the national 
market. 


Michigan Lease Plan 
Now Available In Canada 


Clark Leasing Corp., wholly- 
owned subsidiary of Clark Equip- 
ment Co., Buchanan, Mich., has 
announced that it will lease 
Clark’s line of Michigan construc- 
tion equipment in Canada on terms 
similar to those available in the 
United States. 

Leases are available with no 
down payment either with or with- 
out option to purchase for a period 
of three or five years. “The low 
cost of the leasing privilege does 
not penalize the smaller company, 
while it helps the larger concern 
keep working capital intact,” said 
John R. Wood, Clark treasurer. 

A Michigan franchised distribu- 
tor in Canada will work with the 
customer-lessee to set up all de- 
tails of the leasing of Michigan 
tractor shovels and excavator 
cranes, and will continue to pro- 
vide service facilities. 
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Arcadia Metal Builds 
New Plant in Fullerton 


Ground was broken recently in 
Fullerton, Calif., for the new Ar 
cadia Metal Products offices and 
factory. Henry E. North, Jr., pres 
ident, said that the plant, compris- 
ing nearly 50,000 square feet, will 
be completed by September. 

To commemorate the occasion, 
the firm made a contribution to the 
Boys Club of Fullerton. W. H. 
Hardwick, senior employe and a 
lead man in Arcadia’s hardware 
department, presented the check. 
Civic officials participated in the 
ceremony. 


- 


Styron Plastic Sheets 
Molded into Brick Patterns 


With a trend toward interior 
walls of brick, many homeowners 
are finding actual brick is too costly 
to install, or because of structural 
reasons, impossible to use. 
A recently-developed plastic 
“brick” is the answer to the home- 
owners problem. Called Holl-E- 
Wood, the material is available in 
2x5’ sheets of rugged styron plastic, 
and molded into a three-dimensional 
shape of actual bricks. 
Application of Holl-E-Wood brick 
is easy. Either nails, staples, mastic XS 
or plastic cement can be used. The 
“mortar” for Holl-E-Wood is a | CEPT" Del a 


liquid form of the same material | 7 
as the sheets. ETNA 2 ° 
has every kind of 


Birds Menace Lumber Mill | plywood you're likely to need 


Woodpeckers making their home 
in the company’s huge water stor- 
age tanks, may force the Hammond may be, AETNA can satisfy them for you. You don’t 
Lumber Co., Eureka, Calif., to shut 
down its big redwood mill which 
employs 1,800 men. The birds have | any standard grade, thickness and size you may wanf. 
been industriously boring holes 
into the wood tanks, turning them That's not only handy, but economical. One reliable 
into sieves. The plant can’t op- 
erate without water so Harnmond 
officials are conferring with the standard of quality, uniformity and service, 

State Fish and Game Department | 
trying to find a solution to the hb When you buy from AETNA you get more than 
problem. 


“> 


It’s a safe bet, whatever your plywood requirements 


need to shop around when one source has available 


source; one undivided responsibility; one well-known 


plywood, You get speedy shipment, experienced 
handling, guaranteed quality, and all the advantages 
of dealing with a reputable, reliable supplier with 
many years of plywood know-how. Make AETNA 
your Headquarters for a World of Plywood, 


WRITE AETNA for the RIGHT PLYWOOD 


GLASS) FIBERS 





ETNA PiLywoood & VENEER COMPANY 


PLYWOOD fo pur 


NEW TRADEMARK of L.O.F. Glass 
Fibers Co. which merged with Glass 


Fibers Inc. recently. Center section | 1732 N. Elston Ave ° Chicago 22, Hl. e AR 6-7100 


is symbolic of method for drawing | Branch Warehouses: Detroit, Grand Rapids, Indianapolis, Peoria, Rockford 
fine fibers from molten glass. New de 


sign will be basic trademark applied to | Milwaukee Plywood Company, Milwaukee 4 


all company products. | Branch: Wausau 
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The Flinkote Co., New York, has 
promoted three members of its staff, 
Alden Parks Noble, Richard L. Mur- 
ray and John W. Johnsen. According 
to a recent announcement by Stuart 
H. Ralph, vice-president, Noble is 
succeeding Arthur Beever, recently 
retired, as eastern division sales man- 
ager. Murray is now eastern district 
manager and Johnsen, Pennsylvania 
district manager. 


Copco Steel & Engineering Co., Chi- 
cago, has appointed W. H. “Deak” 
Atkinson as midwest district manager, 
according to an announcement by 
Stanley E. Hitsky, vice-president. 
Atkinson will be located at the Chi- 
cago office and warehouse in Blue 
Island, where the firm carries com- 

lete stocks of its aluminum and steel 


United States Plywood Corp., New 
York, has announced the appointment 
of Richard J. Brown to the post of 
sales promotion manager, according 
to vice-president William H. Hunt. 
Brown, formerly advertising and sales 
promotion manager of the Delta 
Power Tool Div. of Rockwell Mfg. 
Co., replaces Howard Roeding who has 
recently retired. 


Pope & Talbot, Inc., century-old 
San Francisco lumber and shipping 
firm, has announced the appointment 
of E. N. W. Hunter as executive 
vice-president, succeeding Charles L. 
Wheeler. Hunter has been with Pope 
& Talbot since 1945. Wheeler, an of- 
ficial of the firm and its predecessor 
companies since 1915, retired from his 
post only to be named as a special 


yuilding products. vice-president. 


The First Choice of 
Contractors and Carpenters... 
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UNUSUALLY STRONG — Made of mountain-grown 
Missouri oak to withstand years of hard, abusive wear. 


PROPERLY SEASONED — Every inch of our oak flooring is scientifically 
seasoned in modern Moore cross-circulation kilns. 


EXPERTLY MILLED 
NOFMA standards. 


Each piece is accurately milled and graded to 


SMOOTH AND CLEAN — Carpenters everywhere prefer Ozark Oak Fioor- 
ing because of the minimum amount of sanding and finishing required 
after laying. 


PROMPT SHIPMENT — All orders are carefully bundied for safe, clean 
arrival and easy loading and handling. 


The beautiful graining, color and uniformity of Ozark Oak Flooring, when 
once installed in either new or remodeling jobs, will build good will for 
you and sell itself to future prospects who see it. There is no flooring 
like genuine Ozark Oak Flooring for beauty and long life. Specify it on 
your next order, 


~ fom 
ae 


The OZARK OAK FLOORING CO. 


BISMARK, MISSOURI PHONE 115 
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Atlas. Plywood Corp., Boston, has 
announced the appointment of John 
R. Perry as manager of its new ware- 
house on Route 128, Needham in the 
New England Industrial Development 
Center. Another Atlas appointment 
is that of Richard D. Bolster, assistant 
treasurer, named assistant to the 
president, according to an announce- 
ment by Robert A. Muller, the firm’s 
president. 

Thompson Yards, St. Paul, has an- 
nounced the retirement of J. A. (Jab) 
Lloyd, division manager for the Man- 
kato Div. Lloyd has had a long and 
distinguished career with Thompson 
Yards since beginning with the firm 
in 1916. Glen. O. Thompson, who has 
been with the company since 1927, 
will succeed Lloyd, according to an 
announcement by John M. Musser, 
general manager. 


New Officers Elected for 
Redwood Region Logging 


Henry K. Trobitz of the Simpson 
Redwood Co., Klamath, was elected 
president of the Redwood Region 
Logging Conference recently, and 
Ukiah was chosen as the site for 
next year’s conference. 

Other new officers include: Ted 
A. Carlson, Pacific Lumber Co., 
Scotia, vice-president and Profes- 
sor Emanuel Fritz, University of 
California, Berkeley, secretary. 

The conference resolved to sup- 
port proposed California legisla- 
tion granting lumber haulers a 
rate increase to permit a profit on 
legal load limits rather than force 
truckers into overloading. 


Portable Electric Plant 
Speeds Home Jobs 


Anticipating the growing need 


for portable electric power on 
home construction job sites, D. W. 
Onan & Sons Inc., Minneapolis, is 
offering a new electric plant to 
lumber and building materials 
dealers. 

The new Onan Model 205AJ, 
powered by a 4-cycle engine for 
quick starting, fuel economy and 
maintenance, delivers 2,500 watts 
of A.C. power, enough to operate 
several tools or floodlights simul- 
taneously. It weighs only 154 
pounds and costs less per watt of 
output than any electric plant in 
its size range, the company claims. 
A complete practical rental plan 
for the Onan line is available from 
all Onan distributors. 
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SPECIAL BODY designed 
to handle lumber and 
building materials is now 
available for mounting on 
standard 125-inch wheel- 
base chassis. Loading 
space, left, is provided for 
nails, paint and other bulk 
items under the truck bed. 


‘Lumberjack’ Truck Body Designed 
To Speed Building Materials Hauling 


A new delivery body, especially designed to meet the 
requirements of the lumber trade is now in production 
at the DeKalb Commercial Body Corp., DeKalb, IIl. 


The half-cab lumber delivery truck mounts on a 
Chevrolet, Ford, GMC or Dodge forward chassis. 


The first body, built for Walworth (Wis.) Lumber 
Co. has greatly increased the efficiency of the company’s 
delivery operations. 


“Over 75% of lumber handled is 16 feet or longer 
and the half-cab eliminates lumber hanging far over 
the end of the truck,” says Leonard C. Church, presi- 
dent of Walworth Lumber Co. “It also permits loading 
and unloading from the front of the truck—elimi- 
nating the necessity of backing into tight places. 


“We use the lower loading space for delivery of 
plywood panels and other sheet products. The cabinet 
compartments of the body are used for hauling nails 
and paints. 


“The meter recorder on the truck shows it to be 
getting six hours use daily,” Church says, “and we 
can now make more deliveries per trip. 


“T would make only one change in the unit,” Church 
adds “—it would be a chassis equipped with an auto- 
matic transmission.” 


Access to the lower loading space area—49” wide 
by 120” long is provided for plywood panels, insulation 
board and flat materials. 

The design incorporates a short wheelbase (125”) 
with maximum maneuverability and a 7’ x 16’ loading 
space. The new unit eliminates about 9’ from the over- 
all length of conventional type trucks. 
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YALE | 
DEADLOCKS 


YALE HAS THE PRODUCTS 
AND THE POINT OF SALES DISPLAYS 
THAT SELL THEM FAST! 


YALE 
Deadlock 
Display G 


feature 


FREE! SEND NOW! 


Write for valuable booklet @ 
“The Key to Selecting Auxiliary Locks” . 

THE YALE & TOWNE MFG. CO., 

Lock & Hardware Div., White Piains, N.Y. y 


’ 
}, VALE, REG. U.S. PAT. OFF 


pues YALE & TOWNE: 
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APPEARING ON THE PANEL “Ways and Means of Increasing the Use of Wood 


Products, 


were (left to right): James F. Fowler; Ormie C. Lance; R. D. Behm; 


James M. Green, Southern Sash and Door Jobbers Association president; George 


C. Romeiser, F. 


R. Weddington, panel moderator; Robert H. Morris; Joseph W. 


Sherar; C. A. Luce, and W. H. O’Brien. 


SSDJ Plan Aggressive Promotion Program 


Southern Sash and Door Jobbers Emphasize Need for Promo- 
tion and Quality Wood Products at Memphis Meeting. 


A panel discussion “Ways and Means of Increas- 
ing the Use of Wood Products” highlighted the 
Southern Sash and Door Jobbers Association’s an- 
nual meeting in Memphis, Tenn., June 13-14. James M. 
Green, president, presided over the meeting attended 
by approximately 240 members of the industry from 
19 states. 

Panel moderator was F. R. Weddington, president 
of Wm. Cameron & Co., Waco, Tex. Panel members 
were R. D. Behm, Hardwood Plywood Institute, 
Chicago; James F. Fowler, Douglas Fir Plywood 
Association and Fir Door Institute, Tacoma, Wash.; 
Ormie C. Lance, National Woodwork Manufacturers 
Association, Chicago; C. A. Luce, West Coast Lum- 
bermen’s Association, Portland, Ore.; Robert H. 
Morris, Ponderosa Pine Woodwork, Chicago; W. H. 
O’Brien, Southern Pine Association, New Orleans; 
George C. Romeiser, Southern Hardwood Producers, 
Inc., Memphis and Joseph W. Sherar, Western Pine 
Association, Portland, Ore. 

Weddington kicked off the discussion by asking 
panel members to tell “what you are doing in the 
way of advertising wood products.” 

Morris said PPW uses trade publications (includ- 
ing American Lumberman) and the Saturdav Eve- 
ning Post to supply props to jobber salesmen; pro- 
vides ponderosa movie spots and newspaper clip 
service to dealers; maintains a field service to check 
with architects and is emphasizing its exhibit at the 
NAHB show in Chicago. 


Quality Keynotes Promotions 


Luce said WCLA is spending up to $1 million a 
year in advertising (mostly to consumers) and last 
year provided nearly 4 million copies of promotional 
literature to dealers, This year WCLA plans to ex- 
pand its TV promotions, is working on six 15-minute 
films to be ready this fall, and is preparing a set of 
20 color slides for architects and schools. 

Romeiser said SHPI has a film available on 
southern hardwoods and is offering technical assist- 
ance to the consumers. “We are putting more em- 
phasis on the use of hardwoods for interiors such as 
paneling, molding, trim and cabinets,” he explained. 

Lance also stressed promotion, cited the standard- 
ization program and reminded members that “only 
quality goods can be promoted and sold.” Trade 
magazine articles help he said and dealers must over- 
come arguments of competitors. “Excellent results 
can be obtained by stressing preservative treatment 
of wood,” he added. 

O’Brien stressed the use of proper grades and con- 
struction. “Quality is the keynote of all our promo 
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tions,” he declared. School construction is a great 
challenge and opportunity for the industry. ‘We 
must overcome arguments against wood use in 
schools. We are providing bulletins to architects 
showing wood use in school construction, have added 
a publicity department and are scheduling increased 
advertising.” 

Fowler stressed a panel door program aimed at 
architects, predicting that panel doors will again be 
popular and patterns now considered old-fashioned 
will be in great demand in four or five years. He 
revealed that a big promotion will break in the Sat- 
urday Evening Post this summer on the theme “See 
your retail lumber dealer for all of your building 
materials.” In view of the expansion of families, he 
sees a gigantic market for remodeling and said many 
of the homes built in the last few years will need 
an extra room as families grow. 


Defends Wholesaling 


Another program highlight was the address “Speak 
Up for Wholesaling” by Martin T. Wiegand, Wash- 
ington, D. C., treasurer of the National Association 
of Wholesalers. 

Defending wholesaling and contending it has a 
rightful place in the nation’s economy, he charged it 
has been kicked around for a long time as the “cost 
of distribution”—and usually called the high cost of 
distribution. Wiegand declared the association is 
trying to get rid of this stigma of the “profiteering 
and needless middleman” and bring out the fact that 
distribution adds value to a product, not cost. 

President Green, secretary-treasurer Thomas 
Birchfield and vice-president David P. Steves were re- 
elected. Birchfield reported the association member- 
ship now encompasses a 19-state area with 138 mem- 
bers and 15 subscribers to the bulletin service. The 
association will meet in Memphis next June. 

Directors chosen for three-year terms were: W. J. 
Baldwyn, Jr., Jacksonville (Fla.) Sash & Door Co., 
R. T. Edwards, Central Woodwork, Inc., of Georgia, 
Atlanta; J. Reese Jones, Jr., Victoria Sash & Door 
Co., Shreveport, La.; Joe Davidson, Davidson Sash 
& Door Co., Lake Charles, La.; B. J. Wheless, Allen 
Builders Supply Co., Jackson, Miss.; R. S. Kennedy, 
T. H. Rogers Lumber Co., McAlester, Okla.; Wayne 
Lowrey, Cole Manufacturing Co., Memphis; Herman 
Detering, The Detering Co., Houston; Sam Bell 
Steves, Steves Sash & Door Co., San Antonio, and 
Harold W. McNabb, Wm. Cameron & Co., Waco. 
Elected as a director for one year to fill an unexpired 
term was G. Holland Beasley, Beasley & Sons Co., 
Nashville, Tenn. 
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FREE! EZ-Way profit kit to give you more sales! 





Full of sales aids and sales-making ideas, the 
EZ-WAY PROFIT KIT will help you increase 
tie-in sales—as well as create demand for EZ-Way 
Disappearing Stairways. An EZ-Way unit starts 
home owners thinking about ATTIC CONVER- 


SION—and that can create $200 or more in tie-in 
sales for you! 

One or two EZ-Way units in a housing develop- 
ment creates a demand that snowballs into tre- 
mendous sales possibilities—if you are ready. So 
don’t wait. Get a good advance look at what 
EZ-Way offers you. Learn how EZ-Way can help 
you make more sales. Write for your EZ-WAY 
PROFIT KIT today. 


EZ-WAY Sales, inc. 


Box 300-3, St. Paul Park, Minn. 









BRONZE OILITE BEARINGS 


Twenty times longer life— 
recommend for high fre- 
quency doors, jalousies and 
commercial doors. In time 
defying stainless steel, solid 
brass and triple plated steel. 
Double purpose. Just re- 
verse one leaf—full surface 
and half surface, full mor- 
tise and half surface. 


















FULL 


FULL mo Ie 
MORTISE 


SURFACE 


HALF 

















TIME SAVING 
STORM DOOR SET 


Available in complete set 
for each door including 
hinges, latch, lock and 
closer with or without 
chain. 


IDEAL BRASS WORKS, INC. 
250 E. Sth St., St. Paul 1, Minn. 
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made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 

extra wear... 
® Beautiful, Practical 


be painted in 
two tone colors to 


harmor 





Look for the 
EASY-CHANGE trademark 
branded on the edge 

of each door. 
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TRADE MARK REG 


THE COMBINATION DOOR CO. 
FOND DU LAC WISCONSIN 


One Name That Means... 
Increased Sales! 


e**for further particulars ask your 
Sash and Door Distributor or write - 









Squeeze Cust 
7 WILHOLD Were 
GLUE oo 
5 senoee Ragan @tasy y 
ME haar © Full Margin 


Wilhold white glue quality and time-sav- 
ing features are well known to finishing 
carpenters, cabinet makers, factories, do 
it-yourselfers and handymen from coast to 
coast. 


REDUCES INVENTORY! No need to stock 
many glues—this ONE glue will do so 
many different jobs that if will satisfy the 
many needs of your customers, from the 
professional carpenter to the lady of the 
house. 


ee 


The best merchandised 
give you can sell, Well 
pockaged——proper sizes— 
informative literature— 
LONG SHELF LIFE—~NO SPOILAGE! well advertised. 


Jobber serviced everywhere! Small standard shipping cases! 






WILHOLD PRODUCTS €O., Dept. 4, Chicago 44, Il. 
Please send FREE SAMPLE of Wilhold White Glue, 
prices and name of nearest dealer. 


Firm. 
Nome 


Address - 
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MAGIC 


i Y LINK 


.. making Modernaire the 
easiest window in the world to 
clean! Just press the button to 
t disengage the sash! Window 

opens to nearly 130° for easy 
cleaning of outside glass from 


inside. 


EXCLUSIVE WITH 


AWNING TYPE 
Convertible 


WOOD WINDOWS 











Than Any Other Window 
...and ot LOWER COST! 


* PUSH BAR, MANUAL or ROTO opera- 


tien. 


Self-Storing Oval Glazing Panels. 


Clear Ponderosa Pine. Woodlife 
treated. 


Faced. May be Reglazed, 
UNION MADE AND LABELED 


WRITE FOR NAME OF NEAREST 
MODERNAIRE JOBBER 


RP RAT 
84 KINSMAN RD. * CLEVELAND 4. OHIO 
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More Built-in Advantages 


Exclusive Slip-Out of Roll-Up Screen. 


Super-Seal Aluminum Weatherstrip. 


Carton Packed. Gloss Bedded and 











.all about wholesalers... all 
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How to Stage a Successful Promotion 


Develop a_ promotional 
calendar and follow it, ad- 
vises Armstrong executive, 
who gives the details below. 


The value of an annual promo- 
tional calendar was emphasized by 
Frederick O. Schweizer, manager 
of promotion and sales training for 
Armstrong Cork Co., Lancaster, 
Penna., at the recent meeting of the 
National Building Material Distrib- 
utors Association in Cincinnati last 
month. 

‘*‘There is 
nothing so up- 
setting to the 
sales manager of 
a wholesale dis- 
tributor,” point- 
ed out Schwei- 
zer, “as to spend 
several weeks 
organizing a 
special drive on Schweizer 
millwork and then have another 
major product promotion arrive un- 
expectedly just a few days before 
the millwork push. 

“As far ahead as possible, the 
manufacturer should notify the 
wholesaler of the subject of the 
promotion. Naturally, it should be 
selected on the basis of current de- 
mand, need for new customers, spe- 
cial displays, additional emphasis 
on old products or announcement 
of new products. 

By knowing the subject of the 
promotion, the wholesaler can do 
some preliminary advance planning. 
And by having all the data several 
weeks before the actual starting 
date, the manufacturers’ field repre- 
sentatives can work out the details 
with the wholesale salesmen. 

“Timing is just as important a 
part of a successful promotion as 
the product itself,” added Schwei- 
zer. “Here are a few suggestions of 
the type of material, which should 
be included in the promotional pack- 
age.” 

1. Complete outline of the en- 
tire promotion, explaining the 
why, what and how of the pro- 
motion. This normally goes to 
manufacturers’ representa- 
tives so they can study the 
contents and arrange a meet- 
ing with the wholesaler or- 
ganizations. 

2. The package should be as com- 
plete as possible. This may in- 
clude sound slide films, dis- 
plays, selling portfolios, sam- 
ples, ad mats, TV spots, etc. 


8. Wholesaler salesmen should 





receive something to take 
away from the meeting as a 
reminder of the promotion—a 
selling piece or promotional 
booklet or a portable display. 

4. A definite time period should 
be established for the promo- 
tion from start to finish. 

5. Establish a definite objective 
—minimum number of new 
accounts, orders for material, 
sale of display, etc. 

6. Provide some incentive or pay 
off for the wholesaler salesmen 
—prizes, trips or added com- 
missions. 





“The more information you can 
give a salesman,” asserted Schwei- 
zer, “the more you can help him 
understand what he is trying to sell. 
And the more you can help him anti- 
cipate the kind of objections he is 
going to face in the dealer’s yard, 
the better your chances of success. 

“That is why so many sales train- 
ing experts indorse the use of prac- 
tice selling sessions, which many 
wholesalers use before their men go 
out with a promotion. It does sev- 
eral things: 

“First, it irons out problems on a 
salesman’s mind and increases his 
confidence. Secondly, it enables you 
to gauge how effectively your sales- 
men are putting across the story. 
Finally, it gives you a chance to 
build enthusiasm on the part of 
your men and give them some point- 
ers that will add some showmanship 
to their calls. 

“Enthusiasm is what sells a pro- 
motion. The sales manager who 
simply drops a promotion on the 
salesman’s desk, leaving it for him 
to figure out, can’t expect the sales- 
man to treat the promotion with any 
more enthusiasm or importance 
with his dealers.” 


New Distributors 


Lerner Plywood Co. was recently 
formed in Detroit to serve metropoli- 
tan Detroit and its immediate trading 
area. Joe Lerner is president of the 
new firm. 


Leone Lumber and Supply Co., 
Glen Rock, N. J. has been appointed 
distributor of kitchen cabinet tops by 
United Metal Cabinet Corp., Brook- 
lyn, according to a recent announce- 
ment by Bill Follett, United national 
sales manager. 


Walter E. Selck and Co., Chicago, 
has been made distributor of Viny] 
Plastics Inc., flooring products for all 
of Michigan, Wisconsin, Illinois and 
eastern lowa, according to an an- 
nouncement by Ben Harff, vice-presi- 
dent and marketing director of VPI. 
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SELLING KITCHENS 
(begins on page 60) 





down of the total compensation 
might be: 
40% salary 
50% commission on sales 
10% bonus. 


Getting in the Home 

When a “cold call” is necessary 
salesmen should be encouraged to 
use the free sample or free inspec- 
tion to get in the door. Many 
dealers make their own “door- 
openers” from the building mate- 
rials they sell every day in the 
vard. Frequently scrap lumber can 
be used to fabricate cutting boards 
and other small items in slack 
periods. Coasters and hot pads can 
be made from insulation board. 
Some dealers use small cans of 
paint and other products to get in 
the door. Regardless of the gift be 
sure that your name and address 
is on the item. 

Free kitchen inspections are 
often effective. The salesman 
should stress that you are a local 
firm and that the visitor is fully 
qualified to make the inspection. 
Literature should be distributed 
on all calls. 

Finding Prospects 

The salesman should be support- 
ed by a system that concentrates 
on the most likely prospects. Here 
are a few sources: 

!. Your satisfied customers. 

2. Title transfers in the local 
paper. 

3. Moving companies. 

. “Shopper” calls. 
5. Title companies. 
>. County court house (remodel- 
permits). 
Dairies. 
. Other trades like plumbers, 
electricians. 

9. Real estate agents. 

10. Other salesmen. 

11. Having your wife make 
“blind” phone calls from a city 
directory to smoke out leads for 
you. 

12. Survey of homes to find out 
age and type of kitchens. 

13. Training a girl who knows 
kitchens to find prospects by talk- 
ing to housewives from door to 
door. 

14. Cold calls house to house. 

15. Direct mail. 

16. Consistent advertising. 

Use of prospect cards is a 
“must.” The card should carry on 
one side the complete story on 
each prospect. The opposite side 
should be graphed or gridded so 
the salesman can make a rough 
sketch of the proposed job. 
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“when you sell 
easy to install 
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Canopies, Awnings 
and Shutters 


rf When labor costs go down, profits 
: go up. Fawsco all-aluminum can- 
CONTOUR CANOPY opies, awnings and shutters are 


packed with full instructions for easy 
= installation, make an easy to sell “do 
as it yourself” item. Easy to handle, fit 


WEATHER-GUARD CANOPY 80% of all doors and windows made. 
Six different styles to complement 
most architectural designs. Choice of 
green, red, blue or white baked 
enamel finish on sturdy aluminum. 


Will not rust, warp, or deteriorate. 
WEATHER-GUARD AWNING 


Distributorships available in a few 
choice areas. Write immediately for de- 
tails on adding this profit-boosting line 
of home accessories. 


FAWSCO MANUFACTURING DIVISION 
Cuyahoga Falls, Ohio 


FAWSCO MFG. DIVISION 
Cuyahoga Falls, Ohio 


For FREE 4 Please mail me illustrated 4-color FAWSCO catalog. 


Colored mene 
Catalog ADDRESS 
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UNPROFITABLE 
‘CAT & DOG’ 
LENGTHS 


HEAVY, COSTLY 
INVENTORIES 


BUY AIR-KING 


SPECIFIED 
LENGTHS 


YOU SAVE money when you order 
quick “turnover” lengths and widths 
in West Coast Douglas Fir lumber 
through AIR-KING., 

WRITE for details. 


WCLB Grape stamp 





combined with AIR-KING'S strict 
standards assures uniformity and 
customer satisfaction, 


SPEED in peLivery 





by a mill designed for quality and 
fast production. High speed equip- 
ment; experienced personnel. 


Alg-iiNG 


TIGARD, OREGON 
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THE LUMBER MARKET 


Resistance Strong 
To Higher Prices 


SEATTLE — The car shortage 
continues to bother’ shippers. 
Prices tend to be steady in many 
items. However green fir dimen- 
sion is softer and No. 3 random 
length has dropped $1. Hottest 
item in fir is 2x10 dimension. There 
is a good demand for lumber but 
considerable resistance to high 
prices is apparent. More air dried 
hemlock is available and prices 
are unchanged. Fir and hemlock 
uppers are unchanged. 

Shingle prices have been un- 
usually stable the past two to 
three months and prices are the 
same as a fortnight ago. No. 1 
perfections lead the demand. Red 
cedar siding prices are unchanged 
and very firm. Mills are still 
heavily booked with orders. Pines 
sell at previously quoted figures 
but Engelmann spruce No. 1 and 
No. 2 dimension is quoted $1 high- 
er. Air dried stocks are slow to 
enter the market due to the late 
spring. 

Inventory of logs reveals a low 
supply for this time of year. On 
June 1 Puget Sound reported 295 
million feet which was two million 
feet higher than supplies on May 
1. But the yearly comparison re- 
veals the June 1954 logs on hand 
totaled 340 million feet. 

Columbia river district on June 
1 had 271'%, or 11 million feet 
more than May 1. But a year ago 
June 1 the district had 38914. 
Thus the two districts have par- 
allel figures. 

Grays Harbor had 78 million 
feet on June 1 or eight million feet 
more than May 1. A year ago May 
1 the district reported 69 million 
feet. 


Finish Grades Off 
At Kansas City 


KANSAS CITY—AII species and 
grades of lumber in the southwest 
continued to exhibit marked 
strength and demand save one- 
finish. Due to a competitive situa- 
tion which saw a shift to hemlock 
and fir, yellow pine grades of fin- 
ish continued to lag. Mills report 
the need for c & btr finish orders 
and a wide differential in price 
lists became apparent. Mills re- 
port that lists varied as much as 
$5 to $10, while in other grades 
quotations showed variances of 
$1 or perhaps $2, at the most. 

Common lumber was in good de- 
mand in all producing areas and 
mills found it difficult to maintain 
any assortment of stocks. No. 2, 
1 by 8’s boards were bringing $87 





for kiln-dried and $85 for air- 
dried. On No. 2, 1 by 6’s the 
kiln-dried stock sold from $80 to 
$82 at the mills and air-dried 
brought about $2 less. 

On dimensions, mills reported 
shortages in 14-foot lengths of 
2 by 10’s and 2 by 8’s. Prices have 
moved up $1 to $2 a thousand on 
such items in the last week or so. 

The Federal Reserve bank of 
Kansas City reports that retail 
lumber sales, as reported by 184 
line yards in the tenth district, for 
the year to date are 29% ahead of 
a year ago, and that wholesale vol- 
ume is up 11%. 

The Trans - Missouri - Kansas 
Shippers’ board forecasts that it 
will take 9,969 cars to haul the 
lumber moving out of the district 
during the three months ending 
September 30. This will be 5% 
higher than the 9,494 cars actually 
required a year ago. 


Weyerhaeuser, Simpson 
Swap Forest Land, Mill 


TACOMA—Reports of plant and 
property transactions of para- 
mount interest to the lumber and 
logging industry were announced 
as mills and camps throughout the 
area continued to operate at ca- 
pacity. A rash of small forest and 
brush fires occurring sporadically 
throughout western Washington 
provided just about the only im- 
pediment to business, necessitat- 
ing imposition of hoot owl shifts 
in some instances. No serious fires 
were reported. 

One of the important transac- 
tions was announced jointly by 
the Weyerhaeuser Timber Co., 
Tacoma, and the Simpson Logging 
Co., Shelton. Weyerhaeuser is ex- 
changing approximately 45,000 
acres of forest lands in Mason 
county for an equivalent acreage 
in the former Schafer Brothers 
tree farm recently acquired by 
Simpson. In addition, Weyer- 
haeuser will acquire the Aberdeen 
sawmill and “certain other phy- 
sical assets” formerly owned by 
Schafer. Simpson purchased all 
Schafer properties, including the 
mill and forest lands, in the trans- 
action estimated to involve be- 
tween $15 to $20 million. 

The forest properties exchange, 
according to J. P. Weyerhaeuser, 
Jr., president of the Tacoma firm, 
“nermits consolidation of Weyer- 
haeuser land holdings in this area 
and, with the building of our pulp 
mill (at Cosmopolis) will bring 
about one of Grays Harbor’s larg- 
est industrial developments.” 

Announcement that Weyer- 

(continued on p-ze 100) 
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WE HAVE THE HARDWARE 
IF YOU HAVE THE DOOR! 


ye 


COMPLETE HARDWARE 


for Residential & Industrial overhead doors... 


* 3-4-5 SECTION DOORS 
. QUICK DELIVERY .. . from 
our own Fabricating Plant. 


CALL or WRITE 


INCLUDES 


SPRINGS 
Tapered TRACK 
Mechanical Wedge 

HINGES 

CABLE LIFT 
BALL-BEARING 

ROLLERS 
All Necessary 
BOLTS — NUTS 
LAG SCREWS 


POWER DOOR CO. 


MONMOUTH JUNCTION, NEW JERSEY 





TELEPHONE »« MON. JUNCTION 7-8511 





SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities flooring, lath, cement to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No. AL-75. 


STANDARD CONVEYOR CO. 
General Offices 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 


RAVITY & POWER 








CONVEYORS 
een ) 

















SHAKE PAINT 
L BEAUTIFUL COLORS | 
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Now you can stock and sell 
premium DriHome Shake 
Paint. Ideal for putting new 
life on shake, shingle or rough 
board sidewalls, DriHome 
Shake Paint will help build 
your reputation for quality 
merchandise. Priced right. 
Available in all modern colors. 
See your DriHome Shake 
distributor, or write... 





HUNTTING - MERRITT 
SHINGLE CORPORATION 


601 Cornwall Street 
Bellingham, Washington 


FOR SHINGLES 


BUILDING PropucTts MERCHANDISER 








a history 
OF 
QUALITY 


customer 
satisfaction 


Through the years, Mt. 

non flooring has delivered 

beauty, endurance and repeat sales. That's because 
there’s no substitute for quality—and it’s traditional 
that each strip of Mt. Vernon flooring be made of 
finest timber, and carefully manufactured and graded. 
For satisfaction and sales, make your next order 
NOFMA-certified Mt. Vernon Brand flooring. 


OAK ALSO BAND SAWN HARDWOODS 


BEECH Latest equipment; dry kilns 
planing mill and flooring pliant 
PECAN Send us your inquiries 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 
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haeuser will start immediate con- 
struction of a 400-ton sulphite 
mill at Cosmopolis on Grays Har- 
bor was made a few days earlier. 
The new plant is expected to be 
finished during 1957 at a cost in 
excess of $20,000,000. 

Simpson’s president, Thomas F. 
Gleed, explained that lands which 
Weyerhaeuser is trading to Simp- 
son contain second growth timber 
of age classes fitting in with the 
long-range plans of the Simpson 
sustained yield program and 
brings added raw material re- 
sources to Simpson’s plants at 
Shelton and McCleary. Simpson 
plans turning the Aberdeen mill 
over to Weyerhaeuser about July 


WELLS 
ALUMINUM 
THRESHOLDS 


COMPLIMENT 
ANY ENTRANCE 


> wma 


1. Weyerhaeuser said his company 
expects to be able to start work 
operations at Aberdeen as soon 
after delivery as integration will 
permit. 


Prices Unchanged 
In Southern California 


SAN FRANCISCO—Residential 
and commercial construction 
throughout northern California is 
now reaching its peak, with result- 
ant high demand for lumber in 
almost all grades and all categor- 
ies. 

Excellent weather has_ kept 
work in the woods at high levels 








Wells Aluminum Thresholds are becoming a 





Send complete dato fast! 


OC) tm @ builder [ 
(LO I'm @ building wpply dealer 


Company 

Nome Title 
Address 

City. State 


100 


standard specification with today’s top build- 
, ers! Their beauty and durability are important 


) i'm @ building supply wholesaler 


(For more data on advertised products {ill in coupon om page 120) 


assets in the sale of new homes...in the 

growing remodeling and do-it-yourself 
markets. Wells gives you the only self- 
merchandising threshold line — packaged, 
displayed, supported by literature and 
priced to sell. Get the facts today! 


Send coupon to Dept. 4 


4 3 


ALUMINUM PRODUCTS CO 
Div al Wells Specialty Co., Inc 
North Liberty, Indiana 





July 11, 


and mills are producing to capac- 
ity. 

Wholesalers and retailers alike 
report demand is holding at “good 
levels for industry prosperity” 
and prices are firm with little if 
any change from previous reports. 

Lumber shipments from South- 
ern Pacific lines in California and 
Oregon in the first four months 
of this year toppled all existing 
records for those months. 

Leading in the increase in ship- 
ments were plywood, veneer and 
built-up woods. A total of 17,557 
carloads of plywood products 
were carried in the four months, 
an increase of 4,797 cars over the 
same period last year. 


Southern Pine Stronger 
In the Baltimore Area 


BALTIMORE — The southern 
pine market here shows some indi- 
cations of a rise, as fir from the 
west coast becomes increasingly 
more difficult to procure. Dried 
southern pine roofers are bringing 
around $85 to $87 per M, while 
the green lumber is about $2 to $3 
less. The 2 x 6s and up can be 
bought for anywhere from $85 to 
$102 per M, depending upon the 
quality of the lumber and the mill 
from which they are purchased. 
Despite the strengthening of the 
market, there is still a definite sur- 
plus of this lumber, and dealers 
are not selling nearly as much of 
it as they would like. 

Direct shipments of pine to re- 
tailers and contractors are still 
harassing some yard owners; but 
this condition now would seem to 
be isolated to those wholesalers 
catering primarily to the building 
construction trade. 

Fir is extremely scarce here, 
and there is no relief in sight. 
Shipping fir via railroads is now 
next to impossible due to the west 
coast truckers strike and the har- 
vest; and steamer space is also at 
a premium. It was reported that 
space could be obtained for ship- 
ments into Philadelphia and New 
York without undue difficulty; but 
that steamship companies were 
rather reluctant to dock in Balti- 
more. One local commission mer- 
chant reported that he was taking 
orders for fir as far ahead as July 
and August, and soon expected to 
be selling shipments for Septem- 
ber loading. 

The hardwood market continues 
very strong, although no undue 
activity was reported with the ex- 
ception of oak flooring. Select red 
oak flooring is up about $2 per M 
over its price of two weeks ago, 
and other grades have shown a 
slightly less noticeable advance. 
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McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 
McCloud, Calif. 


uy the BEST-- 


Say BESSLER! 


Stock and 
Sell 
BESSLER 
Disappearing 


Stairways 


. The ORIGINAL Genopenr es 
stairway — made for over 4 
years. 

. A real stairway—not a ladder. 

. Seven well-engineered models 
—for every need 

. Safety-designed in every de 
tail fer your protection. 

. Suitable for the finest homes— 
old and new. 

. Operates from sbove and be- 
low. 


. Full width treads—SAFE for 
everyone. 

. ALL steps are of equal heignt 

. Treads and stringers are made 
of Sitka Spruce. 

. Full door width provides am. 
ple aceess ‘or large objects. 

. Full tength SAFE hand rail. 

. Acourate architectural design 
assures ooey, and SAFE 





6 an 6 
. Al mote vere A of 
strong, pressed steel. 
New Catalog > Repairs siwayt available on 


and Wall Chart! Ls 


‘ . Doors mace of White Pine and Fir in two. 
Iustrates ond describes com cane! ana flush types; hardwood doors in 
plete line of seven Bessier flusn type only 


| Quality ¥ ii e Disappearing Stairway Models . Tailor-made for all heights—ne short or tong 


t all steps 
WESTERN to meet all your needs. This . ae on Se © ele 


new catalog and woll chart par 
te] aa [ele] +). PONDEROSA PINE shovid be in your files for 18. IMMEDIATE DELIVERY! 
» ; moe 


ready reference — write now! 19. Meets all bulliding 





SUGAR (Genvin White a 
DOUGLAS FIR. WHITE FIR 


The Bessler Disappearing Stairway Co. 
1900-B East Market St., Akron 5, Ohio 








For Springier Steps... 


and bouncier spirits (!) sell them the greater resili- 
ence, ease-on-the-feet of Northern Maple or Oak 
flooring . . . Warmer too (better heat holder)... 
And never let ther forget that a floor of J. W. 
Wells Diamond Hard Maple or Oak costs less than 
covering a cheap floor with wall-to-wall carpeting. 











PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
pre High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


Registered SUSANVILLE CALIFORNIA 
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Lumber Prices at Press-Time 


The fellowing index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Verticn! Grain Fieoring 
B&Btr Cc dD 
1x4 eres --170.00 160.00 1056.00 
Wiat Grain Fleering 
Ix4 145.00 
1x6 165.00 


140.00 90,00 
160.00 120.00 
Drop Siding 
1x6 (Pat. #106) 160.00 
1x6 (Pat. #116) 160.00 
Ceiling 


x4 ... ‘ 125.00 
Bee «ae ee 115.00 


1 60 
1 


120.00 
110.00 


Hourds and shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 
No. 1 -«+ 71.00 74.00 2.00 76.00 
No, 2 66.00 68.00 8.00 73.00 
No. 3 61.00 61.00 11.00 66.00 

No. 1 Dimension 

12° 14° 16’ 20° 
$00 83.00 85.00 2 82.90 
2.00 85.00 81.00 : 00 
5.00 83.00 81.00 y 00 
2.00 84.00 82.00 y 00 
200 80.00 80.00 2 2.00 


. 2 Dimension 
x 4 79.00 79 81.00 |} 00 
x 6 78.00 &i1 77,00 79.00 
Z2x 38 80.00 78 78.00 00 
x10 78.00 &80 78.00 ; 78.00 
x12 78.00 76 76.00 7 78.00 


No. 3 Dimension only 
2x 4 64.00 
2x 6 . 61.00 
ox 8 55.00 
2x10 46.00 
2x12 45.00 


(Add $16.00 for dry lumber) 


RED CEDAR SHINGLES 


Royals 
No, 1 





Ms K 15.60 

No. 2 . /7 9.50 

No. 3 os 2 50 
Verfections 

No, 1 

No. 2 / 4 

No. 3 . 2 4.50- 
ANAXX 

No, 1 5” 10.50-10.75 

No, 2 6.25- 6.76 

No. 3 6/2 4.50- 4.76 


WESTERN RED CEDAR 


Vrices for Western Ned cedar siding 
in mixed cars, new bundling, BS’ to 10 
are: 

Beveled Siding, % inch 
Clear —— ae 
by 4 inch....100.00 96.00 50.00 
by 6 Inch.... 80.00 77.00 50.00 
q by 6 Inech....120.00 115.00 100.00 
by 8 Inch....150.00 145.00 105.00 
Clear Bungalow Siding, % toch 

8-ineh 180.00 176.00 

10 inch 200.00 

WZ inch .... 220.00 215.00 


Winieh, Band Ber, 82 or 45, 
@ to 10 or Rough 





140.00 
170.00 
1656.00 


260.00 
270.00 
. 290.00 


to 10 or Longer 
B&itr nD 
1x3 135.00 100.00 
ix4 135.00 100.00 
Digeount on moldings, 6 to 20’ odd 
lengthe 


Series 8,000 
Listing under 4.00—list plus 354% 
Listing 4.00 and over—list plus 


Clear Lattices, 6/10 x 1%”"—-3' to 18’ 
100 lin. ft. . . : 


102 


WESTERN PINES 


Vonderosa Pine 
6/4 RW 


and 
4/4 RW 6/4 RW 8/4 RW 
260.00 265.00 270.00 


Selects 
S2 or 48 
C&éBtr. RL 
Shop, 528 
No. 1 No.2 
142.00 110.00 
142.00 110.00 


BéBtr No. 4 
ix 8 RL ....112.00 79.00 71.00 
Ixi2 RL. 120.00 79.00 71.00 
idaho White Pine 
Selects 52 or 48 
ix4 IN 1x8 1x10 
C&Btr. RL .270.00 270..% 270.00 275.00 
D RI 230.00 230.00.230.00 245.00 
Commons, 52 or 48 
No. 1 No? No.3 
..155.00 143.0\. 100.00 
166.00 165.00 ~300.00 
Sugar Pine Selects 82 or 
4/4 RW 
B&Btr. RL. .266.00 
Cc RI 2 


4s 
64ARW 6/4 RS 
280.00 285.00 
276.00 280.00 
2320.00 246.00 246.00 
No. 1 No. 2 

122.00 
162.00 122.00 





OAK FLOORING 

Clear Pin #ix2% %x1l% %x2 

White 207.00 172.00 180.00 

Red 21200 177.00 180.00 
Sel Piain 

White 98.00 

Red 203.00 


%x1% 
165.00 
165.00 


162.00 170.00 
170 


155.00 
167.00 00 15 


00 
ti Com, 
White 00 
Red 7.00 
#2 Com. 
Pin. White 
110.00 85.00 $0.00 


148.00 
148.00 


160.00 
160.00 


145.00 
145.00 


2.00 105.00 100.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. Cc D 
---260.00 235.00 200.00 


1x4 Heart 


Fiat Grain Flooring 


160.00 
165.00 


125.00 
125.00 


1x6 #106 
1x6 #116 


Boards & Shipliap 
1x 


170.00 
170.00 


140.00 
140.00 


1x8 1x10 1x12 
No, 1 (D 


Grade) ..140.00 140.00 1456.00 
No, 2 84.00 80.00 
No. 3 70.00 78.00 


No. 1 Dimension (Dense) 

12’ 14’ 16’ 
102.00 102.00 1056.00 
103.00 107.00 1056.00 
103.00 103.00 101.00 
116.00 116.00 116.00 
132.00 132.60 132.00 


No, 2 Dimension (Dense) 
2x 4 94.00 94.00 97.00 
2x 6 91.00 94.00 91.00 
2x 8 94.00 92.00 89.00 
2x10 95.00 
2x12 91.00 


No. 3 K/L Only 


snsne 
~eReMR KE 
7 


nero 


REDWOOD 


Bevel Siding 


%x V.G. Clear All 
x V.G. Clear 
V.G. Clear 
/.G. Clear 
5 x + Clear 
%x10 V.G. Clear 
%x 6 . Clear 
%x 8 
% x10 
%x12 V. 
Note: A grade V.G. Redwood Siding 
$5.00 less for %, % and % in above 
81Ze8., 


Anzne Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear Ali Heart 
Note: Deduct $15.00 for A Grade. 


ix 4 Clear Heart S48 
Ix 6 Clear Heart S48 
Ix 8 Clear Heart 848 
1x10 Clear Heart 848 
1x12 Clear Heart S48 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc 
14 


iat Grain Flooring 


Drop Siding 


1x6 (Pat #1)06.1 
1x6 (Pat, #116).1 


Boards and Shiplap and 
2” (Dry) 


1 Dimension 
12’ 
83.00 
83.00 
' 83.00 
2x10 83.00 
2x12 83.00 
No. 2 Dimension 
2x 4 79.00 79.00 80.00 
2x 6 79.00 79.00 9.00 
2x 8 79.00 78.00 5.00 
2x10 78.00 79.00 77.00 
2x12 76.00 76.00 77.00 


No. 3 Dimension r/! only 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 


No. 2&Btr. 100.00 1056.00 103.00 
No. 3&Btr. 69.00 71.00 70.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 
2x 4 76.00 76.00 76.00 76.00 
2x 6 76.00 76.00 76.00 77.00 
2x 8 78.00 78.00 76.00 76.00 
2x10 76.00 78.00 76.00 76.00 
2x12 76.00 76.00 76.00 78.00 78 


No. 2 Dimension 


2x 4 71.00 71.00 71.00 71.00 1 
2x 6 71.00 71.00 71.00 73.00 3.00 
2x 8 73.00 73.00 71.00 71.00 1.00 
2x10 71.00 73.00 71.00 71.00 71.00 
2x12 71.00 71.00 71.00 73.00 3.00 


00 


Mille are now grading boards No. 2 
and 3 common. Mills do not grade out 
No. 3 dimension as in fir. 














ing up new flooring sales records with Carnival 


aiettbilnianaie. 
K E Ww J I LE | Yes, lumber dealers all over the country ar. roll- 


Kentile — the newest style triumph in tile floors. 


And, no wonder! Here's eye-catching sales-ap- 
4 ‘ peal to brighten every room in the house... easy 
self-installation for every customer, Here's the 


smartest new design in easy-to-clean, stay-clean- 

longer floor tiles with the famous Kentile Guar- 
antee for a sales-clincher! 

Order now at regular Kentile price from your 

wholesaler or Kentile, Inc. Representative. 

Carnival’s new different styling makes it non- 

CARNIVAL 70 4 j : competitive with any other flooring, so take 

; advantage of this unique opportunity to 

really roll up extra profits. 








KEN'T'ILE 





C ARNIVAL 


KENTUE 


CARNIVAL 


KENT ILE 


CARNIVAL ||/~A SecA 
KENTILE KEn, nd KENTILE 
——! at AE —— ae ° The Asphalt Tile of Enduring Beauty (A 


Ober 54 ———t 


KENTILE, Inc 586 SECOND AVENUE BROOKLYN 15. NEW YORK e S50 FIFTH AVENUE NEW YORK 1, NEW YORK ° 708 ARCHITECTS BUILDING 
17TH AND SANSOM STREETS, PHILADELPHIA 3. PENNSYLVANIA * 1211 NBC BUILDING. CLEVELAND 14. OHIO * 900 PEACHTREE STREET N EF ATLANTA 6, GEORGIA 


1016 CENTRAL STREET, KANGAGS CITY 5. MISSOURI * 4532 SO. KOLIN AVENUE, CHICAGO 32. ILLINOIS © 4501 SANTA FE AVENUE, LOS ANGELES 66 CALIFORNIA 
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ADservice 





No. 38 of a Series 


Small Ads Can Do Big Selling Job 


There is no absolute formula that relates results 
to size of ad. 


Large ads, of course, are more apt to be noticed by 
more people, and enable you to feature a greater num- 
ber of items. On the other hand, frequency of ads 
is an important consideration, and a program of fre- 
quent small newspaper ads is preferable to larger 
ads run only occasionally. 


Ideal balance between size of ads and frequency 
of insertion is an individual problem that every ad- 
vertiser must solve through experiment and experi- 
ence. If your budget is relatively small, we recom- 
mend small copy on a steady, frequent schedule, with 
impressive large-space ads at peak periods and for 
special merchandising events. 


Quality of ad content is more vital than size. Here 
are four important elements of ad content: (1) 
timeliness and sales potential of advertised products 
or projects; (2) the words—headline and copy—that 
constitute your sales message; (3) the pictures you 
use to make your ads more attractive, more interest- 
ing, more effective; (4) the layout, or arrangement 
of type and illustrations. 


The suggested ads at right show how good illustra- 
tions, neatly arranged, give small ads high attention 
value. Using these three layouts as “patterns,” you 
can easily make up dozens of small ads with AD- 
service mats, 


Send Now for Your Free Copy 
of Helpful Ad Book 


Contains dozens of practical, 
constructive ideas, plus layout 
and copy suggestions. Also 
shows the complete series of 254 
mat illustrations offered to lum- 
ber dealers exclusively by Amer- 
ican Lumberman. 





(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


COMPANY 








Rush my free copy of the 48-page ADservice book. 











BIG 14x 22° 


ONLY 


PER MONTH 









































YOUR NAME 











1 col. x 7 in. 








home 
improvement 


Specials! 























































YOUR NAME 


1 col. x 6 in. 


























All illustrations in these ads 
are ADservice mats, avail- 
able to lumber dealers only. 
See coupon. 





























WE'LL HELP YOU PLAN THE 
EXTRA LIVING SPACE YOU NEED 
























































YOUR NAME 
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2 col. x 7 in. 
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LUMBERMAN AND 


a 
GET YOUR 
SHARE OF 
THESE 
BOOMING 


PROFITS.. 


BUILDING 


Propucts MERCHANDISER 


PLENTY 
OF 
JACK 


Slide open the door to jackpot profits 
with LUMIDOR KD Aluminum 
Sliding Doors. 24 stock sizes, instant 

assembly, weatherproof construction 
plus unbeatable price make this 
1955's outstanding profit package! 

CHECK THESE EXCLUSIVE FEATURES: 

@ Specially extruded heavy gauge 
aluminum gives Top Header added 
rigid strength. 

e@ Completely weatherstripped. 

@ Molded hard rubber top rollers 
give noiseless rattle-free 
Top Rail action. 

@ Jamb cushioned with sponge rubber 

— absolutely shockproof. 


@ Laminated linen base rollers for 
easy-glide bottom rail. 


@ Sliding screens remove in seconds... 


all doors lift out easily for cleaning. 
@ Non tripping threshold type track. 
®@ Snap lock with hold open feature. 
(Key lock available) 


Territories available 


Dealer and distributor inquiries invited 


» For aermaares write to Dept. AL-7 


Sy sa RI Rt os 


I Giass Doors, INc. §} 
2477 W. 4th Avenue |) 
Hialeah, Florida i 
ee See nef ar ee ae Ms 


be earned 























here are the TRUE FACTS! 


the most important part 
of laying hardwood flooring— 


INDEPENDENT LABORATORY 
TEST PROVES: 


POWERCLEATS DO NOT 
SPLIT TONGUES AS 

DO OTHER TYPES 

OF FLOORING NAILS! 


POWERCLEATS DO 
PROVIDE NECESSARY 
HOLDING POWER! 


Because much stress has been laid on withdrawal loads of 
various nails when used for attaching hardwood flooring, we 
requested Forest Products Laboratory to conduct tests involving 
complete flooring panels. The results of these tests 





“Comparative Holding Power of Four Types of Nails 
When Used For Attachment of Oak Flooring” 


Yours Upon ar Write Today! 


2: POWERNAIL| 


PUT NAIL 


SCREW 8 PENNY 
TYPE CEMENT) 
NAIL * COATED 
* CASING 

NAIL 


ae 
INCHES 


FURTHER PROOF: 


Contractors report: 
Hardwood flooring installed in Private Homes — Ball Rooms — 
Apartment Buildings —- Housing Projects —- Gymnasiums . . 


NO SQUEAKS 


NO FAILURES 
COMPLETE SATISFACTION 


eer a eee FURNISHED 
N REQUEST 


OWERNAIL COMPANY 


(For more date on advertised products fill in coupon on page 120) 
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CONSUMERS | 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 
For pre-painting preparation—the 
“crack-proof” plaster 
walls, seal open joints and cracks in 


ie 


smooth way to 


woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
er fall out. Available in 1, 5 lb. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


SN. HADLEY $I $T LOUIS 6. MO 





Finest 


ESCREEN 
Rollers 


Convex Face 


Ponderd ty dia. x 
1/16” 


Primarily used in pre the screen- 
ing into the frame slot, Can be 
supplied with 3/32" rounded edge. 


Concave Face 


Standard 2” dia. 


For ot en Oo spline into frame after 
screening been positioned. 
Stondard stock. sizes ore . 

125 and .170 width of fact 


"* ’ 


Stenderd stock size is 2° 
1.5/8" diameters by 9/16" 
of face 


Cpanel sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN, U.S. A 


106 


and 
width 





IntegraLock 


The Sargent IntegraLock is now 
available in stainless steel, in a choice 
of polished or satin finish. All twenty 
IntegraLock functions in the Madison 
design are available in stainless steel. 
This ‘s another new feature added to 
IntegraLock advantages, which in- 
cludes, among others, the Sargent 
Se ntry Bolt, for extra security; three- 
piece asse mbly for easy installation; 
and factory-sealed mechanism. Sar- 
gent & Co., Dept. AL, 
New Haven 9, Conn. 


For more data circle No. 1 on coupon, p. 120 


Small Analysis Machine 

Described as “twenty adding ma- 
chines in one,” this new Small Analysis 
Machine is designed to solve the an- 
alysis problems of small and medium- 
sized businesses. Operation consists 
of setting up an amount on an adding 
machine keyboard and touching the 
right button according to total desired. 
Totals may be cleared on a form, such 
as a sales report, which is automatic- 
ally dated and coded by classification. 
The machine yields 18 individual 
totals, plus a miscellaneous total and 
a grand total. The National Cash 
Register Co., Dept. AL, Dayton 9, 
Ohio, 


For more data circle No. 2 on coupon, p. 120 


Stowaway Picnic Table 


This new picnic table kit announced 
by Russell Manufacturing Co., consists 
of all the hardware required, assem- 
bly drawings and instructions. Every- 
thing is furnished except the lumber 
and finish for the lumber. Hardware 
is designed for making tables from 
51%’ to 8%’ in length, 29” wide and 
30” high. Benches—10” wide x 17%” 
high. A combination patio table and 
bench kit is also available. Russell 
Manufacturing Co., Dept. AL, Platte- 
ville, Wis. 


For more data circle No. 3 on coupon p. 120 


(For more data on advertised products fill in coupon om page 120) July ll, 


100 Water St., 


Small Bathroom Vanity 


Toledo Desk & Fixture Co. has 
added a smaller size bathroom vanity 
to its line of Beauty Queen Lava- 
nettes. The new unit is 30” wide. 
Features are similar to the 36”, 48” 
and 72” models; while these units are 
available in eight color combinations, 
the new 30” model is only available 
with white cabinet and bowl and gray 
Formica top. Toledo Desk & Fixture 
Co., Dept. AL, Maumee, Ohio. 


For more data circle No. 4 on coupon, p. 120 


Extra Wide Tape Knife 


A new tape knife designed with a 
10” blade is said to save time and 
effort in applying tape to dry walls 
or plaster to lathing. In dry wall 
construction, the extra-wide blade 
enables the user to tape joints and 
seams, smooth them out and remove 
excess paste in one operation. Made 
of stainless steel, the flexible blade 
is hard-rolled and polished. The knife 
weighs less than 2/3s pound. Red 
Devil Tools, Dept. AL, 130 Coit St., 
Irvington 11, N. J. 


For more data cirele No. 5 on coupon, p. 120 


Lumidor Sliding Doors 


Available in 24 stock sizes, Lumidor 
KD aluminum sliding doors feature, 
(1) specially extruded heavy gauge 
aluminum which gives top header 
added rigid strength, (2) complete 
weatherstripping, (3) molded hard 
rubber top rollers for rattle free ac- 
tion, (4) laminated linen base bottom 
roller for easy glide bottom roller, (5) 
sliding screens and doors which lift 
out easily, (6) non-tripping threshold 
type track, (7) snap lock with hold 
open features. Territories available. 
Glass Doors, Inc., Dept. AL-7, 2477 
W. 4th Ave., Hialeah, Fla. 


For more data circle No. 6 on coupon, p. 120 
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. 
New Marble Pattern Yayo of the Wise 
A new marble pattern in decorative 5.8 

plastic surfacing is announced. Avail- % 
able in rose, green, beige, and black, Y Masonr Fx ert 

this pattern-color group is designed y p ia 
particularly for bathtub area and 

shower installations. Adaptable for 


both horizontal and vertical surfaces, 
it is well suited for corridor and hall 
installations. Consoweld is available 
in both the conventional 1/16” and 
the extra 1/10” panels. Consoweld 


Corp., Dept. AL, Wisconsin Rapids, 


Wis. 
For more data circle No. 7 on coupon, p. 120 
o 
New Screen Door mena ® 


A new aluminum screen door, espe- 
cially designed for easy installation, 
is now being offered. Advantages in- 
clude (1) extra thick aluminum con- 
struction; (2) precision manufactur- 
ing; (3) unique design which permits 
choice of Z-bar or piano hinge ex- 
pander type of installation. Equip- 
ment for installation comes with the 
door. Air Master Corp., Dept. AL, 
20th and Allegheny Avenues, Phila- 
delphia 32, Penna. 

For more data circle No. 8 on coupon, p. 120 











Pneumatic Applicator 

Designed for use with wood deriva- 
tive insulation, this Andres pneumatic 
self-feeder applicator is said to blow 
20 square feet of insulation four inches 
thick per minute. The machine, in- 
cluding hose, weighs less than 100 
pounds and can be dismantled into 
four parts for portability. It uses a 
4s h.p. agitator motor and a 1 h.p. 
blower motor, and is available with 
14%” or two-inch hose. Flow of in- 
sulation can be shut off at the hose 
end without plugging. It can be of- 
fered by dealers to do-it-yourselfers on 
a rental basis. Forest-Wool Insulation 


Co., Inc., Dept. AL, 720 N. State St., , 6R 
Big Rapids, Mich. be ; easons 
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why Dur-0-wal is 
Stainless Steel Locks i , , 0 

The first cylindrical lock, it is + STRONGER, FASTER 
claimed, feauturing both trim and lock d Patented Dur-O-wal Sets F 


mechanisms constructed entirely of . the Pace for Reinforcin 
stainless steel and guaranteed for . Quolit d Pert ae AT LESS cost 
lifetime durability and maximum re- ee sateen 
sistance to corrosion, has been intro- 6 industry leader: 
duced by Schlage Lock. Schlage’s new * tong ee rage) tac’ F ; i 
trim is constructed of wrought stain- wie My an ne neon Ty 
less steel with a stainless steel rein- butt-weld Dur-O-wol. for per 
| 

forcement. Trim is available in both formance, quality and economy 
a sparkling bright and soft brushed Masons prefer Dur-O-wol be 
finish. Available in Plymouth and Han- cause it lays flot . - works 
over designs of C and D series heavy fast . . . handles easily Butt Welds ploce all rods 
duty locks. Schlage Lock Co., Dept. The masonry industry pre onasingle plane @ Deformed 
AL, 2201 Bayshore Blvd., San Fran fers Dur-O-wal because it safe Side Rods lay straight and 
cisco, Calif. guards the beauty of masonry flat due to hardness of steel 
For more data circle No. 10 on coupon, p. 120 by providing both vertical and © Trussed Design causes side 
horizontal reinforcing in all rods to work together. 
Dixie Air Dryer types of masonry walls 

A new, low-cost dehumidifier claim- 
ed to combat rust, rot, mildew, warp- GET ALL THE FACTS TODAY from the Dur-O-wal. plant nearest 
ing and dripping pipes caused by you. Literature now available with new research data from in 
dampness, is announced. The Dixie is dependent tests. Request information today 
a 1/16th h.p. hermetically sealed unit 
built using a Tecumseh compressor SYRACUSE 1, N.Y. = Dur-O-wol Products, Incorporated, Box 628 
like those in mos’ household refriger- 
ators. The company states the Dixie TOLEDO 6, OHIO 
will properly dry the air in a room of 
up to 10,000 cubic feet or, 25’ x 48’ 
with standard ceiling height. Adams 
Equipment, Inc., Dept. AL, 346 S. ° 
Jackson St., Jackson, Mich. PHOENIX, ARIZ. Dur-O-wol Div., Frontier Mig. Co., Bon 
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(continued on next page) CEDAR RAPIDS, 1A. Our-O-wol Div., Dept. 1.C Cedar Rapids Block Co 


@ Mechanical Bond every 8 
inches of woll @ High Ten- 
sile Steel (100,000 p.s.i.), 
shipped in convenient 10 foot 
lengths @ Double Morter 
Lock at each weld @ Electric 


Dur-O-wal, Incorporated, 165 Utah Street 


BIRMINGHAM 7, ALA. Dur-O-wol Products of Alo. Inc., Box 5446 
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ASBESTOS 
SIDING 


Hassall threaded asbestos siding 
nails are the choice of contractors 
throughout the country. Made of 
bronze and steel with plated 
finish. Note threaded shank which 
guarantees maximum holding 
power. Made of #14 gauge wire 
(.082) in 1”, 1%", 14s", 1%” lengths. 
Advise quantities. Prompt shipment. 


JOHN HASSALL, INC. 


P, O. Box 2158 
Westbury, Long Island, N. Y. 
Established 1850 Mkemeaen 








AN OPPORTUNITY 
You Can’t Afford to Miss! 


Especially Designed 
For Your Needs 


A Correspondence 
Training Course In 


THE ROOFING, SIDING AND 
INSULATION BUSINESS 


Within a very short time (depends 
upon YOU), you can learn =a 
ten easy lessons, ep t 
things that it took us 30 years to 
learn — the hard way. 

We teach you FROM OUR EX- 
PERIENCE the short cuts and give 
you the “know how” that it requires 
to make sales. 

Some one has said, ‘There is no sub- 
stitute for experience.” 

Our students voluntarily speak 
words of praise. 

Would you like to know the roofing 
and siding business so well that you 
could always depend upon it to 
raake a good living and future for 
you? 

We shall be glad te tell you more 
about it. A postal will do. 


ROY J. PEYTON, Sr. 


P. O. Box 6 — Station “'B” 
Evansville 12, Indiana 
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King-Size Tapes 

Extra-wide measuring tapes are 
now available in a full range of sizes. 
Due to the success of its 10 and 12’ 
King-Size White Tape, the manufac- 
turer is now making extra-wide tape 
in 6 and 8’ lengths. Both have the 
Evans double marking feature. One 
edge has calibrations in inches and 
1/16 of an inch, with 1/32” markings 
along the first six inches of this edge. 
The other edge has calibrations in feet, 
inches and % of an inch. Evans Rule 
Co., Dept. AL, 400-416 Trumbull St., 
Elizabeth, N. J. 
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New Calking Gun 


A new calking gun, called the Stop- 
Flo Drop-in Calker, is now available. 
By bending the flexible nozzle on the 
cartridge and slipping it in back of 
a hook on the end of the gun, the flow 
of calk is shut off immediately. This 
is said to save as much as 13 per cent 
of the compound in the cartridge, and 
eliminates messy seepage. The Gibson- 
Homans Co., Dept. AL, 2366 Woodhill 
Rd., Cleveland, Ohio. 


For more data circle No. 13 on coupon, p. 120 


Packaged Hardware 


The new “700” series sliding door 
hardware recently introduced is avail- 
able in packaged sets. Track, hangers, 
guide strips, door guide and door stop 
all come in one carton. Each carton 
has metal ends and color coded labels 
describing its contents. The hardware 
itself is specially designed for floor- 
to-ceiling by-passing doors, for doors 
weighing up to 100 pounds, and for 
low-cost closet installations. The 
packaged sets are available for %” 
and 1%” doors. Sterling Hardware 
Mfg. Co., Dept. AL, 2345 W. Nelson 
St., Chicago 18, Il. 
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Steel Garage Doors 

Welbilt Vulean announces a new 
line of steel garage doors available 
in 8’, 9’, 16’, and 18’ widths, complete 
with hardware. Manufactured in 
heavy gauge, galvanealed steel! panels 
with horizontal styling. Unit is fac- 
tory assembled and factory painted. 
Heavy duty, pre-assembled hardware 
includes nylon rollers for smooth op- 
eration. Fully weatherstripped for 
complete weather protection. Welbilt 
Vulcan Co., Dept. AL, 917 Farnsworth 
Bldg., Memphis 1, Tenn. 
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Easy-to-Use Clamp Set 

For fast, easy, joining of mitered 
corners, a new German-made clamp 
set sold by Turnus Tools is announced. 
These tools are said to be ideal for 
making frames of all kinds. The small 
set contains mounting pliers and eight 
spring clamps with a capacity from 
%” to 1%”. The other set with 
larger pliers has a capacity from 1%” 
to 3%". Turnus Tools, Dept. AL, 
East Hartford, Conn. 
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Portable Hand Saw 


_ Mall Tool announces many new and 
important features are combined in 
its luxury-class portable electric hand 
saw, Model 54. New features include: 
Narrow design, a handle that’s cen- 
tered directly over motor, high speed 
(6800 rpm). Total weight of the saw 
is 8.75 pounds, minus cord. A blade- 
planer, metal cutting blade and fric- 
tion cutting blade also will operate 
on Model 54, it is said. Mall Tool Co., 
Dept. AL, 7725 S. Chicago Ave., Chi- 
cago 19, Ill. 
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New Valastic Paint 

While painting in the rain is not 
exactly recommended, it practically 
can be done with the new Valastic 
house-masonry paint, the company 
claims. Valastic is blister-proof be- 
cause it breathes, announces Valspar. 
Odorless and resistant to mildew and 
water, Valastic is said to go on almost 
any outside surface, with no danger 
of peeling or blistering. One gallon of 
this new paint covers up to 400 square 
feet. Valspar Corp., Dept. AL, 11 E. 
36th St., New York, N. Y. 
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Vented Picture Window 

The View-O-Ramic is the latest ad- 
dition to the Wisco line of aluminum 
windows. It is constructed of heavy 
635T5 aluminum. The sections of 
sturdy thin lines allow panoramic vis- 
ion. Sliding vented lights move with 
even smoothness on stainless steel 
tracks. The window is finished in 
either etched satin or natural finish 
aluminum. Wisco Aluminum Corp., 
Dept. AL, 3945 “A” St., Detroit 16, 
Mich. 
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Masonry Saw 

Three major improvements—blade- 
saver collars, ball bearing spindle quill 
and simplified height adjustment—are 
incorporated in the new Di-Met 
masonry saw to insure a lifetime of 
service, greater freedom from main 
tenance and faster more efficient saw- 
ing. Felker Mfg. Co., Dept. AL, 1128 
jorder Ave., Torrance, Calif. 
For more data circle No. 20 on coupon, p. 120 
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Plywood Paneling 


Harborwave sculptured plywood 
provides the beauty of natural wood 
paneling in big 4’ x 8’ pieces. It is a 
permanent, structural-finish building 
material that may be used for many 
jobs, indoors and outdoors. Panels are 
lightweight. It takes toughest wear, 


finishes easily in natural stains or 
exciting colors, announces the manu- 
facturer. Harbor Plywood Corp., Dept. 
AL, Aberdeen, Wash. 
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Overhead Door Hardware 


Complete hardware for residential 
and industrial overhead doors is avail- 
able from the Power Door Co. In- 
cludes springs, tapered track, hinges, 
cable lift, ball-bearing rollers, and all 
necessary bolts-nuts, lag screws for 
three, four, five section doors. Power 
Door Co., Dept. AL, Monmouth June- 
tion, N. J 
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Advertisement 


1056 tools!—good as gold when they're Goldblatt, (Goldblatt Tool Co., 


1944 Walnut, Kansas City 8, Mo.) 


ADAMS 
OUTDOOR FIREPLACE 
UNITS & PARTS 
Many different styles to choose 
from. Ideal for Outdoor Cook- 


ing or for burning wastepaper. 
Grates and accessories are also 


available. 
| } 


Mfd. by THE ADAMS COMPANY, 106 E. 4th st., Dubuque, Ia. 
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Retailers! 


Wholesalers! 


Manufacturers! 


1955-56 Fall & Winter 


Ready-Made Fall and Winter 
Advertisements 


To develop profitable consumer traffic in 
your store this fall and winter, use a 
barrage of newspaper and direct mail 
advertisements designed to create interest 
in improvements among home owners. 


You will find it easier to prepare such consumer advertising 
with ADservice mats. These ready-made advertisements are 
custom tailored for the use of lumber dealers, by a top build- 
ing products advertising man, working with the editors of 
AMERICAN LUMBERMAN. Ads prepared with A Dservice 
mats are effective—lumber dealers have purchased more than 
$26,000.00 worth in the last 18 months! 


Order from the variety of ready-made fall and winter con- 
sumer advertisements, offered on an economical individual 
basis, in the ADservice mats which are a feature of the 
September 5, Fall & Wéinter Merchandising issue of 


See... 


Study... 


use this ready-made 


AMERICAN LUMBERMAN. 


Ready-Made Fall and Winter 
Point-of-Sale Material 


To maintain the home improvement inter- 

est of the consumers brought to you by 

your fall and winter advertising, create 

an air of excitement in your showroom 

with point-of-sale material designed for 
that purpose only, and suited to the season. 


You will find it easier to do this with the banners, cards, signs, 
and streamers now being created expressly for lumber dealers, 
by a nationally known point-of-sale display organization, 
working with the editors of AMERICAN LUMBERMAN. 


Order from the 21 point-of-sale items which will be another 


big feature of the September 5, Fal/ & Winter Merchandising 
issue of AMERICAN LUMBERMAN. They feature the 


Use... 


The 7th Annual FALL & WINTER MERCHANDISING Issue of 





AMERICAN 


MANUFACTURERS: Advertising forms close August 18, 1955. 
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after... 


ah ANT , 


program to get ACTICN into your 


Merchandising 


theme “Fall Home Improvement Days,” and the building 
packages, and products most suited to installation and pro- 
motion at this particular season of the year. 


These AMERICAN LUMBERMAN ready-made point-of- 
sale display materials are available on an economical indi- 
vidual basis, in whatever quantity you desire. 


In-Store Retail Display 


To let consumers who visit your show- 
room see all the products you have to 
offer calls for modern retail store layout 
and specially designed store fixtures. 


One of the many features of the September 
5, Fall & W. inter Merchandising issue of 
AMERICAN LUMBERMAN, is ‘““Modern Store Design 
and Low Cost Store Fixtures.” This is a new concept of 
showroom layout and store fixture design, created expressly 
for this industry, by retail display specialists working under 


the direction of the editors of AMERICAN LUMBERMAN,. 


It was only after a year of research, and the investment of 
more than $5,000.00 in AMERICAN LUMBERMAN 
money, that working blueprints and custom hardware for 
eight basic types of lumber dealer retail store display fixtures 
were developed. 


This AMERICAN LUMBERMAN plan for a modern retail 
type showroom, with up-to-date store fixtures, for the con- 
sumer merchandising of building materials is now available. 
For more detail, see the September 5, 1955 issue. 


Use This Program 


Tie-in with this program to build the interest in your products 
that moves merchandise. Pick-up and make use of these three 
ready-made tools, and all the other ones you will find fea- 
tured in the September 5 issue of AMERICAN LUMBER- 
MAN, to get action into your 1955-56 fall and winter mer- 
chandising of building materials! 


This issue will be out: September 5S, 1955! 





LUNBERNMAN 


and Building Products 
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(For more data on advertised products {ill in coupon on page 120) 





drive screws 


2 LBBB Ss) 


SSS SS LL 


For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC. 


P. O. Box 216! 
Westbury, Long Island, N. Y. 
Established 1850 


BRAUND PLYWOODS 
CONSISTENT QUALITY 
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Pallet-Type Roll Handler 


Automatic announces a special pal- 
let-type roll-handling unit designed 
for handling cylindrical loads. Intro- 
duced as part of the company’s Trans- 
porter line of equipment, the roll 
handler is an operator-led, electric- 
powered truck equipped with a pair of 
specially designed forks. These forks 
are heavy duty concave members. The 
unit can be furnished with different 
overall fork widths and lengths to ac- 
commodate loads of different length 
and diameter. Automatic Transporta- 
tion Co., Dept. AL, 149 W. 87th St., 
Chicago 20, Ill. 
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New Expansion Joint 

An expansion joint, designed to pre- 
vent or reduce cracking of exterior 
stucco or acoustical plaster ceilings, 
is now available. The ground of the 
joint, which expands and contracts 
with the movementof plaster or stucco, 
relieves the stresses and strains that 
are among the common causes of 
cracking in these types of construc- 
tion, it is claimed, Made of 26 gauge 
galvanized steel, it is available in ten- 


foot lengths, with either %” or 7/8” 
grounds. Penn Metal Co., Inc., Dept. 
AL, 205-A E. 42nd St., New York 17, 
i fl 
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Wood Sash Hardware 

Kramer announces a new type wood 
sash operating hardware. The manu- 
facturer claims the operating mechan- 
ism is totally free from springs which 
caused earlier types to become me- 
chanically faulty under heavy daily 
use. Two exclusive features include: 
a four-position tumbler for automat- 
ically engaging or disengaging the 
lower sash with the upper sections 
(shown in photo above), and an auto- 
matic vandal-proof locking mechan- 
ism. Kramer Mfg. Co., Dept. AL, 2833 
Third St., San Francisco, Calif. 
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What's Your Answer? 


Here’s a quick way to check your retention of the information 
contained in this issue. Use the questions, too, as a quiz in your next 
sales meeting. Both editorial features and manufacturer’s advertising 
are covered in the quiz. For the answers, see page 115. 

What's Your Score? 9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair 


What are the three basic principles of a good store front? 
What company advertises “Triple your profit—or better—on 
every sale of wall material”? 


What are two of the answers Indiana dealers have found to 
the problem of prefab competition? 


Which firm uses the slogan “for the beauty of marble at far 
less cost’? 


What is the combination plan for paying kitchen salesmen? 
What company advertises Saf-T-Lok Shingles to “take hurrri- 
canes lying down’? 

What are scissor trucks used for? 

Who manufactures Trinity White? 

Do you know where you can get capable, free, help with your 
personnel problems? 


Who offers you eight sales aids to help you sell Pressure- 
Creosoted Wood? 





FIR 
GUM 


10 Convenient Warehouses 
MICH. IND. TEXAS CALIF. 


BRAUND PLYWOODS INC. 


314 Wabee’ Bidg. 
Birmingham, Michigan 


Midwest 4-3450 
TWX 500 
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DEXTER SASH LIFT 
Sash Lock and Lift 


Dexter Lock has just announced a 
new Sash lock and lift. Lock is only 
5/8” high. It is claimed to have a 
powerful camming action to pull 
upper and lower sash tightly together 
to seal out drafts and dirt and stop 
rattles. An installation template is 
furnished with each sash lock. The 
matching sash lift is 4-5/16” wide 
wide enough to cover old screw holes 
and marks when lift is used for re- 
placement. Dexter Lock Div., Dexter 
Industries, Inc., Dept. AL, Grand 
Rapids, Mich. 
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Painter's Roller 


The introduction of the nine-inch 
Silver Streak Roller is announced. A 
superior quality painter’s tool, the 
H & G Silver Streak is claimed to have 
many features not found in conven- 
tional rollers; chromium-plated steel 
frame and aluminum core, lifetime 
nylon end-cap bearings, permanent- 
tension steel springs that prevent 
cover creeping. New fingergrip handle, 
automatic centering and automatic 
stop, lock and seal. Hanlon & Good- 
man Co., Dept. L-1-AL, 12 Main St., 
Belleville, N. J. 
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Garage Plans Folder 


A new Free Do-It-Yourself Garage 
Plans folder, designed to promote the 
sale of garage materials as well as 
garage doors, offers a choice of six 
attractive garage plans along with 
complete lists of building materials 
needed. The folders are designed to 
be used either as self-mailers, counter 
literature, or envelope stuffers. The 
Garage Plans folder and the garage 
plans themselves are available with- 
charge to Taylor Made Garage 

dealers. Taylor Made Garage 
Doors, Inc., Dept. AL, 19800 Fitz 
patrick, Detroit 28, Mich. 
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Overhead Garage Door 

A new line of moderately priced 
overhead garage doors, called the 
Keystone, is announced by Calder. 
Other than incorporating its Wedge 
Tight feature into the Keystone, 
Calder has designed this new line so 
that it is a completely new type of 
construction. Keystone doors, at 
present, are available in one-car size 
only. Calder Mfg. Co., Dept. AL, 630 
N. Prince St., Lancaster, Penna. 
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New Interior Finish 

New Behr Process Wood-Lac lets 
you apply two coats in a single day, 
yet it gives wood long-lasting pro 
tection. Easy-flowing and hard-dry 
ing, new Behr Process Wood-Lac is 
claimed to be completely free of resin 
and resinous acid, so it cannot crack 
peel, or darken the wood with age. 
Available in a high clear gloss or 
satin finish. Linseed Oil Products 
Corp., Dept. AL, 1107 8S. Fremont 
Ave., Alhambra, Calif. 
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Pressure Pal 

The new Pressure Pal Model No. 75 
paint spraying outfit comes complete, 
except for motor, with V-belt, com 
pressor and motor pulleys, pressure 
feed internal-mix bleeder-type spray 
gun with fluid adjustment, fan and 
round spray nozzles, quart aluminum 
clamp-on canister, 15’ air hose. Bolt 
holes in base for standard “4 or ' 
h. p. motor. The Campbell-Hausfeld 
Co., Dept. 





AL, 801 Moore St., Harri 
son, Ohio. 
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Big demand! 


Nice profit! 


Stock and sell 


Roddiscratt 


STOCK HARDWOOD 


MOLDING 
AND TRIM 


in 
Birch + Mahogany 
Oak +» Walnut 


N° 8 the time to cash in on the big de 
mand for Roddiscraft hardwood molding 
and trim. Builders’ finishing costs stay lower 
because stock patterns eliminate premium 
prices ordinarily paid for made-to-order 
items 

You offer a choice of contemporary or tra 
ditional styles. Patterns are precision ma- 
chined from select hardwoods. No delivery 
problems — complete stocks are ready and 
waiting in our strategically located ware 
houses. (There's one near you.) 

Sell Roddiscraft door and window trim 
packaged, cut to size or by the lineal foot 
A complete line of accessory trim items is 
also available. Woods other than those listed 
above are available on special order 

For complete information, call your Rod- 
discraft warehouse or use coupon below 


Roddiscratt 


WAREHOUSES IN PRINCIPAL CITIES 
eeeeeeeeeeeeeeeeeeeeeeeeeee 


RODDISCRAFT, RODDIS PLYWOOD CORP 
Marshfield, Wisconsin 


Please send me full information on Hoddiscraft 
hardwood molding and trim 


Name 

Firm Name 

Address 

done 


City State 
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Built-In Wall Safe 

The new Kwikset Secure-All Safe, 
a built-in wall safe offering safety- 
deposit box security for the home, is 
built to fit in any standard four-inch 
wall, in old or new construction. The 
Secure-All Safe is made from heavy 
gauge steel with thick high-tempera- 
ture thermal insulation on all sides. It 
locks securely with a flush pin tum- 
bler loc king mechanism, and can be 
concealed in closets, behind pictures 
or drapes. Projecting less than %” 
from the wall, Secure-All Safe is 
16-7/16" wide, 17%” high and 4%” 
deep. Kwikset Sales and Service Co., 
Dept. AL, Anaheim, Calif. 
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Jointer-Shaper Fence 

A new jointer-shaper fence has been 
introduced by DeWalt as an accessory 
for its power shop machines. Shown 
in picture abeve, the fence, which re- 
places the standard wood guide in the 
power shop work table, is employed 
for edge-jointing a piece of two-inch 
lumber. The fence is adjustable 
through a full %” of travel. The new 
fence may be used in conjunction with 
the recently introduced shaper guard 
which encloses all moving parts of the 
machine during shaping and jointing 
operations. DeWalt, Inc., Dept. AL, 
3046 Fountain Ave., Lancaster, Penna. 
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Kitchen Cabinet Improvements 


I-XL Furniture Co., 
of hardwood kitchen cabinets, an- 
nounces several improvements have 
been incorporated into their lines: the 
addition of fully adjustable wall cab- 
inet shelves, new nylon drawer rollers 
and steel drawer guides, and the man- 
ufacture of an all new cabinet with 
a typewriter type swing-up shelf de- 
signed to support and store electric 
food mixers or other kitchen appli- 
ances. Both I-XL lines, the Centennial 
and Birch-Lure, carry ‘the new design 
features. I-XL Furniture Co., Dept. 
AL, Goshen, Ind. 
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New Super Vanity 

The new Super Vanity bathroom 
medicine cabinet gives up to nine 
square feet of mirror area, and twice 
the shelf space of a regular size single 
cabinet. "Deslenel to provide bath- 
room cabinet facilities for growing 
families, two Ideal cabinets with a 
plate glass vanity mirror between 
them provides four feet of mirror 
space about two feet high with double 
the cabinet space. Ideal Cabinet Corp., 
Dept. AL, 7722 Joy Road, Detroit 4, 
Mich. 


For more data circle No. 35 on coupon, p. 120 


Sure-Fit Backsplash 


A new preformed backsplash of ex- 
truded aluminum is claimed to sim- 
plify kitchen remodeling. The Sure- 
Fit Backsplash is designed to fit any 
%” cabinet top covered with 1/16” 
material, or for %” cabinet top and 
3/16" covering. The face of the new 
backsplash is channeled at top and 
bottom to accept a strip of the coun- 
ter-covering material. Corner returns 
and end pieces are available to match. 
B & T Metals Co., Dept. AL, Town 
and Rich Sts., Columbus 16, Ohio. 
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New Mall Pumps 

New Mall Model GP2 is said to be 
an excellent fire-fighting weapon, and 
the Model PSP-602 Submergible Sump 
Pump is used to drain giant gulps of 
water. Completely self-contained, the 
GP2 is powered by the Mall Model 
2MG five h.p., two-cycle gasoline en- 
gine. The GP2 is claimed to have a 
5400-gallon-per-hour capacity without 
head. The Pneumatic Sump Pump is 
powered by the Model 6P Air Motor, 
has a capacity of 15,000 gallons per 
hour at 90 psi. with the discharge hose 
level with the pump. Mall Tool Co., 
Dept. AL, 7725 8S. Chicago Ave., Chi- 
cago 19, Ill. 


For more data circle No. 37 on coupon, p. 120 


July 11, 


New Knob Storm Latch 

The new Security Storm Latch is 
designed to fit all stiles from 1%” to 
2%” wide and all doors from %” to 
1%” thick. Only three small holes need 
to be drilled and it’s in the door, it is 
claimed. Features said to make this 
latch the ideal lock include: Turns left 
and right, has the new Aerolam finish 
and comes factory pre-assembled. Se- 
curity Storm Lock & Hardware Corp., 
Dept. AL, 858 East 29th St., Brooklyn 
10, N. Y. 


For more data circle No. 38 on coupon, p. 120 


Industrial Incinerator 

A new, low-cost, industrial outdoor 
incinerator developed to provide safe, 
outdoor refuse disposal is announced. 
This new Alsto Model CP features a 
12 bushel capacity and is complete 
with heavy duty grate and ash pan 
base. The unit stands approximately 
five feet high and measures 36” square 
at the base and lifts on and off the 
10” high ash can. The unit is shipped 
completely assembled. Alsto Co., Dept. 
AL, 4007 Detroit Ave., Cleveland 13, 
Ohio. 


For more data circle No. 39 on coupon, p. 120 


The Dediock Hook 


Dedlock, a new locking clothesline 
hook, is claimed to securely lock any 
type clothesline, combines a hook and 
lock all in one. Two simple loops and 
Dedlock is said to securely lock any 
type clothesline in place without any 
special knots. Constructed of #3 
bright basic wire, the Dedlock is avail- 
able either in bulk or individually 
mounted on a self-selling card. Wil- 
liam H. Murray and Co., Dept. AL, 
4130 North 17th St., Milwaukee 9, 
Wis. 


For more data circle No. 40 on coupon, p. 120 


1955, AMERICAN LUMBERMAN AND 





Carry-Home Carton 

A new Matico carry-home carton 
has been introduced in a series of 11 
market area promotions of Confetti 
Pattern Aristoflex, the new dots-of- 
color styling in Matico vinyl plastic 
tile flooring. The carton holds 27 
square feet of 9 x 9 standard gauge 
tile. Brightly lettered in green and 
yellow on a kraft field, the carton 
doubles as a display piece. Dealer aids 
include: Merchandising kit, a Matico 
clock, miniature billboard placards, 
which are reductions of the billboard 
posters being used in the promotion 
areas, and a display unit. Mastic Tile 
Corp. of America, Dept. AL, P.O. 
Box 1151, Newburgh, N. Y 


For more data circle No. 41 on coupon, p. 120 


Counter Merchandiser 

A working model of the new Acme 
Bi-Rail series 8000 sliding door hard- 
ware is available as a counter mer- 
chandiser. A cut-out in the end of the 
display gives a clear view of track 
and hangers showing the Jump-Proof 
feature and the nylon wheels. Acme 
Appliance Mfg., Co., Dept. AL, 35 So. 
Raymond Ave., Pasadena 1, Calif. 


For more data cirele No. 42 on coupon, p. 120 


Metal Caulking Cartridge 

A new all metal caulking cartridge 
is being merchandised by Seal Rite. 
Plastically sealed, it has a flexible, 
plastic nozzle which is welded into the 
heavy gauge metal body. Caulking 
compound used in filling these cart- 
ridges is claimed to be the highest 
grade government specification mate- 
rial. Seal Rite Caulking Co., Inc., 
Dept. AL, 269 Green St., Brooklyn, 
i 


For more data circle No. 43 on coupon, p. 120 





Have Fur 
at the 2nd Annual 
NRLDA Exposition 
Cleveland, Oct. 11-14 
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BUILDING PropUCTS MERCHANDISER 


Fold-Away Exhibit 


The introduction of a new, portable, 
packaged exhibit makes it easy to dis- 
play the Van-Packer Packaged Mas- 
onry Chimney at conventions, home 
shows, meetings, and in salesrooms. 
This specially designed Van-Packer 
exhibit stands 8’ high when assem- 
bled, and adjusts to fit any display 
space from 3’ to 6’ in width, Through 
the use of two-way hinges, the en 
tire exhibit folds up into two compact 
packages that will fit into the back 
seat of a car. Total weight of the 
packaged exhibit is 60 pounds. Van 
Packer Corp., Dept. AL, Bettendorf, 
lowa, 

For more data circle No, 44 on coupon, p. 120 





What's Your Answer? 


Questions on page 112. 


(1) Prominent dealer and store 
identification; (2) attractive dis- 
play or window area and (3) an 
inviting entrance, as explained in 
article page 51. 

United States Plywood Corp. 
whose ad for Weldwood is on page 
27. 

One answer is the speedy erection 
of Lu-Re-Co houses. Another is 
selling additions, repairs and re- 
modeling projects to prefab home- 
owners. See article beginning on 
page 56. 

Marsh Wall Products, Inc., in ad- 
vertising Marlite. See page 39. 
A minimum subsistence salary 
plus straight commission and pe- 
riodic bonus as suggested in ar- 
ticle on page 60. 

Certain-teed, whose ad on page 
34 shows a farm ripped by Hurri- 
cane Hazel, without damage to the 
shingles. 

To raise loads to balcony height 
and also for delivering materials 
to roof at construction site. See 
article beginning on page 62. 


General Portland Cement Co. The 


ad appears on page 38. 

The local office of your state em- 
ployment service which is affili- 
ated with the U. S. Employment 
Service of the U. S. Dept. of La- 
bor. See article on page 72. 
United States Steel Corp. 
coupon in ad on page 57. 


(For more data on advertised products fill in coupon on page 120) 


See | 
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QUALITY HOME 


BUILDERS 
specify 


SPIREX 


SPIRAL SASH BALANCES 


Good 


FOR 
Reasons 


QUICK, EASY INSTALLATION! 
Anyone can install the SPIREX in 
minutes. 

. CAN BE INSTALLED WITH SASH 
IN FRAME! So you save valuable 
time and costly labor, AND re- 
duce errors in installation. 

. SMOOTH, QUIET OPERATION! A 
lifetime lubrication insulates 
SPIREX springs against noise and 
rust. 

. POSITIVE LIFTING POWER! High 
carbon finely tempered flat wire 
springs and patented new design 
insure permanent lifting power. 

. DURABLE STEEL TUBE FITS STAND- 
ARD GROOVE! Rigid zinc coated 
steel tube fits any standard size 
groove, either round or square, 
Ye x Ve" or Ma". 

. PERFECT, EASY TO TENSION BAL- 
ANCE FOR EVERY WINDOW! Ad- 
justment after installation, without 
removing bracket arm, assures pre- 
cise balance for each window. 
Three or four turns of tensioning 
wire needed for the average sash. 

. IMPROVED PROTECTIVE CARTONI 
Our precision packers guarantee 
that the heavy jute board protects 
SPIREX from loss or damage in 
transit or on the job. 


CALDWELL MFG. CO. 
LIFE-OF-THE-BUILDING 


GUARANTEE 
Every balance carries the 
Caldwell LIFE OF THE BUILD- 
ING GUARANTEE of smooth 


trouble-free operation. 
| mee mere eee nee eee ee” eee” 


Remember HELIX SPIRAL SASH BALANCES 
specifically designed for Institutional 
and Commercial sash weighing up 
to 70 Ibs. 








CALDWELL MFG. CO. 


65 COMMERCIAL ST., ROCHESTER, N.Y. 
LR SRR RE A TAD 
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Shadowtone Bamboofold 


A new color and texture process in 
folding doors, Shaduwtone Bamboo- 
fold is said to be ideal in home or 
apartment as a room divider or closet 
door. An accordion type, outer core 
bamboo folding door, Shadowtone 
comes in 18 different colors, a variety 
of sizes. Complete with hardware and 
ready for easy do-it-yourself installa- 


tion. American Bamboo Corp., Dept. 


AL, Jamaica, N. Y. 


For more data circle No, 45 on coupon, p. 120 


om 


Do-it-Yourself Display Kit 

The Nordahl do-it-yourself Ward- 
robe Hardware Display Kit is sturdily 
built and finished in an attractive color 


New Sprinkler System 

A new install-it-yourself automatic 
underground sprinkling system cap- 
able of serving up to 1300 square feet 
of lawn and garden is announced. Each 
sprinkler kit contains 80’ of Carlon 
polyethylene EF plastic pipe, three 
feet of transparent connector hose, six 
brass pop-up sprinkler heads, and 
parts and fittings. Dealer merchan- 
dising aids are offered dealers with 
every purchase of six sprinkler kits. 
Carlon Products Corp., Dept. AL, 
10223 Meech Ave., Cleveland 5, Ohio. 


For more data circle No. 51 on coupon, p. 120 


combination. The 
units of packaged 


display holds 10 
Nordah!| Feather 


Glide wardrobe hardware. A supply 


of how-to-do-it booklets 
dispensed from a 


the kit and are 


come with 


pocket on the face of the display. 
Also included in the kit is a newspaper 
ad mat for use in the dealer’s local 
advertising. Nordahl Co., Dept. AL, 


Burbank, Calif. 


For more data circle No. 46 on coupon, p. 120 


Gerden Tools 

A matched set of garden tools in 
black and yellow includes a hedge 
and shrub shears with an exclusive 
mechanical shock absorber; grass 
shears with thumb-operated catch and 
self-adjusting blades; heavy duty 
parrot-head pruner; a small light- 
weight pruner designed especially for 
women, and lopping pruners with 
extra-leverage handles and serrated, 
non-slip anvil. Sargent & Co., Dept. 


TE Daal 


- 


Display and Storage Rack 

A new display and storage rack for 
McCall’s full-scale and transfer Do-It- 
Yourself patterns will be delivered 
with all new stocks of patterns. The 
rack measures 24” long, 16%” wide 
and 29” high, and will hold approxi- 
mately 450 patterns. Included with the 
rack is a spiral-bound catalog of pat- 
tern envelopes for all designs. Included 
in the pattern line are contemporary 
household, kitchen and barbecue ac- 
cessories, contemporary and early 
American furniture, and outdoor 
pieces. McCall Corp., Pattern Div., 
Dept. AL, 230 Park Ave., New York 
Ae ae 


For more data cirele No. 52 on coupon, p. 120 


Sterling Demonstrator 


AL, New Haven 9, 


For more data circle No. 


Conn, 
17 on coupon, p. 120 


Take-Home Rolls 

For the home handyman, take-home 
rolls of Lumaskin, 36” x 100 square 
feet, are now available. This light 
weight, low cost aluminum product 
provides reflective insulation, and 
acts as a moisture barrier, is claimed 
to have 1001 uses around home, work- 
shop and garden. Lumaskin is avail- 
able to builders and carpenters in 
longer rolls for professional use. An- 
gier Corp., Dept. AL, 60 Widell St., 
Framingham, Mass. 

For more data circle No. 48 on coupon, p. 120 


A complete new line of sliding door 
hardware, the 700 series, designed for 
floor-to-ceiling by-passing doors, for 
doors weighing up to 100 pounds, and 
for low-cost closet installations, is an- 
nounced. The manufacturer has de- 
signed a working model of a typical 
sliding door installation, using stock 
track and hangers. The demonstrator 
consists of model 1%” by-passing 
doors insalled on the new 706 track. 
The demonstrator measures 4%" x 15” 
x 17%”. Sterling Hardware Mfg. Co., 
Dept. AL, 23845 W. Nelson St., Chi- 
eago 18, Ill. 


For more data circle No. 53 on coupon, p. 120 


Fitsall Screw Shield 


Test Kit 

Abesto offers a new Test Kit, en- 
abling the dealer to give a pre-demon- 
stration of Lumiclad, the aluminum 
roof coating. Lumiclad contains 2% 
pounds of aluminum per gallon, which 
reflects the hot sun rays of summer, 
and is said to reduce interior tempera- 
tures as much as 20 degrees. Con- 
versely, heat loss in winter months is 
held to a minimum. Abesto Manufac- 
turing Corp., Dept. CP-AL, Michigan 


The new E. G. Fitsall screw shield 
provides a foolproof fastener to dry- 
walls or plaster walls. A standard 4” 
wide screw driver is used to form op- 
ening; screw shield is then inserted 
followed by any type or size screw 
%” to %” diameter. Self-adapting 
expansion of shield and back-clinching 
action does a permanent job. Standard 
size is available for %” to %” wall- 
board; jumbo size for %” to %” plas- 
ter walls. E. G. Building Fastener 
Corp., Dept. AL, 101 Park Ave., New 


City, Ind. 


For more data cirele No. 


19 on coupon, p. 120 


Decor Display Unit 

A free-standing unit consisting of 
one LO11 louver door and four mov- 
able louver shutter panels, hinged with 
double-action hinges, is available. Be- 
cause the medallions on the door pro- 
trude so as to make flat packing im- 
possible, shutter sets will not be hing- 
ed to the door when shipped. Hinges 
will be affixed to the shutter panels 
and holes drilled on door edges so that 
the unit may be assembled on arrival. 
Decor, Dept. AL, 1555 Eastern Ave., 
S. E., Grand Rapids 7, Mich. 


For more data cir le No. 50 on coupon, p. 120 


York 17, N. Y. 


For more data circle No. 54 on coupon, p. 120 


Chain Door Guard 

A new design of chain door guard, 
made in a choice of extruded brass or 
extruded aluminum. Other features 
include a hardened steel chain of the 
twist link type which has no open 
links. Available in all standard fin- 
ishes, the new item is offered in a 
special self-display carton with each 
chain door guard individually pack- 
aged in a plastic bubble. The H. B. 
Ives Co., Dept. AL, Artisan St., New 
Haven, Conn. 

For more data circle No. 55 on coupon, p. 120 
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Portable Electric Router 


Skil has added to its line a portable 
electric router, Model 299, which is 
rated at 1% h.p. and has a free cut- 
ting speed of 23,000 r.p.m. An exclu- 
sive feature is a new type control 
switch, which can be operated with- 
out removing hands from’ guide 
handles, The router has a precise cut- 

tions provide full communication by Pre Nagel mg ym —— 
. P sushbutton, plus complete paging ‘ ao, Sa > oo 
New Multiplex Display facilities. In addition, they can be lets for 4", 5/16", 3/8” and %” bit 
A flexible, compact display unit is installed in locations where electrical shanks, router bits and template 
enc : 1 - ruides. Skil Corp., Dept. AL, 5048 
a combination merchandiser consist- outlets may not be available. Execu- Las b : Th ? . J ’ 
ing of a center section and 12 steel tone, Inc., Dept. AL, 415 Lexington Elston Ave., Chicago 30, Ill, 
framed swinging pane ls in pivoting Ave., New York 17, — 2 For more data circle No, 59 on coupon, p. 120 
brackets for display of flat goods. All For more data cirele No. 57 on coupon, p. 120 
metal parts are finished in wrought- 
iron black, Multiplex Display Fixture Conveyor Junction Nose-Extension 
Co., Dept. AL, 910 N. 10th St., St. . : i 
Louis 1, Mo. A new live roller conveyor junction A new folding nose-extension in 
For more data circle No. 56 on coupon, p. 120 unit designed to transfer materials creases the utility of standard hand 
to or from a live roller conveyor has truck models, providing additional 
just been announced by the manufac- protection against costly load damage. 
Intercom System sete of the Rapistan line of gravity The unit is constructed entirely of 
Wall-mounted master stations and and power belt conveyor systems. magnesium. Information one descrip- 
economical single amplifier operation The Rapids-Standard Company, Inc., tive literature is available from Mag- 
are some of the features of the new Dept. AL, 342 Rapistan Bldg., Grand line, Inc., Dept. AL, 1949 Mercer St., 
6000 electronic Intercom System re- Rapids 2, Mich. Pinconning, Michigan, 
cently introduced by Executone. Sta- For more data circle No. 58 on coupon, p. 120 For more data circle No. 60 on coupon, p. 120 


U S E COLORS 


TO MATCH | progressive, profit-minded 


OKOMO place | jobbers and dealers sell 


Morners |“=="| Mohawk 


LAP OR BEVEL SIDING 


WOOD SHINGLE SHAKES oe, eign on FLUSH DOORS 


PLYWOOD OR HARDBOARD eee 


B U G H E R M F G C 0 " More and more builders, dealers 


211 S. Main Street, Kokomo, Ind. and jobbers are switching over to 
Mohawk Flush Doors. Their reasons 
are clear—Mohawk's highly skilled 
craftsmen ...the use of only the 
finest materials and the most mod- 
ern door manufacturing equipment 
in the country—result in the highest 
quality interior and exterior doors for 
either commercial or residential use. 
Check Mohawk’s quality for your- 
self! Check Mohawk’s prices 
too, before you order 

your next carload, 


Mohawk FLUSH DOORS 


——~—= 213 W. Ewing Ave., South Bend, ind. 











WITH THE WARP-FREE CORES! 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
i. 


ime —20¢ per word for each insertion. 
Minimum charge of $1.00 per line. 
2 Times — lSe per word for each consecutive 
insertion. Minimum charge of 75c¢ 
per line. 
Add $1.50 per insertion of blind ads bearing 
box number. 
No agency commission or cash discount 
allowed. 
All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation, Advertisements are set in uniform 6 
point style. No cuts or special borders 
allowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
hen answoring box or iling copy 
for ada address them to: 
AMERICAN LUMBERMAN, INC. 
139 N. Clark &t., Chicago 2, Ill. 











HELP WANTED 








Estimator and t Permanent. N: 
restrictions Uf in good health. per A @ ope 


HELP WANTED 


BUSINESSES FOR SALE 





Wanted: Softwood lumber grader. Permanent 
pousen. Age no barrier in good health. 
outheastern Michigan. Address Box E-46, 
American Lumberman, Inc. 


A REAL OPPORTUNITY — a well-established, 
lumber manuiacturer 

P 4. g in N oth. 
Illinois tor an d b | to 
call on retail dealers and industrials. top 
mill connections in both Softwoods and Mard- 
woods. Our sales commission 








means sub- 


A 





FOR SALE 
Yard in eastern Nebraska town, located in 
rich { ing ity. Comparatively small 
investment will handle. Owner wishes to re- 
ng Address Box E-57, A i Lumb 
ne 








FOR SALE 
Old established retail Lumber and Building 
material yard and planing mill, located in 
Central New York on the N.Y.C.R.R. and Barge 
Canal, in a community of 33,000. Present op- 





stantial income for the man who can p 
Include full information with regard to  peenones 
history, educati an ri background 
in first letter. Address Box B-36, American 
Lumberman, Inc. 











SITUATIONS WANTED 





Wanted: Managers tion in small lumber 
yard northwest Flo preferred. Now em- 
loyed, married. Address Box F-27, American 
umberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





Michigan. Address Box E-47, American Lum- 
berman, Inc. 





Wanted: An experienced Hot Plate Press Op- 
erator. Must have knowledge of solid core 
flush door and panel proces . Good wages 
and fine working conditions. Biant located in 
northwestern Pennsylvania. Address Box E-50, 
American Lumberman, Inc. 


MANAGER, RETAIL LUMBER YARD 
Here is the opportunity to live in South 
Florida and manage a retail lumber 
yard. This is a position with a well 

d pany which offers the 
opportunity for a secure and prom- 
ae future. I you are rienced 
in Retail Lumber and Building Sup- 
plies, with a minimum of two years 
recent experience as a manager of a 
Retail Yard, please write in complete 
detail as to your past experience, per- 
sonal information and present situa- 
tion. Also enclose a recent photograph. 
Address Box E-37, American Lumber- 
man, Inc. 





Metal Moulding Salesman 


Full time or side line. To call on lincleum— 
hardware—turniture ae 
i hk A A 4 " an 7 1 


distributors. Representing Manufacturer of 
complete line of aluminum and stainless steel 
mouldings. Exclusive territories open. National 
Aluminum company. 1134 Alum Creek Drive. 
Columbus 2, Ohio. 








SALES REPRESENTATIVES — We are well 
established door lock manufacturers selling 
to the lumber and hardware trade. We have 
a few choice protected territori open for 

ti 1 on a commission basis. 
Mention lines carried, territory covered. All 
replies confidential. Address Box E-55, Amer- 
ican Lumberman, Inc. 








Representative for advertising age’ estab- 
lished 36 years. Call on retail | r and 
building materials dealers ia New York, New 
Jersey and two or three New England states. 
Knowledge of retail advertising or experience 
calling on reail lumber and building material 





Established lumber wholesaler needs sal 

for Central Illinois territory. Wholesale expe- 
rience not tial. P t job with Toe 
organization for right man. Salary, travel ex- 
pense, liberal bonus plan. Apply by letter 
one, details to Box gsi. American Canbes- 
man, Inc, 








WANTED: Substantial! fact of motal 
lath and other steel products desires top-notch 
salesman to call on masonry dealers and lath- 
ing and plastering contractors in Chicago Met- 
ropolitan area. Can man now calling on 
dealer trade or one now employed by a dealer 
and calling on contractor trade. Excellent earn- 
ing possibilities for right man. State experi- 
ence, earnings, references. Address Box P-20, 
American Lumberman, Inc. 











Rave op ing ous wholesale lumber depart- 
ment for experienced man under 35 with good 
Saowsieepe of the lumber business. ive pee 
sonal history and references in own hand- 
writing. Send photograph. THE PETER KUNTZ 
Smo BUILDING, DAYTON, 


Representatives to sell fast moving high vol- 
ume tilebeard line to lumber and building ma- 
terial retailers. Sales helps. top commission, 
protected territory. Several top territories 
available. ~— Panelboard Mig. Co., Engle- 


wood, N. J. 





ASSISTANT DISTRICT ENGINEER 
Degree not required. Should have knowledge 
of light construction field for application of 
IM products. Will handle inquiry correspon- 
ence. Some travel. Opportunity for sales ad- 
vancement. Write in confidence your qualitica- 
tions to Mr. Straub, 1200 Merchan Mart 
Plaza, Chicago 54, Ill. 


118 


ves. ary. commisions, bonus. Ad- 
dress Box F-21, American Lumberman, Inc. 


“BEAUTI-DOR” 


America’s fastest selling tub enclosures and 
shower doors seeking a quality qa 
repr tative or izati a um 
of 3 salesmen, for the following marketing 
areas: NYC, Boston, Phil., Balti Washing 
ton and New England States. Organization 
selected must have active accounts among 
one. Supply D . “Beauti-Dor”’ is 
nationa Le vertised. Carries the Good House- 
kee 1 of Approval. Commission ranges 
from 5% to 10%. N peti es itted 
No house accounts. Forward full details to: 
SHOWER ENCLOSURES, INC., Att. Sales Man- 
ager, 4723 N. Pulaski Rd., Chicago 30, Ill. 














BUSINESSES FOR SALE 





Lumber, Millwork, Hardware Yard San Fran- 
cisco Bay Area near Oakland, California, one 
of fastest developing counties in A. On 
main boulevard, can operate big or small. 
Clean inventory, equipment about $50,000. 
Will lease land. Address Box E.30, American 
Lumbermen, Inc. 


For Sale or Lease long established retail lum- 
ber yard in Rocky Mountain oi] and uranium 
area. Ample sheds, yard space, trackage and 
parking. yi A oguipoed. Inventory approxi- 
mately $110,000. ures and equipment ap- 
proximately 000. Will sell or retail $30, 

accounts receivabie $200,000 will handle. Ad- 
dress Box E-43, American Lumberman, Inc. 





Mighty nice yard in richest community in 
Southern Michigan. Terms to responsible - 
ties. Getting old. Want to quit. Address Bex 
E-48, American Lumberman, Inc. 


t wish to retire. Write Box F-23, Ameri- 
can Lumberman, Inc. for lete informati 








FOR SALE Profitable lumber and building sup- 

busi including plete hardware in 
center of the most productive farming area in 
Northern Illinois. Complete stock. Business 
has large farm pickup trade. Business is clear. 
No indebted A wonderful opportunity for 
energetic man. Address Box F-24, American 
Lumberman, Inc. 











FOR LEASE OR SALE 
$300.00 thly leases lumber yard — 20 miles 
from Chicago on 4 lane highway. Option to 
buy. Must able to buy inventory approxi- 
mately $22,000.00. Near all wholestalers. Can 
operate on low inventory. Can prove sure 
rofit maker. Address Box F-26, American Lum- 
rman, Inc. 





For Sale: Well and buiid- 
ing material yard, east central Wisconsin. 
city of 5000, rich farm territory. industrial and 
city business. Good ay store and show- 
room. Terms if comeee. dress Box E-59, 

ri b inc. 


tebliched 1} bh 











RETAIL LUMBER, APPLIANCES AND SUP- 
PLIES. An exceptionally clean business with 
fine new buildings and all modern equipment, 
showing an excellent profit and remarkable 
growth. This is an unusual offering and °F 
portunity rarely duplicated. About $75, 
cash required. CAMPBELL COMPANY, Real- 
tors, Grand Rapids, Michigan 


YARD FOR SALE 
Retail Lumber, hardware and coal yard in 
Northern Kentucky. Coal conveyors to dump 
truck, Good profitable yard. Been in business 
for 40 years. Will inventory. Address Box F-25, 
American Lumberman, Inc. 





ee 


BUSINESS OPPORTUNITIES 





Patented double hung window reversible 
wood-aluminum — ends window cleaning 
hazards, cleans both sides from inside, seeks 
manufacturer wreny arrangement. Address 
Box F-22, American Lumberman, Inc. 





SAWMILL OPPORTUNITY 

Health condition forces offering of complete 
modern All-electric Circular Sawmill, Planing 
Mill, Tractor Lift, etc. on owned C&NW Side- 
track in small North Wisconsin City. Choice 
location on main hway — plenty of timber 
available and g labor. Good markets for 
lumber, wood, and by-products. Will sell rea- 
sf with terms or lease with option to 
uy. 

Cc. V. Branham Eagle River, Wisconsin 


For a company or individual interested in 
cogusing an established lumber yard and 
this 








ding supply busi in tral Michigan, 
is a real opportunity. Land area 186 ft. x 
383 ft. Modern office and display room, rail- 
road spur, approximate inventory $40,000.00. 
1 dict. P ry no le offer re- 


'E. Gaynelle Mitchell & H. R. Werry 
1003 Maple St., Big Rapids, Mich. 


MISCELLANEOUS FOR SALE 
Wri and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 


Compact Ten Tool Kit 
Ideal premium gift 
Used in home, office, shop or car. 
Your firm name imprinted on each kit. 
B. SALZMAN CO., 1650 Broadway, New York 





fused 
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WANTED — RAILS 





STEEL RAILS 
20%, 25H. Wt. 35H, 40H and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 


16x. 


RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks, in stock 
$6.00 each. 


M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 





TIMBER & TIMBERLAND 
FOR SALE 





TIMBER FOR SALE 


Sealed bids will be received by the Greene 
Cattle Company Incorporated, Prescott, Ari- 
zona, until 5:00 P.M., August 24, 1955, for all 
live or merchantable dead timber marked or 
destignated for cutting on the following areas 
of the ORO Ranch 54 miles northwest of Pres- 
cott, Arizona and 40 miles southeast of Selig- 
man. Arizona. 


Area 2,800 approximate acres, estimated to 
be a minimum of 7,250,000 feet more or less of 
Ponderosa pine sawtimber. The appraised 
value of the timber is $14.00 per M board feet, 
and no bid will be considered which is less 
than this rate. All timber to be cut and re- 
moved prior to December 31, 1956 unless time 
is extended for good and sufficient reason. 
Each sealed bid must be accompanied by 
$5,000.00 in acceptable form, such as certified 
check drawn payable to the Greene Cattle 
Company Incorporated, to be applied upon 
the purchase price, refunded, or retained in 
part as liquidated damages according to the 
conditions of sale. All sealed bids will be 
opened and posted in the office of the Greene 
Cattle Company Incorporated, Prescott. Ari- 
zona. at 2:00 P.M., Auaust 25, 1955, and oral 
auction bids will forthwith be invited. In 
order to qualify for oral bidding. each bid- 
der must have submitted a sealed bid, within 
the period specified for receiving sealed bids, 
accompanied by the required deposit. The 
right to reject any or all bids is reserved. Full 
information concerning the timber, the condi- 
tions of sale, and the submission of bids 
should be obtained from the office of the 
Greene Cattle Company Incorporated, Pres- 
cott, Arizona, before bids are submitted. 


2080 acres Stock Ranch and Timberland; price 
$31,200.000 — will run 350 cows or 2500 sheep. 
This is well located. Will consider 1/, trade, 
small clear properties preferred. L. L. SPAF- 
FORD, LANCASTER. MINN. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industria! Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 6-2531 TWX EG-049-U 





USED MACHINERY FOR SALE 





We are changing to a 72° carrier and lif 
truck package and offer for sale | two yea: 
old Ross straddle carrier Series 70 model 6663— 

* capacity. Price $3175.00 f.o.b. our plant. 
This machine is like new and a bargain at 
the above price. 


HUSS LUMBER COMPANY 


1350 West Fullerton 
Chicago 14, Ill. 





Model #20 Woods Planer and Matcher 6"’x15" 
with profile. Has spare cylinder, $1500.00. 
Builders Supply 
Post Office Box 107 
De Ridder, Louisiana 





POR SALE 


We will shortly release for sale a 6-10-Al 
Stetson-Ross planer in practically new condi- 
tion, completely motorized and with all 5-R 
suggested attachments. Also one V-54"-C 
Mershon resaw migd by 8S. A. Woods. Write 
us for details. 


HUSS LUMBER COMPANY 
1350 W. Fullerton Ave.. 
Chicago 14, Illinois 
Phone Lincoln 9-1700 


FOR SALE OR TRADE 


Ross Straddle Carrier, Model 70-6057, Serial 
274428, 60°" High. 52°" Wide, 4x4 package, one 
owner. Excellent condition. Will consider an 
offer or trade for fork lift, Write: TIDEWATE! 
LUMBER, 505 N. W. 12th Avenue, Miami, 
Florida. 


| 
| 
| 


New Literature 


Pittsburgh Interlock plastic wall 
tile is covered in two folders. No. 951 
shows complete color chart, typical 
rooms glamorized with the tile and 
trim. No. 952 entitled Tile-It-Your- 
self, You Can’t Fail with Budget In- 
terlock Plastic Wall Tile, has the com- 
plete story of how the tiles line up as 
they lock, in addition to the color 
chart. For direct mail and store hand- 
outs. Jones & Brown, Inc., Dept. AL, 
139 Sixth Ave., Pittsburgh 19, Penna. 


For more data cirele No. 61 on coupon, p. 120 





Sprayit Catalog 55-A gives com- 
plete data on paint spraying outfits, 
air compressors, spray guns and ac- 
for amateur and _ profes- 
sional use. The 1955 line of paint 
sprayers incorporates seven models. 
Model #700, the Uni-pak is said to 
answer the need for a budget-priced 
reliable source of compressed air. 
Model #800 is tailor-made for farm 
use, Thomas Industries Inc., Electric 
Sprayit Div., Dept. AL, Sheboygan, 
Wis. 


For more data circle No. 62 on coupon, p. 120 


cessories 


An Illustrated folder MV 1162 gives 
specification data and lists advantages 
of the new Master “1-Man” vibrator. 
A one-man tool, the new lighter, easy- 
to-handle vibrator is said to cut vi- 
brating costs in half. Folder contains 
drawings showing how the vibrator 
works and comparison charts to show 
the simplicity of the new tool against 
the usual design of separate motor 
and flexible shaft. Master Vibrator 
Co., Dept. AL, 164 Stanley Ave., Day- 
ton 1, Ohio, 


For more data circle No. 63 on coupon, p. 120 


A versatile new product for the 
building industry is featured in a new 
folder. Unit deck, for roofs, decks, 
floors and ceilings, is said to eliminate 
purlins, joists, sheathing and bridg- 
ing and provide insulation and interior 
finish. A massive structural timber 
decking system, it is said to pos- 
sess outstanding characteristics of 
strength, appearance, insulation value 
and economy. It forms fully inter- 
locked and integrated decking of 
tremendous free spanning strength. 
Unit Structures, Inc., Dept. AL, 
Peshtigo, Wis. 

For more data circle No, 64 on coupon, p. 120 


(continued on next page) 








classified 
advertising ... 





.. » is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities. 


.. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 





"3 ANCO HAND—TRUCK 


Pallet 


F Goods, Sh , 
Be a ee —_ 


TILT TRUCK up onto nose plate wheels 
for running under of out beneath the pal 
lets. A light pull will tilt up to 1000 Ibs., 
loads into perfect-bal rolling positi 


SATISFACTION GUARANTEED! If not sot 
ised after 10 day trial, return truck(s) 
for your money back, 








Every other 


Address 
By 








ANTHONY TRUCK CO., Paducah, Ky. 
Send price and literature to: 


City 








BUILDING PropucTts MERCHANDISER 


(For more data on advertised producis fill in coupon on page 120) 





- 
NEW 


Lascolite Shiplap fiber glass panels 
for awnings and canopies are available 
in 8 and 10 foot lengths, 40 inches 
wide. A new catalog sheet describes 
the panels which come in translucent 
colors varied as the spectrum, opaque 
colors: yellow, blue, green, red and 
white. Other sizes and colors made to 
order. Lynch Asbestos Co., Dept. AL, 
2939 8S. Sunol Dr., Los Angeles 23, 
Calif. 


For more data circle Neo. 65 on coupon, p. 120 


Only the Rich Can Afford Poor 
Windows is the title of a booklet which 
explains what to look for in choosing 
good windows; condensation and rem 
edies for the problem; choice of win- 
dows for an air-conditioned home; use 
of exterior shading of windows, proper 
use of picture windows. Andersen 
Corporation, Dept. AL, Bayport, Minn. 


For more data circle No. 66 on coupon, p. 120 


The 1955 Catalog of Free Advertis 
ing Mats featuring California Red- 
wood shows a dealer mat service pre 
pared in a variety of depths and de- 
signs for one and two column ads 
with ideas for building shelters, out 
door furniture and fences. Catalog 
and mats are free. California Red 
wood Association, Dept. AL, 576 
Sacramento St., San Francisco 11, 
Calif, 


Vor more data circle No. 67 on coupon, p. 120 


FOR INFORMATION ON 


“What's New” Items 


right 


Circle the code number at the 


corresponds to the number listed at the end 


WHAT'S NEW 


of that particular 


FOR INFORMATION ON 


ol LITERATURE 


Cuprinol offers a free folder which 
shows a handsome island rack stand, 
display sales aids, easy reference 
charts for clerks and newspaper mats 
dealers can get free, plus special in- 
troductory offer. Cuprinol Div., Dar- 
worth Inc., Dept. AL, Pine St., Sims- 
bury, Conn. 


For more data circle No. 68 on coupon, p, 120 


The Fond du Lac and The Winne- 
bago, new self-storing combination 
doors are described in a colorful fold- 
er. All Easy Change Combination 
Doors have exclusive sure-grip lock- 
ing device and protecto plate. No tools 
are needed to change the inserts and 
change can be made in less than 10 
seconds the company claims. The 
Combination Door Co., Dept. AL, 
Fond du Lac, Wis. 


For more data circle No. 69 on coupon, p. 120 


Closer Maintenance 
Manual encompasses service, main- 
tenance and repair of all Yale door 
closers. Prepared for building cus- 
todians, locksmiths and others, the 
manual also includes complete descrip- 
tions and specifications of Yale repair 
parts and tools. The Yale & Towne 
Mfg. Co., Yale Lock and Hardware 
Div., Dept. AL, White Plains, New 
York. 


For more data circle No. 70 on coupon, p. 120 


A new Door 


7 8 
25 26 


43° (44 


The Titus Return Air Grille features 
a one-piece assembly for any size 
opening and eliminates butting to- 
gether of smaller grilles, saving time 
and labor. New curved, hemmed fins 
give 80% free area and extra ef 
ficiency is said to reduce size of grill 
needed. Titus Mfg. Corp., Dept. AL, 
Waterloo, Iowa. 

For more data circle No. 71 on coupon, p. 120 

New Plyscord Sheathing envelope 
stuffer provides builders with ample 
evidence of the advantages of Plys 
cord and the cost-cutting shortcuts 
the sheathing supplies. Space on the 
back can be imprinted with firm name 
and address. Order Form No. 55-40. 
Douglas Fir Plywood Association, 
Dept. AL, 1119 A St., Tacoma 2, Wash. 


For more data circle No. 72 on coupon, p. 120 


Magic Door Catalog is a practical 
guide with technical information on 
the selection and installation of equip- 
ment for automatically opening and 
closing doors. Stanley Magic Door 
controls are said to speed the flow of 
people as well as speeding the flow 
of materials and equipment. * Detailed 
sketches and full operating informa- 
tion are included. The Stanley Works, 
Dept. AL, New Britain, Conn. 


For more data circle No. 73 on coupon, p. 120 


A new catalog illustrates and de- 
scribes more than 350 different items 
in the Fanner line. Awning hardware, 
canopy and tent fixtures, gear roller 
fixtures, lateral arms and miscellane 
ous supplies are covered. In addition 
there are charts, tables and installa- 
tion diagrams. The Fanner Mfg. Co., 
Dept. AL, Brookside Park, Cleveland 
9, Ohio. 

For more data circle No. 74 on coupon, p. 120 
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Soft textured hardwood lumber— 
carefully manufactured and kiln 
dried at our own mill. Headquarters 
in the central west for all foreign 
and domestic species. We have the 
hard to get items in any thickness 
for overnight shipment 


BUILDING PRODUCTS 


MERCHANDISER 


Steamed American Wainut - Wild 
Cherry + Plain, Quartered, rift 
sawn soft textured White Oak 
and Red Oak + Honduras, African, 
Philippine Mahogany + African 
Limba + Burma Teak + Delta 
Red Gum «+ Tidewater Red and 
Pecky Cypress Birdseye Maple-~ 
Butternut + Hard Maple + North- 
ern Birch + and many others. 


Chester B. Stem, Inc. 
527 Grant Line Road 
New Albany, Ind. 


Bolt D 
Oo ) Pittsburgh Screw & Bolt Corp 
‘ Gillies Bros. & Co., 
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MANY USES make MANY SALES 


FYBRGLAS “Do-it-Yourself” KIT 


REPAIRS, RE-STYLES, REINFORCES Sells fast to fix: 
everything of metal, wood, glass ° WATER Pipes 


@ RAIN GUTTERS 
NOW! NO welding — NO leading — ® WATER TANKS 
NO nails, glue or plaster!) NEW miracle © FURNITURE 
FYBRGLAS material and NEW single @ WALLS, FLOORS 
metal-bonding resin work fast, easy, sure! 
Stronger than steel. Light weight, smooth as glass, epee 
Easy to sand and paint. PROFIT BIG on sales for home, 
shop, hobby! 


STOCK UP NOW — GET SELLING HELPS FREE! 


Zegers, In« 


SCHRAMM FIBERGLASS PRODUCTS, INC. 








GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE stros 


STROBUS) 
Also some Norway and Spruce 


AIR-SEASONED WATER-CURED 
Rough or Dressed 


Mfrs. of 
Genuine 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Established 1842 — Member W.A.W.L. 
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The epitaphs on tombstones indicate that only the good die 
2 2 


Wife: “I didn’t like the looks of that new secretary of yours 
so | discharged her this morning.” 
Husband: “What? Even before she had a chance?” 
Wife: “No, before you had a chance 
“ee 


Intoxication ts the state 
able to pronounce it 


of feeling sophisticated without being 


+ * 4 


" 
Yow, concerning castles 


in the air—-neurotics build ’em, psy 
choties live in 'em and psychiatrists collect rent on ’em 
** * 

Coed: “The boy I wi 
in front of his eves.” 
“What did he do?” 
“Parked in one of them 


* + * 


nt riding with last night saw dark spots 


Roommate 


Coed 


Chen there was the feller who had to give up drinking for 
the sake of his wife and kidneys 


* + * 


The MAUK mail brings countless letters of thanks from 
satisfied purchasers of MAUK merchandise. We also receive 
messages of appreciation for guidance gladly given as to outside 
sources of material 

If that item you want is something wi 
get tt for you or tell you where to get it 
tution of price or material 

Of course, we've lost a few orders by that policy but it’s 
earned us friends and helped build our business. Operation 
Flonesty pays off for us simply because it pays off to you 


don't har we cither 
There is no substi 


* * * 
Simple Celia says when a girl has loved and lost it’s a sign 
she didn’t have the right lawyer 
: 6 
“Which would you rather give up, wine or women?” 


“Depends on the 


vintage.” 
a = 


It takes a man to get pearls from an oyster and a woman to 
get diamonds from a nut 
en et 
Do You Know What Dep't 
Do you know what gets a man in a jam? A shapely gam 
Do you know what keeps a girl a virgin? Lack of urain’ 


of a sali VAUK Lumber 


Do you know what makes a whal: 
Products, of course 


+ ’ + 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
122 





(For more data on advertised products fill in coupen om page 120) 


Associated Lumber Mutuals Accept 
New Member From Chicago 


Lumbermens Mutual Casualty Co., Chicago, has be- 
come a member of the Associated Lumber Mutuals, the 
outstanding lumber mutual company group in the 
country, specializing in fire and allied lines and in- 
land marine insurance for lumber and woodworking 
risks. 

Assets of the six companies in the Associated Lum- 
ber Mutuals group, January 1, 1955, exceeded $295 
million. Instead of issuing individual policies to group 
members, only one policy is issued and one inspection 
service serves all companies. This economy and a con- 
centration on loss prevention, has permitted a sub- 
stantial dividend to policy holders annually. In 1954 
the dividends to policyholders of the various companies 
in the group were nearly $21 million. 

L. W. Larson, manager of the lumber insurance de- 
partment, will supervise the activities of Lumbermens 
Mutual Casualty Company in this field. His office is at 
Mutual Insurance Building, Chicago. 


Dealers To Hold Workshop July 24-28 


The Lumber Merchants Association of Northern 
California will sponsor a four-day management work- 
shop in Palo Alto, July 24-28 for owners and top level 
management of member yards. The meeting will stress 
problems of financial management, operating tech- 
niques and merchandising. 

The first executive workshop on these subjects to 
be sponsored by the group under the management of 
executive vice-president Jack Pomeroy, will limit en- 
rollment to 30, one representative per firm. Discussion 
moderator and director of the workshop meeting will 
be Arthur A. Hood, American Lumberman editor. 


Ralph D. Hunting, 70, prominent Cedar Rapids, 
Iowa, lumber and buildings materials dealer, died re- 
cently after a long illness. Mr. Hunting was president 
of William and Hunting Co., manufacturers of sash 
doors and building woodwork, and had been identified 
with the lumber industry for many years. 


The Scott Lumber Co., Little Rock, Ark., held a 
formal opening for two days and then was host at an 
open house on Sunday afternoon. The new store, owned 
and operated by James S. Scott, will stock building 
material, paints, lumber and hardware as well as sport- 
ing goods and millwork service. 


Lou Ohlson, Oroville, Calif., lumberman and long- 
time community leader, has been elected a director of 
the First National Bank of Oroville. Ohlson, now serv- 
ing as president of the Oroville Chamber of Commerce, 
settled in the town in 1944 and organized the Oroville 
Lumber Co., later incorporated as High Sierra Pine 
Mills, of which he is president. 


The worst fire in Wethersfield’s history swept 
through nearly two-thirds of the 17-acre Wethers- 
field Lumber Co. yards on the Silas Deane Highway, 
Conn., recently. Damage was estimated at nearly 
$500,000. Fire fighting apparatus from Hartford and 
five other communities fought the blaze for two hours 
before it was brought under control. 


July 11, 1955, AMericAN LUMBERMAN AND 





THE MARK 


All this variety 


plus performance ! 


Over three hundred separate 
hardware products are included 
in this extensive line. With an as- 
sortment as great as this, dealers 
con fill practically every require- 
ment of their customers—a special 
size, weight or finish that is cus- 
tom-built for the job at hand. 


All products of this National 
hardware family are tradition- 
ally alike in their standard of 
high quality. Your trade will be 
quickly aware of the fact that 
every article in the line will per- 
form with equal smooth precision. 


If you are not already a National 
Dealer, may we suggest that you 
join this progressive group today. 


Dealers everywhere are profit- 
ably catering to the trade that 
insists on the genuine National 
Hardware, stamped with the flag 
trade-mark symbol—a safe buy- 
ing guide wherever good hard- 
ware is sold. 
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\ 
MANUFACTURING COMPANY 
TERLING, ILLINOIS 





Packaged To S&e@ 


For Doors and Windows 


Priced to meet or a competition 











JUMBO SIZE 5 x 10 Ft. 





Warp’s TAPE-ON Kit con- 
tains enough plastic 
material to cover a big 
picture window and 2 
smaller windows or 4 
regular size windows. It 
consists of a 5 by 10 foot sheet of trans- 
parent plastic and 60 feet of double- 
faced pressure sensitive tape (sticky on 
both sides) which can be applied to 
either wood or metal, 


ONLY 


$2.49 


SUGGESTED 
RETAIL 





When You Order 

from Your Jobber 

Insist on a “Warp’s” 

Top Quality Window Material 
For Quick Sales, Large Volume, 
and Better Satisfied Customers. 


Fiex-0-GLass 


only 26¢ Lin. Ft. 


GLASS-O-NET 


only 24c Lin. Ft. 


PLASTIGLASS 


only 3c Lin. Ft 


Wyr-0-Giass 


only 35¢ Lin. Fr. 


SCREEN-GLASS 


only 17¢ Sq. Ft. 
These Retail Prices Nationally Advertised. 
Based on 36” widths. Other widths available. 


Warp's new TAPE-ON Storm Window Kit comes 
in an “eye catching” 3 color box packed 6 
to each counter display carton that takes 
only 8 by 16 inches of counter space. 

A real point-of-purchase sales builder. 
TAPE-ON is a great 

seller as nothing like it 

has ever been offered be- 

fore. Comes packaged in 

beautiful 3-color box 

that sells itself and shows 

customer just how to use 

product. ' 

















Crystal Ch Clear 
[Storm Winpow Kir | 


Warp's popular 
JIFFY-PANE 

Storm Window Kit 
has been improved 
by the addition of 
special single-faced 
tape instead of 
moulding and tacks. Each kit in- 
cludes a 36” x 72” sheet of crystal- 
clear plastic and the new tape. 


ONLY 


98° 


SUGGESTED 
RETAIL 


THE NAME 


Warp’ 


t 

chain store compe 
iness at home w 
— EASY-ON Kit 
‘zed window, yetre 
36° x 72” plastic sheet, 


nails. 


39¢ EASY-ON is 
a carton, comp 
orful, sales- 
display and ae? 





Storm Ww 
s EASY-ON to 


ion 
Warp dealers ina = d keep the storm cover 


ition an 
here it belongs! 
complete 


only 3 
sails for feet of moulding an 


packed 36 to po 
lete with col- ay 
-building counter 


Kits will put 
— mail order and 


ly covers 4 full 


9¢! Kit includes A 
selling counter mer- 


chandiser. Takes 
only 8” x 13” of 
counter space. 
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“WARP'S' 


Z 
Li 


ALONG THE EDGE OF 
EVERY YARD IS YOUR GUARANTEE OF SATISFACTION 


DISPLAY 


WARP’S FLOOR 
DISPENSER NO. WM-500 


Tie-in with Warp’s Big National 
Advertising! Be sure to have a 
good stock of Warp’s Top Quality 
Window Materials on hand when 
the big selling season starts in 
September 


For Dealers with limited space, Warps have 
a M-400 Counter Dispenser. 





CARRIED BY RELIABLE 
SHARDWARE JOBBERS 


JIFFY-PANE is packaged individu- 
ally in a colorful box, 12 boxes to 
a shipping carton. The entire car- 
ton becomes a very attractive self- 


| WINDOW > “MATERIALS 


. 


WER oy eR ORR IS ae 





